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Chasing Smohestacks Once a Week... ict ss 


Pa 


Reavis 
High School - 


chooses 


Leader fine lighting for schools is exem- 
plified by the installations made in the 
recently completed Reavis High School, 
Oak Lawn, Illinois. Leader fixtures are 
completely ‘‘at home” in these school in- 
teriors which embody the latest ideas in 
modern design. The VARSITY, a luxury 
fixture at a budget price...the OFFICER, 
outstanding for efficiency and beauty... 
the CORRI-LITE, unique for attractive 
lighting of corridors . . . these are some 
of the Leader units chosen for this beau- 
tiful new high school building. 


Library — Leader VARSITY Corridor — Leader CORRI-LITE Home Economics Kitchens — 
Leader OFFICER 


Check the details on these fine LEADER fixtures: 

VARSITY (shown above) — Steel channel, baffle-type steel louvers. There’ comeits : at oy 

ere’s a Leader lighting unit for every school 
Choice of steel or plastic side panels. 25°-35° shielding (other —" a 8° / 
shielding angles on request). For 2 lamps, in choice of 48”, 72” or 
96” length. 
OFFICER — Steel channel, curved translucent plastic side panels. ' 
40° x 40° shielding provided by injection moulded plastic louver. nance. If you have school lighting problems, either 
For 2, 3 or 4 lamps, in lengths from 48” to 96”. in new construction or in remodeling, look to Leader 


CORRI-LITE — Channel and unusual style baffles of steel. For single for the best solution. 
Slimline lamp in 48”, 72” or 96” length. 


need . . . scientifically designed to provide abundant 
light output, correct shielding, ease and flexibility 
of installation, economy of first cost and mainte- 


Sold and installed by the better electrical wholesalers and contractors 


Vail Amacai Me/ Lighting Equgpment Marisfactiun 


LEADER ELECTRIC COMPANY « 3500 North Kedzie Avenue « Chicago 18, Illinois 
lecder Electric — Western * 800 One Hundredth Avenue * Oakland 3, California 
Campbell-leader, itd. * Brantford, Ontario * Canada 














this SURE Protection... 
in ALL Standard Capacities 


Give all your circuits the safe and saving protec- 
tion of “economy vE.ay” Renewable Fuses. 


Then whenever you have an electric current “blow”, 
you instantly restore the fuse to its original effi- 
ciency by simply inserting an inexpensive -economy 
pe..ay” Renewal Link in the same cartridge. 

Takes only a minute or two; costs only a few 


cents!—And you Conserve Precious Brass and 
Copper. 


Your Electrical Wholesaler has 
“ECONOMY DE-LAY” Renewable Fuses 
and Renewal Links in stock. 


Ask for the Economy Catalog 
and Price List. 


@® Reg. U. S. Pat. Office 


ECONOMY FUSE AND MEG. CO., 2717 creenview ave, cnicaco 14, ILLiNois seresseuratvss oy 


ELECTRICAL WHOLESALERS—When you corry all standord capacities of 
“ECONOMY DE-LAY” Renewable Fuses and Renewable Links in stock, you 


5770EWRR get Profit PROTECTION, by making Soles thot might otherwise be lost 
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A, DORENCEAYV 


~~ 


Reprints of this thoroughbred bulldog, by 
the famous artist Durenceau, will be sent 
upon request. No cost or obligation. Ad 
dress: BullDog Electric Products Company 
Dept. WH23, Detroit 32, Michigan 
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in electrical equipment 


bred. Through integrated design, all 
components of each BullDog product 
work together in perfect harmony 
for the fullest efficiency, performances 
usefulness, economy and long life 
Keep these things in mind when 
you specify or buy electrical distribu 
tion equipment, Look for the BullDog 
oper symbol on the products you buy, Our 
adherence for 50 years to this manu 
on total facturing ideal makes BullDog equip 
products ment, by all odds, your finest buy 
Safety 
* * + 
Centers, 
BUStribu For on-the-job assistance in planning 
ou see the your electrical distribution systems, 


orough call in a BullDog Field Engineer 


LLDOG | 


ELECTRIC PRODUCTS COMPANY 


Detroit 32, Michigan 


THOROUGHBRED IN ELECTRICAL EQUIPMENT 
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rT NO Plug-in Units have 
sa ALL the Features... 
Tt 1. Quick-Make, Quick-Break Op- 
4 | Ue eration at no extra cost. 
2. Ambient Compensation ends 
nuisance tripping. No extra cost. 
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1 to 32 Circuits 
Only six devices form the basic aa 
nclosures. Ls 


AO \ine in general purpose e 

Main Breakers a 
For the first time! Load centers 

with main breakers for 1 phase, 3 wire 

or 3 phase, 4 wire devices. 


1 Phase, 3 Wire 3 Phase, 4 Wire — 


To meet modern tren 
Both raintight and general purpose. 


Raintight 
All enclosures are Underwriters’ 
h or without 


approved. Available wit 
provision for the popular interchange- 


able hubs. 


“Pius” Applications 


The AO solves specific water heater, ! 
switched neutral and other split bus bt 


problems—in many cases with stand- a 


ard components. 





bet a 





——T} 


gnetic—complete 


a Thermal-Ma 
gainst both 


otection 4 


Off-the-Shelf Delivery 


implify selling and 





















































= om i} 
° ee oe ae two-way Pt 
pp 4 moderate and heavy overloads. 
ho a a a 4. Non-Interchangeable feature Just 3 components 8! 
rae’ | 4 prevents higher capacity 30, 40, stocking. Box with interior, cove? and plug- 
am 50 : f bei ub in breakers Breakers conveniently packed 
. ; : ampere sizes trom eing in individual boxes and multi-packed in car- 
+—+ } stituted for 15 and 20 ampere tons. All the sales features— highest quality, 
ae | breakers. Discourages tampering. no cost premium, immediate delivery: 
ona J) 
pap be 
+—-4-—--+- 
i ¥ aot@= 4 £ ao} 
: 1903 » 50 YEARS OF DESIGN LEADERSHIP 1953 
' 
4 
é . a * ‘ame sl ao ii P a TE am Oil - ak. ——— a 62 | 2 . yh 
+44 eee oa i 4 tA 
j t tt ' } a Li Oc Pers == tH im r Ty 4 : 
2 eB a : . = Gi I | and 
7 ~—>- ‘ eS ae | 1 | T + 
» ee = 4 ii T t 88 + 
OB Be Oe Be 
il 

















































































































ARTHUR W. HOOPER, Editor 


GEORGE GANZENMULLER, Monaging Editor 
R. COLLURA, Assistant Editor 

THOMAS F. PRESTON, Assistant Editor 
GEORGE D. FARLEY, Assistant Editor 
THOMAS M., CASSIDY, News Editor 
HOWARD J. EMERSON, Pacific Coast Editor 
HARRY PHILLIPS, Art Director 

G. B. BRYANT, Jr., Mgr., Washington Bureau 
M., A, REICHEK, Woshington Correspondent 
D. M. KEEZER, Director, Economics Dept 

J. F. McPARTLAND, Jr., Technical Consultant 
E. D. WHITE, Southeastern Correspondent 


W. W. GAREY, Publisher 


District Managers 

A. B. CONKLIN, New York 

S. A. JONES, New York 

CHARLES F. MINOR, Jr., Chicago 

R. R. REAM, Chicago 

CHARLES B, SHAW, Cleveland 
LAWRENCE S. KELLY, Jr., Philadelphia 
JOHN W. OTTERSON, San Francisco 
J. H. ALLEN, Los Angeles 

RALPH C. MAULTSBY, Atlanta, Ga 
JAMES CASH, Dallas, Texas 


ELECTRICAL WHOLESALING 


with Wholesalers Salesman 


FEBRUARY, 1953 Vol. 34, No. 2 


Published monthly by McGraw-Hill Publishing Com 
pany, In James H. McGraw, (1860-1948), Four 
PUBLICATION OFFICE, 1309 NOBLE STREET 
PHILADELPHIA 23, PA 
EXECUTIVE EDITORIAL AND ADVERTISING 
OFFICES: McGraw-Hill Building, 330 West 42nd St., 
New York 36, N. Y. Curtis W. McGraw, President 
Willard Chevalier, Executive Vice-President; Joseph 
A. Gerardi, Vice-President and Treasurer; John J 
Cooke, Secretory; Paul Montgomery, Senior Vice 
President, Publications Division; Ralph B. Smith 
Vice-President and Editorial Director; Nelson Bond 
Vice-President and Director of Advertising; J. E 
Blackburn, Jr., Vice-President ond Director of 
ri ation 
SUBSCRIPTIONS: Address correspondence to Ele 
Wholesaling Subscription Service 1309 
St., Philadelphia 23, Pa., of 330 West 
New York 36, N. Y. Allow at least ten 
1 change of address 
scriptions are solicited only from person 
in wholesale distribution of electrical 
nt, supplies ond appliances. Position and 
any connection must be indicated on subscrip 


pies, 35c 70c. a copy for spe 
c Subscription rates United States and pos 
sessions $3.00 for one year; $4.00 for two years 
‘ Oo f o nado, $5.00 for r 


e 


t three years 0 
$8.00 for two years: $10.00 for three year 
phere, $10.00 { e 


Philadelphia, Pennsylvania under the act of 

» 3, 1879. Cable address: “McGraw-Hill New 
Printed in U. S. A. Copyright 1953 ¢ 

-raow-H Publishing Co., Inc All rights re 


February, 1953—ELECTRICAL WHOLESALING 


Wit AEG | 
J Wu LALSU man \eeye || y 
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Chasing Smokestacks Once a Week 


A stop-by-stop diary of a veteran salesman's missionary sales trip 


T. F. Preston 


Closeup of a Top Inside Man 
No. | by any standards—he's Ted Lauer of Rumsey Electric 


G. D. Farley 


Misinformation Paul Tafel 


That's what this distributor calls studies of total expense percentages 


Four Steps to Better Dealers 


They show you the best plan to follow in developing dealer customers 


Everything's Geared to Service E. D. White 
That's at Braid Electric—an old establishment with young ideas. 


Your Personality: Help or Hindrance? F. W. Sullivan 
If Jeff Lewis wanted to sell more, he had to learn to get along with people 


Rewind or Replace the Motor? .. . 


There may be some selling angles for you in these answers by plant men 


How Metro’s Sales Shot Up 1700% in 2 Years 


Behind this steep sales curve is a well-conceived promotional approach 


Showroom, Showmanship 


New Haven Electric's ‘operation streamline” is paying off handsomely 


Editorial ee ee ee 
Prosperity in the U.S.A.: How Wealthy Are We? 


DEPARTMENTS 


Washington Straws 33. News of the Industry 
Times and Trends 47 New Products 


Business Index ..........49 and 51 News Notes from N.A.E.D. 


Member AB 
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Every I-T-E Circuit Breaker is individually tested —twice. 


I-T-E Circuit Breakers take the guesswork out 


of circuit protection 


When it comes to something as critical as circuit 
protection, guessing and hoping a protective device will 
work can be costly and dangerous. Point out to your 
customers that pretesting is the one sure way by which 
they will know they’re getting complete protection 


against overloads or short circuits. 


Some types of protective devices cannot be pretested 
on simulated overloads. They would, of course, be 
destroyed in the process. Every I1-T-E Circuit Breaker, 
on the other hand, is precisely calibrated and then twice 
rested to assure tripping within certain specified limits. 


Each tripping element is calibrated so that it will 


operate within the limits prescribed by the Underwriters’ 
Laboratories. Tests have shown that repeated over- 
loads or short circuits do not change these tripping 


characteristics. 


Protective devices are an important and vital part of 
any plant’s power, lighting, and distribution system. So 
don’t let your customers skimp on critical electrical 
protection—and later regret it. Sell them dependable 
1-T-E Circuit Breakers for their best protection. I-T-I 
Molded Case Circuit Breakers are available in four 
frame sizes and four types of enclosures——from 10 to 600 


1 5 


amperes, up to 600 volts a-c, 250 volts d-c. 


CIRCUIT BREAKERS 


I-T-E CIRCUIT BREAKER COMPANY ~ 19th and Hamilton Streets, Philadelphia 30, Pa. 
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STUD ANCHORS IN 
SPRING TENSION WASHER |= 


CY aed 
y 


Wide Double Contact Surfaces — 
Spring Tension Locking of Links 


WARE HI-LAG Fuses provide extra wide contact surfaces 
on both sides of links and stronger connections. Link con- 
nections are held firm and tight at all times by large 
arched spring steel washers and heavy studded bolt, which 
locks the links into the circuit. 

Expansion and contraction of metals during Off and On 
periods compress links. This fluctuation causes loose con- 
tacts and oxidization in other fuses, which finally result in 
excessive heating and unnecessary blows. WARE HI-LAG 
construction keeps contacts permanently tight, thus insur- 
ing low resistance and longer fuse life. 

WARE HI-LAG has many exclusive features in addi- 
tion to the above; including the Link Design-Double Bridge 

Knife-Blade Assembly-Gas Vents and Simplified Construc- 
KNIFE-BLADE FERRULE tion, only 3 Parts. That is why it is known as the World’s 


Best and Coolest Operating Fuse made. 
250 VOLTS 250 VOLTS 


600 VOLTS 600 VOLTS 


70 to 600 AMPS 3 to 60 AMPS. ? 
Write for Brochure giving details of all the 


C . FACTS, sizes rices. 
APPROVED BY UNDERWRITERS’ LABORATORIES OOL FACTS, sizes and prices 


WARE FUSE CORPORATION 


4420 WEST LAKE STREET + CHICAGO 24, ILLINOIS 
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SAFEGUARD YOUR ALUMINUM! 


Use These Tried-and-Proved Fittings 


"Use 
Aluminum 
on Aluminum” 


Type CA — All-aluminum 
nut and bolt anodized to 
prevent corrosion — Extra 


Type AAW — For Al. to Al 
— All-aluminum connector 
with 2 bell-mouthed wash 
ers and aluminum contour 
spacer to hold wires in 
shape. Alumilite treated 


<4 
—- 


Type HPW — Tin plated 
Duronze connector for 
Al. to Cu. or Al.to Al 


thick contoured spacer 
washer of heavily tin- 
plated copper, separates 
conductors—Excellent for Alum 
inum-Copper combinations. 


Type H-3-W — Primarily 
for 4, 6 and 2 Al. tap 
to Cu. line. Duronze con 
nector with  tin-plated 
bolt and 2 grooved bi- 
metallic washers 


Cat. No. PAC 6-0 — Par- 
allel groove clamp with 


Cat. No. DLC 6-0 — Aly copper liners soldered to 
minum dead end loop aluminum body on one 
clamp, covers wire range side. Also made for Al. 


6-1/0 ACSR. to Al. ond for ormor red. Always specity BLACKBURN 


Hi-Strength Connectors & Fittings 


LL BLACKBURN Connectors and Clamps for Aluminum They'll Give You Years of 


conductor are designed to protect the conductor 
against crushing as well as against electrolysis. Yet these 
same fittings have extra gripping ability to produce a 
tighter and better connection, to give you years of 
trouble-free service. They are all made of high-strength 
alloys for extra strength to maintain their tightness 
through the years. 


JASPER BLACKBURN CORPORATION 


38 MADISON STREET ° ST. LOUIS 6, MissOURI 
Phone Cintra! 3007 
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— you have a customer (contractor or direct buyer) who cares 
about complete safety, reduction of service interruptions, adaptability 
to future needs, recommend NLTQ or NLTQX (column type) panelboards. 


They are the top product of the leader in the field, for all applications re- 
quiring 3-wire, 120/240 volt AC or 4-wire 120/208 volt services with 
main circuit breakers up to 225 amperes (or lugs for external main switch) 
and up to 42 branch circuits with protection up to 50 amperes. 


Let your Trumbull representative give you the full facts and show your 
sales force how to make the most of the tremendous sales opportunities in 
Trumbull NLTQ or NLTQX (column type) panelboards. Or write direct 
for Bulletin TEB-14. 


Major Sales-Making Features 


NLTQ Panelboards incorporate plug-in type 
TQL breakers for ready conversion to changing 
needs, thermal-magnetic trip, arc-quenching 
design and trip-free action . . . the last word 
in convenience, safety and adaptability. In- 
teriors of NLTQ panel-boards are readily 
removable for fast installation ... strong and 
compact, with busbars molded in plastisol. Run 
cooler than in open air. Boxes are strong and 
compact with adequate knockouts and gutters. 
Breaker knockouts in front panel provide for 
future circuits. 


‘ 


i. 


TRUMBULL ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 





TU UT 


PALGTCA w 


...at no extra cost! 


available immediately in 
the full range of six size 


" | 
ia i ind 
. 
; 


kind out how 
ean te I) Voll 


ove ou a better in tallation 
make your work easier 


build profits 


See your distributor 
: he has 


SPANG-CHALFANT 


SANS Division of The National Supply Company 
GENERAL SALES OFFICE 
PITTSBURGH 30, PA. 


District Offices and Sales Representatives 
in Principal Cities 


CONDUIT 
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our costs go down 
| along the line when you speci 


ome Aluminum 


Whether it’s secondary and service drop 
cable or weatherproof wire for primary cir- 
cuits, you get a host of cost advantages with 
Rome Aluminum. 


Low installation and maintenance costs 
You can string longer spans with fewer poles 
because its mechanical design and light 
weight reduce sag tendencies. It gives you 
greater protection against wind and ice load- 
ing. It reduces tree trimming and cuts labor 
costs during installation. 

You need fewer accessories for secondary 
and service drop cables because of Rome 
Aluminum’s Triplex construction. This also as- 
sures a neater, cleaner installation. 

Maintenance costs are down, too. Conduc- 


Light weight of Rome Aluminum 
Triplex permits easy installation, 
cuts labor costs, reduces sag, mini 


mizes ice loading can be made. 


Here is a typical service tap con 
nection at the pole. . 
several types of connections which 


tors are easily accessible because Rome Tri- 
plex requires no common covering. 
Long service life 

And you can count on long service life. Alu- 
minum itself it a long-life conductor material. 
RoPrene (Neoprene) and RoLene (polyethy- 
lene) insulation have exceptional resistance 
to weather and abrasion. Replacement is 
minimized. There are no braids to rot or fes- 
toon. 

Take advantage of the savings inherent 
with aluminum itself ... and the results of 
years of exhaustive research and testing by 
technically skilled, progressive Rome engi- 
neers. Ask your Rome salesman about Rome 
Aluminum on his next visit. 


Dead end formed around bare neu 
tral messenger of Rome Aluminum 
Triplex make house connection 
Also meets industry requirements 


. only one of 
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Triplex Self-supporting Secondary and Service 

Drop Cable 

Regularly supplied with stranded or solid all-alumi 
num power conductors, insulated with RoPrene (Neo 
prene) and ACSR or other suitable bare neutral 
messenger. All-acluminum, copper or copperweld 
messengers are also available. HoLene (polyethy 
lene) insulation can be supplied in place of RoPrene 


Weatherproof Wire 

Regularly supplied with solid or stranded all-alumi- 
num or ACSR conductors, covered with RoLene or 
RoPrene. Conventional URC triple braid covering 
can be supplied 


It Costs Less to Buy the Best 


ALUMINUM 


ROME CABLE CORPORATION, ROME, N.Y., AND TORRANCE, CALIF. 
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For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 


are faster, easier to use and neater in appearance. 





Installation is simple and less expensive. Two quick 
squeezes sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


a) METHOD 
= — DAlkntL & 
CO. 


Distributed by GALVA,*® ILLINOIS 


The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, Ill.; Nikoh Tube Co., 5000 South Whipple St., Chico ill; Clifton Conduit Co., Jersey City, N. J.; 
The Steelduct Co., Youngstown, Ohio; Columbia Cable & Electric Corp., 255 Chestnut St., Brooklyn, N. Y.; Pittsburgh Standard Conduit Co., Pittsburgh, 
Penn.; Wagner Malleable Products Co., Decatur, Iii; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co, Ltd., Preston, Ont, 
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PLASTIC __ 
TLECTRICAL TAPE f — Ms 
3 | “<5 VA. 


gt As 


car 


The DUTCH BRAND mutahe mes ® 
offers wholesalers a complete quality line 
to meet electrical trade requirements 


DUTCH BRAND Plastic Tape 
DUTCH BRAND Plastic Tape has proved a favorite 
because of its excellent performance. By actual 
test and use it has excelled in the plastic tape field. 
It is super thin, with ample strength and 150% stretch. 
It resists weather, oils, acids and corrosive chemicals. 
It is available in regular .007” thickness or heavy duty 
.010” thickness for winding heavy cables, heavy 
electrical harness or for use with power driven tape 
machines. Dielectric resistance averages 1000 volts 
per mil of thickness. 


DUTCH BRAND Friction Tape 

DUTCH BRAND Friction Tape is well known for its 
dependability. It does not fray... has the necessary 
strength for good workmanship .. . the correct 
adhesion makes firmly held joints . . . removes 
from the roll easily and it has long life on the job. 
2000 volts for single thickness. It is the type tape 
that is dependable and easy to work with. Be sure 

to sell this top quality by stocking DUTCH BRAND. 


I a a eel 
DUTCH BRAND Rubber Insulating Tape 


ere is an old dependable of the electrical trade. Tops” 
for years in electrical insulating work. I! fuses instantly 
without heat and has the strength and stretch necessary 
for good joints. It resists up to 18,000 volts through a 
single thickness. It contains no corrosive chemicals. Its 
long life makes it dependable and workmen find it 
easy to work with. It is more profitable to sell the 
best... just stock DUTCH BRAND. 


4 


“DB” Wire Connectors 


"DB" Wire Connectors are the latest addition to the DUTCH BRA 
line. They are made to careful specifications and high standard 
as has characterized DUTCH BRAND products for over forty 
years. They are made of high grade pheolic material and 
designed with long skirt for full insulating protection. They 
ore weatherproof... vibration proof... resist pull-out-and 

are available in four standard sizes. Knurled design 
makes them easy to use. Make them available to your 

trade along with tape requirements, 


STOCK and SELL 


ALL “4” Pam = — VANCLEEF BROS. [NC. 


Menutacturers of @ubber Products 
OivisiOnw OF Johns Manville 
7800 WOODLAWN AVE 7 CHICAGO 19, ILLINOIS 
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‘Large 
Commercial 


Industrial 


Residential 
Commercial 


two big 
targets 
for 


year-round protits 


Don’t forget that all DIEHL fans 
Produce a splendid profit— 

Here’s your chance to go to town 
With a line that’s really got it! 


DIEHL fans will sell the year around, 
Regardless of the season— 

To ventilate as well as cool, 

To cite just one good reason. 


393 FANS 


The weatherman is here to stay, 
And he does all the choosing— 

If summer crowds don’t flock to buy 
Don't think you're always losing. 


é 


NEW ELECTRICALLY REVERSIBLE 


20-Inch Window-Type Ventilator 
' AIR CIRCULATORS 


TABLE AIR CIRCULATOR 
It’s A Table—It’s A Fan 


Oscillating 


and Non-Oscillating 


Make mone 


CATS ND 
CUTS ‘A 
NEWSPAPER POSTERS ° 


WINDOW DECALS © 


Well-balanced 
warehouse stocks 
carried in: 





PACKAGE UNIT ATTIC VENTILATORS 
2 New Sizes 





STUF 
ENVELOEN, MANUALS 


MA 
DISPLAY 


ys 
DISPLAY CARDS 


ATLANTA + BOSTON + CHICAGO + DETROIT 


FANS you can 


Desk and Bracket Fans 
FFERS Pedestal Fans 
Kitchen Ventilators 
Exhaust and Ventilating Fans 
A size and type for every need 





————— 
DIEHL MANUFACTURING COMPANY 


Electrical Division of 
THE SINGER MANUFACTURING COMPANY 
FINDERNE PLANT ¢@ SOMERVILLE, N. J. 


District Offices: Atlanta ® Baltimore © Boston ® Chicago ® Detroit © New York ® Philadelphia © Worcester 


NEW YORK PHILADELPHIA 
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ALL-STEEL EQUIPMENT Inc¢.—s00 Kensington Ave., Aurora, Illinois 


""A BOX FOR EVERY NEED" 
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TAR GER > lJ RFACE 
for the WRENCHES ~ a iain 
HEX Top and Bottom 


Connectors, Terminals, Grounding Clamps, and 
many more fittings . .". every one thoroughly 
dependable, mechanically and electrically. Pre- 
quarters, or any unhandy location. ferred by leading users, who have found that 
Better Design is a feature of the entire Penn- “Penn-Union" on a fitting is their best 

Union line, which includes Tees and Taps, Straight guarantee of unfailing service. 


Sold by Leading Wholesalers 
PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 


Canada: Dominion Cutout Company, Ltd., 250 Richmond St. west” Toronto 


The men who use connectors appreciate the 
better design of the Penn-Union - - especially 
when they have to make a splice in close 
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e you to call on your electrical 
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What do Yo 
Triang! 
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nduit, 
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thin-wall co 
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NDUIT & CABLE CO., INC. 
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LESS THAN 
1 KVA 


Delivery from Stock 
240/480 volt pri- 
mary 120/240 volt 
secondary 


1 KVA THRU 2 KVA 
Delivery from Stock 240/ 


GET IMMEDIATE = 
DELIVERY BY ORDERING 
DRY TYPE TRANSFORMERS tae8 


10 KVA 


Delivery from Stock 
240/480 volt pri- 
mary 120/240 volt 
secondary Indoor 


Since tripling our dry type transformer production 
space and installing additional production facilities, 
we have been planning for ‘Shipment from Stock"’ 
delivery. 


Effective now, Acme Electric single phase, 60 cycle 
dry type transformers up to 50 KVA will be shipped Outdoor Type 
from stock. Transformers above 50 KVA can be 

shipped promptly and eventually these larger sizes 

too, will be stock items. 


The exception to this plan will be of course the 
eventuality that an influx of orders for a single size 
may temporarily deplete the warehouse stock of that 
size, but in that case, delivery will still be made 
within a matter of a few weeks. 


As long as our suppliers can continue to maintain 
their delivery schedules in accordance with our pro- 15 KVA 
duction plans, we can supply Dry Type Transformers THRU 


from stock. 


167 KVA 


ACME ELECTRIC CORPORATION 240/480 volt 


672 WATER ST. CUBA, N.Y. primary 120/ 
240 volt sec- 


[NO VE Mea Sosa 


IN CANADA: ACME ELECTRIC CORPORATION, LTD. 
50 North Line Rd. © Toronto, Ont., Canada 





600 VOLT DELIVERIES 


3 PHASE TRANSFORMER DELIVERIES ‘ ? 
600 volt primary approx. 4-6 weeks delivery 


480 volt primary, 208Y/120 volt secondary 9 to 
45 KVA in stock. Three phase not in stock 8 - 10 2400 VOLT DELIVERIES 
weeks delivery 2400 volt primary approx. 6 - 8 weeks delivery 
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They want the tape that’s up-to-date! 


The amazing space-saving U.S. Royalastic 


Your customers want the tape that 
saves time, saves space —that’s easy to 
apply. They want U.S. Royalastic Vinyl 
Tape! 

Royalastic keeps wiring neat and un- 
cluttered; provides up to 200° more 
dielectric and 50 to 100% more me- 
chanical protection. It is resistant to 
acids, alkalies, oils, water, temperature 


changes and all kinds of weather con- 


ditions. It has high tensile strength. 

Stock up on U.S. Royalastic—it is 
made by a company your customers all 
know and respect— United States Rub- 
ber Company. Give them the up-to-date 
tape — and assure yourself of repeat 


business. 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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6 Melee Sonlerolastmel(-r-temlelsle(cnet-beslcl metetiye 
of Columbia E. M. T. makes 
wire-pulling easy. The galvanized 
coating prevents corrosion. Every 
length is thoroughly inspected before 
shipment—always uniform. Plus, 


Columbia gives you service that keeps 


ae : aS je 
your installations “on-schedule. 


CABLE & ELECTRIC CORP. 


255 Chestnut St. Brooklyn 8, N. Y. 


To - 
NON-METALLIC SHEATHED CABLE FLEXIBLE STEEL CONDUIT .M.T. A.B.C. ARMORED CABLE 


Sales Representatives in These Cities 


Atlanta, Ga. Detroit, Mich. Minneapolis, Minn. Portland, Ore. San Francisco, Cal 
Boston, Mass Glassport, Pa. New York, N. Y. Dallas, Tex St. Louis, Mo 
Chicago, Ill. Los Angeles, Cal. Philadelphia, Pa Seattle, Wash Thornwood, N. Y Denver, Colo. 
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breeze through 
summer in 


New Berns Air King mode th 3 

expect from the originators of rev ble window ventilators. Two speeds for 

both Exhaust and Intake. 10/n engineering for amazingly quiet oper 

ation yet cools entire ma ome or apartment in minutes. Shallower 

design and! rous ivory baked ename! finish achieve unequalled style-appeal 
® a ee Completely adjustable. F 1 year quarantee,. In 16-inch and 20-inch models 

Priced to list at $54.95 and $59.95 


powe style and efficiency you'd 


Also 10-inch and 12-inch Manually Reversible Window Ventilators 
ite bove. 2-Speed in 12-inch medel only 


2-inch, 2? speed — $37.95 


handsomely styled a 


10-inch --$29.95 12 


Beautifully desig t nm it measuring only 13° « 18° « 20° 


The one fan with practically every wanted high. Finished i uny with chrome grill front. Dehumidifies up to 
feature. For exhaust or intake—can be 10,000 cu. ft.. re Removable 3 gal. drawer-type 
used for one room or entire average home ontainer. Equipped wit ’ yrubt OV ters. Pefectly priced 
or apartment. Completely and easily port- to meet the den t ving ma list $139.95 
able and adjustable. The handsomest 

mobile fan on the market. Finished in lus- Available with Automatic Timer that 


trous ivory. 16-inch model. ListPrice $39.95 


tart Jehumidifier once each 24 


hours and operates it for the selected number of hours. Optional and extra 


Handsome, color- 
ful, wood displa 
tnat holds 2 or 4 
window fans of 
different sizes 
ready for instant 
demonstration 
YOURS FREE with 
minimum stock of 
fans. Ask your 
jobber or write 
for details. 





Ask your jobber or write for fully illustrated catalog to 
1 to appeal to every prospect. Blades 


BERNS MEG CORP scat tae m: ee : 
s s accurately pitched and balz 1 to op t efficvently in horizontal position 


Rubber mounted legs h Mahogany. 12-inch mode! 


3050 NORTH ROCKWELL STREET CHICAGO 18, ILL 
: list price $29.95 


EXHAUST PEDESTAL CEILING WINDOW CEILING 
FANS FANS VENTILATORS FANS 


FANS 
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National Electric developed 


— 


/ ze “We need a small, “, . . for flexible lighting arrangements 


” 


oy all-purpose electrical raceway .. .” 
4 
“= “No fishing . . . Unobstructed 


“Low cost... Low Maintenance...” wiring channels” 


“Easily installed... 
Completely accessible . . 


SURFACEDUCT SERVING POWER TO a, zi z ’ SURFACEDUCT 
AUTOMATIC SCREW MACHINES LIGHTING AND POWER 
APPLICATION 


f 
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Field research proved the need for Surfaceduct. *Elec- 
trical contractors, electrical wholesalers, industrial 
engineers, plant maintenance men, architects—all told 
us what they wanted in a general purpose electrical 
raceway system. 

Surfaceduct was designed in strict accordance with 





the advice and suggestions of these men in the elec- 
trical field who were to install or specify it. The 
engineering “know-how” National Electric had 
attained as pioneer manufacturer of surface raceways 
took Surfaceduct from the blueprint stage to pro- 
duction and on to an enthusiastic reception by the 








electrical trade. 

Today, only six short years after its introduction, 
Surfaceduct is efficiently serving electrical applications 
requiring light or power up to 60 ampere service. 
Surfaceduct is another versatile product of National 
Electric, the world’s largest producer of the complete 
line of secondary electrical distribution systems. 








Rational Electric 


PROOOCTS COURFCVRATION 
1302 CHAMBER OF COMMERCE BUILDING © PITTSBURGH 19, PA. 


ocr SURFACEDUCT IS EASY TO 
ve INSTALL... EASY TO REROUTE. 
COMPLETELY ACCESSIBLE 
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S Cte tt ete a wd LE 


Pulfuzswitch Type of Panelboard 
with 30 ampere, 2 and 3 pole branches 
Box is 19'%” wide and 444” deep 


Panelboard illustrated is a combina 
tion of Pulfuzswitch and Klamp 
switchfuz branches. Box size is 24” 
wide and 10” deep. 
Branch Circuit capacities are as 
follows: 
@ PULFUZSWITCH 
30, 60 and 100 amperes, 250 volts 
AC or DC; 30 and 60 amperes, 
600 volts AC, 2,3 and 4 poles. 
 KLAMPSWITCHFUZ 
30 to 600 amperes, 250 volts AC 
or DC, 2, 3 and 4 poles. 
@ SNUFARC 
30 to 200 amperes, 600 volts AC, 
2, 3 and 4 poles 
@ SHUTLBRAK 
30 to 1200 amperes, 250 volts AC 
or DC, and 600 volts AC, 2,3 and 
4 poles. 


Srank e€dam Electric Co. 


Sen, ee Ste ae 





Get faster deliveries with 


standardized ‘interchangeable 


PLUG-IN 
FEEDER PANELBOARDS 


Here's a panelboard that measures up fully to the modern 
demand for safe, efficient, economical and dependable 
power and light distribution. 

Built of standardized units and assembled as required 
for specific application, @ Interchangeable Plug-In Feeder 
Panelboards not only provide adequate capacity for today’s 
needs, but are so designed that future additions of circuits 
and changes in capacity can be made a simple matter of 
adding new units. 

Three dependable @ Switches — the Pulfuzswitch, 
Klampswitchfuz and the Snufarc — make these panelboards 
the finest in safety and efficiency. All types combine switch 
and fuse in one unit so that current is “OFF’’ when the fuse 
carrier is removed or the door opened. This makes replace- 
ment of fuses safe, quick and simple. 

Boxes are standardized as to width, height and depth 
to meet any combination of branches or any job requirement. 
They are shipped from stock, thus facilitating delivery. 
Except for smaller sizes, all boxes have removable ends to 
permit drilling of conduit openings on the job. Smaller 
boxes have standard knockout layout in ends. Generous 
wiring space and ease of installation are other features. 

For operating switch requirements @ Shutlbrak Type A 
quick make and quick break interlocking switches are 
available. 

Want to know more about these modern panelboards? 
Your nearest @ representative, listed in Sweet's, will be 
glad to provide it. 


P.O. BOX 357 ST. LOUIS 3, MISSOURI 


oy 
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Our 62nd 


the METAL MOLD CURE makes the difference 


OU can always tell HAZACORD—first, by appear- 

ance, and second, by performance. It’s the 
metal mold cure that makes the difference... 
makes HAZACORD the best flexible cord you've 
ever used. 

When the metal mold in which HAZACORDS are 
pressure vulcanized is stripped away, the name 
HAZACORD appears in raised letters on the sheath, 
as shown in the illustration. This embossing is your 
proof that every foot of HAZACORD is mold cured. 

But it’s in performance that you find the real 
difference. Mold curing makes the Hazaprene 
ZBF Sheath denser, smoother, and tough enough 
to take the worst kind of beating. Despite oil or 
grease, heat or flame, moisture, weather, abrasion 
or mechanical damage, HAZACORDS keep your 
portable power tools and equipment on the job 
at all times. 


Mp 
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Inside this rugged mold-cured sheath are extra- 
flexible conductors, a carefully compounded rub- 
ber insulation, and strong fibrous laterals. The 
design, construction and materials of each com- 
ponent adds to the longer service life and superior 
performance of HAZACORDS. 

But it’s the metal mold cure that makes the big 
difference ... that tips the balance between an 
average portable cord and high performance 

HAZACORDS. It’s why produc- 
tion and maintenance men 
everywhere are saying HAZA- 
CORDS last longer, perform bet- 
ter and save money. Write for 
HAZACORD BULLETIN WE-444 
Hazard Insulated Wire Works, 
Division of The Okonite Com- 
pany, Wilkes-Barre, Pa. 


D insulated wires and cables for every electrical use 


oe7y 





No. 3626 WIRE HOLDERS 
ALL-STAR FAVORITE 


lackhawk 
]agustries THE 
> «x 


IN SALES 
IN POPULARITY 


«x 
IN PERFORMANCE 


" 


smooth 


Top quality porcelain with 
round edges to protect wire insulation 


Porcelain has compression 


1” diameter hole in porcelain 
strain only 


Heavy steel base and 
supporting strap 
Ye"' diameter base 


All metal parts hot dip galvanized 


No. 22 square shoulder screw cannot slip or turn 


REA Approved 


— 
~~ 
_—s 
~F 
—_™ 
~-* 
= 


= 
Meets Military 
Specifications 
(MIL-I-787A, 15 April 
1952 ——t 
JAN-H-787 an 
amendments) 


Ideal for aluminum service 
drop cable installations 





Sold only through Electrical Wholesalers 





WHEN YOU BUY ASK FOR B-I 
‘4 
Wire Holders 


Locknuts and Bushings . 
Conduit Entrance 


Write for Catalog 
BLACKHAWK INDUSTRIES, vvsuaue, iowa 
Entrance Cable Fittings . Staples . Yard Lights . Sill Plotes . 
. Cable and Conduit Straps . Connectors . Box Supports . 
Cops . Grounding Assemblies. 
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Blecihewi™ 


SY industries Fluorescent Brockets 








The | 


MERCURY-' 


ISLAND LIG 


Can Be Mounted on Any Existing 
Standard Terminating with 2” Pipe 


Gives Service Stations and Parking 
Areas a New Look 


e Brilliant Light Without Glare 


e A Money Maker for Wholesalers 


Don’t overlook Service Stations, Oil Companies, 
Parking Lots, etc., for new profitable business. With 
new building programs—now is the time to stress 
REVERE equipment. No shopping around is neces- 
sary. REVERE has the most complete line of out- 
of-door lighting equipment, comprising Poles, Flood- 
lights, Area Lights, Cluster Lights, etc., to fill 
every need. 

The Mercury-Vapor Unit shown has been designed 
specifically to offer greater spread of glare-free light 
to make Service Station Pump Islands stand out 
more effectively. It is Bug-proof and offers more 
than twice the light of incandescents with the same 
wattage. It takes either E-H1 or J-H1 Mercury 
Vapor Lamps and can be mounted on any existing 
Standards or poles terminating with 2” pipe. 


The unit can be your entering wedge to new 
sales! Get acquainted with the complete REVERE 
Line— Sell REVERE every day! 


WE COVER THE FIELD WITH A COMPLETE LINE OF ...SERVICE STATION ¢ AIRPORT e¢ 
SPORTS ¢ STREET OUTDOOR THEATRE ¢ MARINE AND INDUSTRIAL LIGHTING EQUIPMENT 


A, PET ME Ee SE RRR oe eae 
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By specifying and installing Killark on every job, your own reputation as a 
contractor or wireman will live long after ordinary installations are no more 
than rusty memories 

Whether you're planning for the humid, rust-producing atmosphere of a 
laundry, dairy or packing house an underground job or the corrosive 
background of a petroleum refinery or chemical plant—your reputation is safe 
with Killark Alumalloy Fittings and Fixtures. 

There are other quality advantages, too. Killark Alumalloy is safe, non 
sparking... 60% lighter than iron... won't break under excessive strain 
produces a satin-smooth finish inside and out, as well as clean-cut threads 

For a ‘“‘brighter'’ future, for a permanent reputation, always specify 


KILLARK ... 


: 
e 





2700 E. Main St. 
616 W. 26th St. 








> ae ; KILLAR alumalloy 


va UT Fixtures 


‘A FITTING NWAME TO aemempse”’ 


ELE! CTRIC. ce ANY 


and Easton Aves. 


1901 Griffin Street 
1073 Golapage 
8319 Mack Ave. 

412 Seaton St. 


140 
4130 First Avenve South 


924 Andrus Bidg. 
600 W. 161 3. 





USE APPLETON 


LOKT-SGREW 


COVERS 
FOR FORM 35 UNILETS 


New “‘Ball-and-Socket” 
Action Screws! 


End view of time-saving "“Lokt-Screw" cover 
shows rocking action of “Ball-and-socket” 
type screws, permitting one side of cover to 
be completely tightened before tightening 
of second screw begins. Screws are held per- 
manently in place by steel of the cover itself! 





Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


Chicago 13, Illinois 


EJ 
bP Or Ig 1734 Wellington Avenue «¢ 


Sales Engineers: NEW YORK, 50 Church St. ¢ DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 
1836 Euclid Ave. ¢ SAN FRANCISCO, 655 Minna St. « ST. LOUIS, 227 Frisco Bldg. © LOS 
ANGELES, 100 N. Santa Fe Ave. © ATLANTA, 724 Boulevard, N. E. «© BIRMINGHAM, 809 
Brown-Marx Bidg. © MINNEAPOLIS, 305 Fifth Street, S. « PITTSBURGH, 412 Bessemer Bidg 
BALTIMORE, 100 E. Pleasant St. » BOSTON, 226 Ruggles St. « DENVER, 1921 Blake Street 
PHILADELPHIA, 231 South 20th e CINCINNATI, 608 American Bidg. * HOUSTON, 717 
M. & M. Bidg. » HAVANA, Cuba, Malecon No. 9 * DALLAS «+ DENVER + INDIANAPOLIS 
KANSAS CITY «¢ ORLANDO « MILWAUKEE ¢ NEWORLEANS ¢ SEATTLE 
PORTLAND, ORE. 


Export Representatives: International Standard Electric Corp., 50 Church St., New York 17, N.Y 


New Appleton LOKT+*SCREW covers offer 
time and trouble saving advantages you find 
in no other conduit fitting cover—and you get 
them at no extra cost! 

Precision-threaded, easy-turning screws on 
Appleton LOKTs SCREW covers are held per- 
manently in place by steel collars which com- 
pletely surround screws, a feature which also 
prevents finger-bruising screw-driver slippage. 

The Appleton LOKTe SCREW cover is only 
one of hundreds of Appleton wiring devices 
expressly designed to bring greater speed 
and convenience to every job. For highest 
quality fittings to meet every wiring require- 
ment, specify Appleton—The Standard for 
Better Wiring. 


APPLETON 
ELECTRIC 
PRODUCTS 
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STATE OF THE UNION e President Eisenhower has pledged a strong federal program for 
public works and resource development, with major projects timed to prime the economic 
pump whenever recession or depression threatens. His “State of the Union” address left 
no doubt that he sees in dam construction, road building, and other classic pump-priming 
projects of the New Deal an important deterrent to an economic turndown. 

Eisenhower provided a label for his new administration: “the middle way.” Said the 
President: “There is—in affairs at home—a middle way between untrammeled freedom 
of the individual and the demands for the welfare of the whole nation.” 

Most of Eisenhower's proposals stand a good chance in Congress without much pulling 
and hauling; for example, the gradual tapering off of wage-price controls and no legisla- 
tion for “standby” after present authority expires April 30. But such recommendations 
as these are going to run into real controversy: that the reciprocal trade law be extended 
and customs procedures simplified to increase imports; tax cuts should come only when 
a balanced budget is in sight (the message contained no new budget figures); the Taft- 
Hartley law should be amended (specific recommendations to come later); and that farm 
price supports should aim at “full parity of income” (but a yet-to-be named commission 
will study the problem). 


MATERIALS CONTROLS OUTLOOK e The new President called for an end to general 
materials and production controls on June 30 but for retention of a priorities system on 
critical materials needed for defense. This will probably mean direct allocations only on 
nickel, cobalt, tantalum, columbium, molybdenum, and beryllium. Also: steel, copper, and 
aluminum suppliers will be required to fill orders of military and essential defense- 
supporting coritractors and sub-contractors first, then be able to sell unrestrictedly to 
other consumers. 

The controlled materials plan will probably ride until June 30. Second-quarter allot- 
ments are already issued. Construction restrictions have been broadly liberalized, and 
manufacturers of civilian-type products have been allotted 90 per cent of their pre-Korea 
steel, 50 per cent copper, and 55 per cent aluminum—the highest levels since the war's 
start. This should be adequate for production needs of most metals users. If not, supple- 
mental steel allotments will probably be available in the spring. There shouldn't be a big 
rush for inventory until metals prices begin leveling off. 


PRICE OUTLOOK e OPS officials forecast that price decontrol will mean price rises of at 
least a half-million dollars at mill level for steel, copper, and aluminum; similar big boosts 
for other industrial materials, machinery, and components; and an increase of at least 
four per cent—or more than $1 billion—in the defense budget. Their estimates are based 
on applications for ceiling adjustments that are now pending. 

These are some specific price rises envisaged by OPS: at least three per cent for carbon 
steel; an even higher boost for semi-finished steels and finished products like structural 
shapes and plates; about nine per cent for stainless and other alloys; from five to nine 
cents a pound for domestic copper; at least one cent for pig aluminum and an additional 
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increase of five per cent for aluminum fabrications. 

Advocates of decontrol say the OPS estimates are too extreme. They concede that 
metals prices will rise immediately after controls are dropped, but that they will tend to 
level off shortly after. 


EXCISE TAX REPEAL e One of the first bills dropped into the hopper when Congress 
convened last month was one by Rep. John D. Dingell (D., Mich.) to kill the 10 per cent 
Federal Excise Tax on electrical appliances, radios, TV sets and phonographs. The bill, 
H. R. 5, would also reduce excise tax rates for theater admissions, autos and accessories, 
tobacco, liquor, long distance telephone, and other goods and services. The bill has been 
referred to the House Ways and Means Committee. Chances for its passage are very slim. 
The committee may not even hold hearings on the bill. 


FEDERAL CONSTRUCTION AND POWER BUDGET e The $78.6 billion budget for fiscal 
1953, submitted to Congress by the Truman administration, contained a request for 
almost $7 billion worth of federal construction spending—$4.2 billion for civil public 
works, $2.6 billion for military and defense construction. Washington observers consider 
this a bare-boned construction budget, and believe Congress will have a tough time 
trimming it down. In fact, there’s as much chance that President Eisenhower and Congress 
will add to it. 

The $4.2 billion appropriation request for civil public works exceeds the estimated 
fiscal 1953 expenditures of $3.6 billion. AEC again tops the budget with a $1.6 billion 
request. The $2.6 billion military construction budget is higher than the previous year's 
$2.3 billion appropriations. The estimate for new military public works was limited to 
projects finally fixed by the Defense Dept. But this month the Pentagon will submit a 
supplemental request to Congress for new military construction authorizations and for 
new money to finance those projects that can be awarded during fiscal 1954. The supple- 
mental requests may run up to $2 billion additional funds. 

The important factor to the construction industry is that the over-all trend in the 
federal construction spending goes up sharply. Hard-rock figures in the President's budget 
indicate a government outlay of $6,937 billion in cash for fiscal 1954 construction. 
Compared with fiscal 1953 cash outlays—estimated at $6.125 billion—federal construc- 
tion spending will rise $812 million next year, or 13 per cent. 

Proposed fiscal 1954 expenditures for power generating and transmission projects 
exceed 1953—$771 million compared to $713 million. But the new budget lists less 
money for initiation of new projects than last year—$56 million compared to $93 million. 
The bulk of requests for new projects—$47 million—goes for TVA steam generating 
plants. Budget proposals for new transmission facilities in the Pacific Northwest are less 
controversial than in previous years. 


ALUMINUM EXPANSION ¢ DPA has drawn another new primary aluminum producer into 
the field: the Wheland Co., Chattanooga, Tenn., long-established manufacturer of sawmill 
machinery and oil-field drilling equipment and grey-iron casting producer. Wheland will 
be the fourth new producer since Korea. The others: Anaconda Copper, Olin Industries, 
Harvey Machine Co. 

DPA has granted Wheland accelerated tax amortization for construction of a $70 
million aluminum plant with annual capacity of at least 50,000 tons, near Chattanooga. 
The plant will be privately financed, reportedly by New York banking interests. The 
government will soon work out its usual five-year market guarantee arrangement for 
Wheland’s production. 

This brings to a close the aluminum expansion program, which envisages domestic 
annual capacity of over 1.7 million tons by 1955—more than double pre-Korea. 
Wheland’s share of domestic capacity will be 2.1 per cent. Here’s how the rest of the 
industry will shape up when all proposed plants are in production: Alcoa, 38.1 per cent; 
Reynolds, 24.4; Kaiser, 23.3; Olin, 6.2; Harvey, 3.1; and Anaconda, 2.8. 


( Washington, D.C—February 4, 1953) 
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V-51 Convertible Vapor- 
tight Fixture — Exclusive 
Unit Assembly mokes re- 
ceptacie, globe, guard in- 
stantly detachable for 
relamping. Converts to 
higher or lower wattages 

just as easily. 


4 
Twin Highlite—For high levels 
of illumination from a minimum 
number of outlets in high bay 
industrial interiors. Available 
with porcelain enamel or Alzac 
aluminum finish. 


INDUSTRIAL LIGHTING 


SAVES YOU 
MONEY ¢ MATERIALS * MAN-HOURS 





RLM Standard Dome Reflector— Mode of 
. " Rust-resisting iron with three coats of 
Pe re 4 Aa — — ~witl baked porcelain enamel. Sectionolized 
Cenrreey Renn Mature. Avatatto construction permits easy installation, con- 
Ae 40 pes 48” lamps or two Pat. No. 2,393,202 vont carving 
att, amps. 


Fewer rejections . . . increased worker output... greater safety . . . less spoilage 
resulting from eye fatigue—these are only a few of many advantages that are 
yours with good plant lighting. 


Appleton Industrial Lighting Equipment is precision-engineered to direct the 
right intensities of light to the right places. Combining expert Appleton design 
with rugged durability, these fixtures provide finely coordinated lighting systems 
at minimum initial cost and lowest possible service ang operating expense. 
Appleton excells in the manufacture of lighting equipment for hazardous 
locations and explosion-proof applications. For any industrial lighting require- 
Stecklite—Provides perfect illumina- 


tion for shelves and bins in stock rooms. ment, contact Appleton, pace-setting manufacturer of electrical equipment for 
nearly half a century. 


Sold Through Electrical Wholesalers 


1734 Wellington Avenue ¢ Chicago 13, Illinois 4 \ é ‘ L E y ° ’ ‘ 
Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Blvd. « CLEVELAND, 
1836 Euclid Ave. ¢ SAN FRANCISCO, 655 Minna St. « ST. LOUIS, 227 Frisco Bidg. ¢ LOS 


ANGELES, 100 N. Santa Fe Ave. «© ATLANTA, 724 Boulevard, N. E. ¢ BIRMINGHAM, 809 
Brown-Marx Bldg. « MINNEAPOLIS, 305 Fifth St., S. © PITTSBURGH, 414 Bessemer Bidg. 
BALTIMORE, 100 E. Pleasant St. ¢ BOSTON, 226 Ruggles St. ¢ DENVER, 1921 Blake Street 


PHILADELPHIA, 2013 Locust Street * CINCINNATI, 608 American Bidg. © HOUSTON, 717 
M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9 » DALLAS + DENVER + INDIANAPOLIS 


KANSAS CITY «* ORLANDO «+ MILWAUKEE «© WEW ORLEANS e¢ SEATTLE 
PORTLAND, ORE. 
Export Representatives: international Standard Electric Corp 


50 Church St.. New York 7, N. Y. 








Everything but the box... 


GEDNEY 
FITTINGS 
FIT! 


AND WE EVEN ASSEMBLE THAT! Yes, all Gedney fittings are completely — entirely — 


produced in Gedney’s own plant... everything under one roof! 


Gedney fittings are unbreakable malleable iron — special hot dip galvanized for 


maximum life. All Gedney fittings are machined and threaded with utmost accuracy. 


What's more, Gedney makes a complete line, and many items have 
special features. On your next order specify Gedney 

fittings — today’s best buy. Gedney fittings are 

always quickest and easiest to install 


—longest-lasting on the job. 





RKO BLDG. + RADIO CITY - NEW YORK 20 
Foundry, Factory ond Shipping Point: Terryville, Conn. 
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ee “Very satisfactory. 


TO It is easy to check 

” motor currents as 

jaws will let Am- 

probe work inside 

terminal box.” 

Texas Electric Motor 
Serviceman. 


Sold only through 
authorized 


A ty “In actual time \ Instrument Corp., 
LIAS 4 saved, your Am- \ Men Lynbrook, N. Y. 


A S\p ) probe pays for itself 
= "J. & mony times over.” 
LJ \ Alobome Refriger- 
Ea wd rose Service Engi- 


~ 


“Invaluable for di- VA " 


agnosing trouble / | 
calls under actual y| ts) Divs: 
load.” Connecticut |" ; 


Plant Engineer. a 2 


> | you can determine 
,|\| load conditions in- 


WL ' 
’ A. stantly. . ..” Phila- 
Et Ss) delphia Contractor. 


“For superior to f 7 
any instrument of .° ; t 
any type perform- ~-; 
ing same service 
...itisa ‘must’ , 
item to electrician.” 
Indiana Refrigera- 

tion Service Engi- 

neer. 
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Vi 


You’ll attain a new high in lamp 
volume and profit when you take on 


Champion Lamps. You'll also 





leave behind all the red tape, inventory 





reports and consignment detail. 
Champion Lamps are sold on 


a straightforward, outright basis. 


Champion quality never lets you 
down — gives you the steady repeat 
business that makes lamps such 


a good leader. 











Champion Lamps are easy to sell, 


profitable to sell. Ask us to give you \ \\ 
\ My 


the complete Champion story. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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Receptacles, 
Plugs and 
Switches 











ail 
>| 


Angle Type Plugs 
and Receptacles 


Rae dates oe 
+4. A> Mins oi 


—first line of defense 
against weather, water 


and industrial hazards! 


R&S receptacles, plugs, 
connectors and switches are available in an 
endless variety of weatherproof, waterproof 
and explosion-proof types, sizes and 
assembly combinations—the most complete 

“ay line of fittings ever made to meet every 


oR 
industrial operating requirement 


aa 
* 


‘4! 


re 


Russell & Sroll quality adds maximum 


Explosion-Preet permanency and protection to your wiring 


Delayed Action 


Receptacles and Plugs plans The finest in materials, rugged 


y construction, precision manufacture and 


; =? Se exclusive design features, combine to 
Explosion-Proot gD assure ease of installation, reliable operation, 


Push Button Stations | 1] lif 
and Heavy Duty interlocked Switch OW maintenance and iong service ite, 


Tumbler Switches Receptacles and Plugs 


Write ger Uterature concerning items in which you have a specific interest 





RUSSELL & STOLL COMPANY, INC. + 125 BARCLAY STREET, NEW YORK 7, N.Y. 


USSELL & STOLL 


PRECISIO ELECTRICAL QUIPMENT 
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Architectural firm tells why 
it always specifies CERTIFIED BALLASTS 
for fluorescent lighting 


Fulton, Krinsky & DelaMotte, prominent Cleveland architectural firm specializing in schools, 
requests CERTIFIED BALLASTS in a// fluorescent fixtures they specify. 

Mr. Barton Quarm, their electrical engineer, says, “We always specify Certified Ballasts 
because we want trouble-free installations. Client satis- 

faction is assured by using Certified Ballasts.” 


More and more CERTIFIED BALLASTS are being speci- 
fied and used because CERTIFIED BALLASTS assure— 


Full Lamp Life Rated Light Output Maximum Ballast Life 


CERTIFIED BALLASTS are made to precise specifications, then 
tested by Electrical Testing Laboratories, Inc., which certifies they 
conform to these high standards. 


Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 


Participation in the CERTIFIED BALLAST program is open to any 
manufacturer who complies with the requirements of CERTIFIED 
BALLAST MANUFACTURERS. 


EATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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* guarantee a perfect raceway! 


L. APPROVED 
AND LABELED PERFECT ALIGNMENT 





The raw materials and every operation in making Conduit Products 


are as perfect and precise as if our business depended on it . . . and it does! 


A quarter-century of quality control has made Conduit biggest in this 
specialized field. So you can ‘‘Count on Conduit" for fast, easy 
assembly, for absolutely tight, weather and corrosion-proof 


connections, for smooth, work-speeding raceways. 


SPECIAL CONDUIT THREADS 
PROVIDING CORRECT 
ALIGNMENT PERFECT 
REAMING 


STARTING THREADS 
CORRECTLY CHAMFERED 





FULL-THICKNESS PIPE 
HOT DIP GALVANIZED 
AND LACQUERED 
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THESE YOUR PROBLEMS? HERE’S YOUR ANSWER! 





‘, Not enough space O.Z. is the simple, depend- 


No room for wrench able way to couple conduit. 


UL Approved K Hard to get at Just butt the conduit ends 


Conduits can’t be turned within the opened O.Z. Split 





262 


el arnnes'.. Geiniedinm’« cs CAST IRON BOXES + SOLDERLESS CONNECTORS - POWER 


Coupling, tighten two nuts 
and you have a permanent 
joint. 





Interior Threading meshes with 
conduit threading for a rigid close- Low Price — simplé, one-piece mal 
fitting connection | leable iron construction assures low- 
priced, high-quality product 
4 





Low Installation Cost simply slip 
over conduit ends and tighten nuts 


to close fitting. Bolt head is held in 

Available for conduit sizes ranging 
place by coupling shoulder 

from ‘2 to 5 


@ 8192 


ELECTRICAL Your local O. Z. distributor is ready now to serve you from stock. 
Get in touch with him for further information on the comnpianay: 
MANUFACTURING dependable O. Z. line of electrical fittings. 


COMPANY, INC. CONDUIT FITTINGS - CABLE TERMINATORS »- GROUNDING DEVICES. 
i 
oe =r | 


ELECTRICAL WHOLESALING—February, 1953 





Over 70,000,000 ads since the war! 


Fi cal ez Pipe Tools 


Are Pre-Sold to Your Customers—Your Fastest Turnover Line 


PUBLIC 
WORKS 


Cawanian SHippine 


pa 
ies 


7 ges 
> nena: 


% 


LDS! 23 
Li 
; 


Pier inue 


« Metal 


REFINEp - 


More than 13 Million More 
RIGSAID Ads in 1953! 


For many years RIZ@X1D advertising has led 
the field, built up for you the outstanding 
RIGID popularity. Again in 1953 over 13 
million ads, mostly in color, are scheduled in 
71 publications read by all your good custom- 
ers ... More than ever before, this is the year 
for you to boost your pipe tool volume and 
turnover and your profits by standardizing on 
RIGID, the fastest selling pipe tools on 
the market. 


aARDWARE NEW | 
4 JECRS pio 
‘ Ay Oe 


ilitdtinetemace} 
PETROLEUM pagar 
For Durst , a. 


' 


>} 


INT! PRE 


pwousTniat \ 
t 
; 


;AOWARI oft ied 


Candities senry 


— 
eee 


If this Housing ever 
Breaks or Distorts we 
will replace it Free 


Complete rRikab 
Pipe Tool Line Sells Itself 
This label on 


every genuine 


RIGRID Pipe 
Wrench 
guarantees your 
customers against 
wrench housing 
trouble and 
expense —that's 


why it's the world's nor advertising support that 
makes them the line that sells 
itself. Write for your copy of 
the new RIGRID catalog, due 


' 
out soon 


Every tool in the complete 
RIGID line of 47 pipe tools 
and machines 1s setting new 
sales records these days 
wrenches, cutters, threaders, 
vises, nipple chucks, sizing tools, 
reamers, pipe and screw extrac 
tors, power drives and pipe and 
bolt threading machines. You 
can’t match them for design, 
performance and long service 


most popular 
wrench ! 


»| ELYRIA, OHIO, U.S.A. 


Se A TS 
x~ kek ke * 
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WEATHERPROOF 
DUPLEX OUTLETS 


For Complete 
Protection 


Install P 3 S 4527 


Features... 


NEW TYPE POSITIVE LATCHING CAP (see 
‘illustration) will not become loose, yet can be 
unlatched with an easy turn. No threads to 
cross or catch. Serrations on cap allow a 


firm grip. 


PLATE AND CAP are cast of the finest aluminum 
alloy, especially treated to withstand extremely severe 


conditions, such as imposed by Navy salt spray tests. 


COMPLETE PROTECTION against the elements is in- 
sured by fine quality cover and plate gaskets. 


DOUBLE GRIP OUTLET is our "13202," P&S-Despard 


type outlet — Meets Government Specifications. 


P&S 4527 is just one device in the complete line of P&S 
Weatherproof Devices, featuring T-rated switches and 


double-grip outlets. 


Specify and install these precision-built, specification 
type Weatherproof Devices for long-lasting, depend- 


able service. 


Write Dept. W for complete information 


PASS & SEYMOUR, INC. SYRACUSE 9, N. Y. 


i hae dela MO@hiila 


Chicago Office 


71 Murray Street 605 W. Washington Blvd 


New York 7, N. Y. 


Chicago 6, Ill. 
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more quality conduit 
for America’s electrical growth 


More Pittsburgh Standard quality conduit will soon be on 
its way to our nation-wide markets, as new production 
facilities are being added for “‘the conduit standard of the 
trade.”’ Pittsburgh Standard’s ultra-modern new Morris- 
ville (Pa.) Plant, adjacent to the huge Fairless Works, will 
mean even faster service, greater tonnage and the same 
guaranteed perfect conduit. 


So widely accepted has been our product name, so fine its 
reputation, that after 50 years we have changed our com- 
pany name from Enameled Metals Company to the “brand 
name” called for wherever quality conduit is used 


PITTSBURGH STANDARD. 


Rigid Stee! Conduit and E.M.T. AGENTS IN PRINCIPAL CITIES 


Electro-Galvanized * Black Enameled 
Hot Dip Galvanized « Elbows, Nipples, Couplings 
Briege!l E.M.T. Fittings 


MORRISVILLE, PA. (Philadelphia) PLANT— 1952 
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The New Name for Enameled Metals Co. 


| 
ITTSBURGH 
rant RD 
Oo 


NDUIT| CO. 


Cc 


OFFICES: ; PLANTS: 
61 Bridge St Etna, Pa 
Pittsburgh, Pa i Morrisville, Pa. 








needlessly? 


DURASHEATH goes all the way—underground, 


overhead, in ducts—without splices 


Splicing cable is time-consuming... and costly. 


What's more it is avoidable. All-purpose Dura- 
sheath® can be used for all distribution needs up 
to 5000 volts. It can be run in one continuous 
length, regardless of location . . . buried under- 


ground . . . strung overhead . . . or easily pulled 
through ducts. No expensive splices are necessary 

.no weak power links .. . no cluttered inventory. 
One cable—flexible, light Durasheath—goes all the 


way. You can stock one type instead of three. 


the right cable for the ” 


available in al! 


from large to 


Durasheath handles easily and is used in self- 
supporting aerial assemblies. Its rugged neoprene 
jacket resists moisture, chemicals, sunlight, organic 
decay, corrosion, electrolysis, abrasion, and me- 
chanical injury. 

You ll do your customers and vourselves a real 
service by stocking and selling this versatile cable. 
Consult your Anaconda Representative. Anaconda 
Wire & Cable Company, 25 Broadway, New York 4, 
New York. Trad uA 


for traffic control, airportt power and light 


industrial plants, railroads, street lighting 
twhen ordered to CAA Specification L-824 


one to three 


up to 5000 Volts 
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TIMES and TRENDS 


Salesman In The White House 








'l believe that when you sell an automobile or a tire 





a vejrigeralor or a Service of anything else, you are not 








merely selling that article YOU are selling a product of 






re than that, a part of America 













“As salesmen you are in a peculiarly advantageous post 
10n to keep bejore us all the obvious things that we hold 









and must never forsake—our basic freedoms. You business 
men Can perate with every educational institution, 
very chur ind other kind of institution that directs 
trelf more pecifically to the spiritual and intellectual 






ide of this problem. Then, you will prove to the world 






can and shall continue to exist 







The lines above appeared in the April 1949 issue of 
ELECTRICAL WHOLESALING. They were written by 
Dwight D. Eisenhower, then head of Columbia University 
On the day that this editorial is being prepared, General 
Eisenhower is taking the Oath of Office to become the 









4th President of the United States 
On the occasion of this historic event we cannot help 







it recall his article in the pages of this magazine express- 





ing his thoughts concerning America’s salesmen. To be 








successful as a candidate for his party's nomination and 
rain as a candidate for the top job in the nation, a man Vi - 














just has to be a good salesman : 
President Eisenhower occupies the White House today President Dwight D. Eisenhower 

because he sold the majority of American people on his 

ability to lead them—just as his predecessor did four years 







,O 





As a salesman, President Eisenhower gave a wonderful 













lemonstraticn of the importance of sincerity, enthusiasm The second comment appeared in a special bulletin to 
and friendliness. Those attributes contributed immensely the members of the National Association of Electrical Dis 
to his final victory. We won't suggest chat the same per tributors, written by Charles G. Pyle, executive director 
sonal characteristics will put you in the White House—at Mr. Pyle, expressing his personal opinions, suggested that 
least in the next four years—but they will serve you well the challenge to the new administration is not one abou 
in your selling efforts which we can be jubilant 
We have read two comments on President Eisenhower's “I believe,” he wrote, “that a spirit of humility, all-oui 
election that we think are worth repeating here. The first cooperation, and some self-sacrifice are demanded of us 
appeared in the editorial columns of the New York Times, to meet the challenge successfully 
where the editor suggested that a Presidential inaugura “The present is a time for sober reflection by us all 
‘ tion day should be a happy day for all of us regardless of The turn of events, politically, provides us with opportuni 
political affiliation. “It means,” the newspaper said, “that ties to contribute our knowledge and experience in the 
the government of the people, by the people and for th distributive field for the benefit of the entire economy 
people still stands, as it did nearly ninety years ago when We should not seek selfish temporary advantage. To di 
President Lincoln used the words.” so would be short-sighted in the extreme 








QaBmdo hee gee. 


EDITOR 
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Rely on Zuality 
PYLE-NATIONAL 
for longer seruice life, 


LIGHTING FIXTURES 
added Safety and Effictency 


—h—s4MHCOZ— 


Pyle-National LE Series (Class 1, Groups C and D) 
For use in locations where highly flammable materials are 
manufactured or handled. 

Rugged, flame-tight cast aluminum alloy housings render 
internal explosions harmless, and insure safe operating tempera- 
tures. Threaded construction permits easy access to interior for 
wiring and lamp replacement. Available in many types and sizes. 











DUST-TIGHT 


Pyle-National DE Series (Class ll, Group E, F, G and Class lil) 


For use in locations where flammable dusts are present in quantity. 

Strong, one-piece cast aluminum alloy housings are designed 
to exclude dust from the interior and to avoid accumulation of 
dust on the exterior surface. Available in many types and sizes. 














VAPOR-TIGHT 


Pyle-National BO Series and Signal or Pilot Lights 


For use in any outdoor or indoor location subjected to heavy 
concentration of non-flammable vapors, gases, dusts, or moisture. 

Heavy-duty construction with efficient sealing features insures 
exceptionally long-life service. Full line for 10 to 200 watt lamps. 





VAPOR-TIGHT 
PIT FLOODLIGHT 


Especially designed for re- 
cessed or surface mounting 
in walls or ceilings of pits, 
subways, or other locations 
where heavy moisture pre- 
vails. Reflector can be pivoted 
to adjust the angle of beam. 
Front glass is heat and impact 
resisting. Water drainage slots 








WEATHER-PROOF 
ENCLOSED FLOODLIGHTS 


Sealed against moisture and 
dirt. Constructed throughout 
of cast aluminum and other 
corrosion-proof materials. 
Floodlights retain their origi- 
nal high efficiency output 
throughout an exceptionally 
long-service life with negli- 
gible maintenance and re- 


on cover. placement expense. 


1352 N. KOSTNER AVENUE * CHICAGO 51, ILLINOIS 
District Office and Representatives in Principal Cities of the United States. Export Department: International Railways 
Supply Co., 30 Church St., New York. Canadian Agent: The Holden Co., Litd., Montreal, Toronto, Winnipeg, Vancouver 


CONDUIT FITTINGS - PLUGS AND RECEPTACLES - TURBO-GENERATORS - GYRALITES - MULTI-VENT AIR DISTRIBUTION 
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1949 1950 1951 


December-January Projection by ELECTRICAL WHOLESALING 











DJ FM 


Bureau of the Censu 


Electrical Wholesale Distribution 


NOVEMBER 1952 


SALES November sales of electrical goods wholesalers, 
all classes of houses combined, dropped 9 per cent under 
the October level (a turnabout: October sales were 9 per 
cent over September's) and 10 per cent under November 
1951. Cumulative sales for the first 11 months of 1952 
trailed the corresponding period of 1951 by 6 per cent. 

On a class of house basis, November sales indicated the 
following levels: 

e Full-line wholesalers showed dips from both previous 
month and year ago levels. Sales were down 9 per cent from 
October and 14 per cent under November 1951. As a result, 
the gap in cumulative sales for the first 11 months of 1952 
lengthened to 7 percentage points behind the corresponding 
period of 1951. 

e Wiring supplies and construction materials distribu- 
tors indicated November sales to be 10 per cent under the 
previous month but 1 per cent over November 1951. 
Cumulative sales stood at 2 per cent behind the first 11 
months of 1951—the same gap that existed at the 9 and 
10-month marks. 

e Appliances and specialties wholesalers dropped 9 per 
cent from the October sales level. Compared with Novem- 
ber 1951, however, they showed a 2 per cent gain. Cumula- 
tive sales were 7 per cent behind the corresponding period 
of 1951. 

Estimated total sales of all electrical goods wholesalers 
in November amounted to $494 million as compared with 
$546 for October and $508 million for November 1951 
1952—483; November 1951—560) 


(Business Index: November 


Other Figures of the Month 


Housing Starts (in thousands) 
Private Expenditures for New Construction (in millions) 
Public Expenditures for New Construction (in millions) 
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INVENTORIES At the end of November, inventories 


(valued at cost) of electrical goods wholesalers, all classes 
of houses combined, i per cent over the level of 
October. Compared with November 1951, however, stocks 
on hand were down 17 per cent 

Measured against these same months, November inven 


increased 


tories of the three classes of electrical distributing houses 
indicated the following levels 

e Full-line wholesalers reported a 5 per cent gain over 
October—the steepest month-to-month rise recorded in a 
year characterized by a gradual decline in stocks on hand 
A comparison with the November 1951 level, however, 
shows a decrease of 19 per cent 

e Wiring supplies and construction materials distribu 
tors indicated no change from the October inventory level 
But in contrast to the other two classes, they continued to 
show a gain in stocks on hand over year ago levels. The 
increase over November 1951: 5 per cent 

e Appliances and specialties wholesalers reported a 6 per 
cent inventory gain over October. Like the full-line group, 
they showed a decrease—12 per cent—from the stocks on 
hand level of November 1951 

Total inventories of all electrical goods wholesalers were 
estimated at $658 million. This compares with estimates of 
$625 million for October and $757 million for November 
1951. The source of the figures for ELECTRICAL WHOLE 
SALING’S Business Index is the 
the Dept. of Commerce. 


Bureau of the Census of 


(Business Index: November 195. 561; November 1951—768) 


1946 
Average 


Latest Yeor 


Month 


Preceding 

Month Ago 
December 
December 
December 


76.0 
$1,789 
$724 


86.0 
$1,924 
$863 


60.8 
$1,674 
$692 


55.9 
$803 
$197 
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Electrical Wholesale Distribution 


REGIONAL ANALYSIS NOVEMBER 1952 


N a complete reversal of the previous month-to-month Figures in this table apply to the 
picture, all nine regions reported sales declines in Novem- geographical divisions as outlined and 
ber from October levels. The range: from down 6 per cent 
for the Middle Atlantic and Pacific areas to down 14 per 
cent for the South Atlantic and East South Central divisions The percentages below relate to full 
All regions indicated drops in sales, too, compared with line electrical wholesalers only and are 


» levels of Ni + 195 ‘. » de 
the levels of November 1951 In this case, the declines compiled by the Bureau of the Census. 
ranged from down 7 per cent for the South Atlantic area 


numbered in white on map above. 


to down 21 per cent for the New England division 

In terms of cumulative sales, six regions were behind 
their 1951 11-month totals, three were ahead. Farthest be- SALES INVENTORIES 
hind was the West North Central area, with a gap of 12 November 1952 November 1952 
per cent. Those ahead were East South Central, by 5 per Compared in % with) Trading Compared in % with 
cent; West South Central, by 3 per cent; and South Atlan- Oct. Nov. Region Oct. Nov. 
tic, by 1 per cent. 1952 1951 (See Map) 1952 1951 


23 
29 
20 
22 
14 

8 
12 
22 
12 





All regions but one reported increases in stocks on hand 13 21 
over October levels. The range in gains was from up 2 per 6 16 
cent for New England to up 13 per cent for the East South F 4 14 
Central area. No change was indicated by the Middle Atlan 10 18 


tic region 14 7 


Compared with November 1951, however, all regions 14 9 


7 9 
W 8 
6 15 


WONDOWN WON 


showed inventory declines, ranging from down 8 per cent 


WONQAVIS WN 


for the East South Central area to down 29 per cent for the 
Middle Atlantic division 











KEY TO MAP Kan.; South Adclantic —Del., Md., D. C., Va., W. Va., N. ¢ 
States comprising Geographic Regions: New England (1 Me., 5S. C., Ga., Fla.; East South Central (6 Ky., Tenn., Ala., Miss 
Vc., N. H., Mass., R. 1. Conn.; Middle Atlantic , N. Y West South Central Ark., La., Okla., Tex., Mountain (& 
N. J., Pa.; East North Central (4 Ohio, Ind., Ll., Mich., Wis Mont., Idaho, Wyo., N. M., Cok Ariz., Utah, Nev.. Pacific 
West North Central (4)—Minn., lowa, Mo., N. D., S. D., Neb., 9 Wash., Ore., Calif 
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Charles D. Hills, right, talking to Honeywell sales engineer Al Skarbek 


“T've been making extra money with the 
Honeywell line for 20 years” 


— Says president Charles D. Hills, of Koontz-Wagner Electric, South Bend 


HONEYWELL 


‘The main reason I put the Honeywell line in 
my she p 20 years ago, rather than any other line 
of controls, is because they had the only really 
complete line in the business. With Honeywell 
I am able to give my customers a control for 
every conceivable kind of application. Honey 

well covers the control field 
And, as any wholesaler will tell you, that’s 

a big factor in our business. 
Then, I like to deal with nationally known 
brands. And everybody knows and accepts 


Honeywell. It's the number one name in controls 


Take on the Honeywell 
Plus- Profit Line! 


— 


re coe oe 
el — — 


‘The Honeywell line is a good, solid addi- 
tion to my regular line of appliances and elec- 
trical supplies. It rounds out the products I sell 


to my customers here in South Bend very nic ely. 


“It’s an extra money-maker 


Accept a word of wisdom from veteran South 
Bend wholesaler Charley Hills and take on the 
Honeywell line; get your electrical dealers to buy 
their heating controls at the same place they 


buy their other electrical supplies 
y 
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Put yourself in Charley Hills’ picture and take on 
Honeywell — as a plus-profit line! 


Here’s why Honeywell controls will be a fine addition 


to your line of electrical supplies and appliances. 


Honeywell Controls present no storage problems! You 


can sell them right off your shelves along with your 


friction tape, wire and switches. 


More and more elecirical dealers are becoming control- 


conscious and doing a lot of the work on heating controls. 


And taking on the Honeywell line is another way you 


can provide better service for your regular customers. 


Here are six fast-moving Honeywell Heating Controls that are making money for many wholesalers right now! 


Chronotherm TM850 


There's nothing like the Honeywell electric 
clock thermostat for any standard oil, gas or 
stoker installation. It has automatic night 
set-back and morning pick-up, which gives 
home owners a nice warm house to get up in 


Universal Relay R182 


This relay is used where the job involves con- 
trol of line voltage loads, from low voltage 
thermostats or controllers. One of a complete 
line of switching relays, it's available with a 
variety of switching actions 


For detatled information on these and other famous 
Honeywell controls to sell your dealers, call 
your nearest Honeywell office; or write Minneapolis- 


Honeywell, Dept. EW-2-25, Minneapolis 8, Minn 


February, 1953—ELECTRICAL WHOLESALING 








Line Voltage Thermostat 144 


This snap-action job can't be beat for light- 
duty line voltage installations. It really solves 
the problem for electricians where direct con- 
trol is needed for small motors, unit heaters, 
line-starters, etc. 


Electronic Relay R7012 


Line Voltage Thermostat TA42 


For an accurate, dependable heavy duty 
thermostat to control line voltage devices in 
either heating or cooling applications, elec- 
tricians consider the Honeywell TA42 the 
dest control on the market 


Electronic Weathercaster 17001 


Here are two of the controls used in the famous Honeywell Electronic Moduflow system 

the most amazing system for controlling temperatures yet devised. The Electronic Weather- 
caster, stationed outside the house, senses and sends temperature changes to the Electronic 
Relay, located indoors. The Electronic Relay averages these with signals sent by the inside 


thermostat 


and sends the messages for more or less heat on to the heating plant 


Honeywell 
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A COMPLETE LINE 
OF QUALITY ELECTRICAL 
WIRES AND CABLES 


Over sixty years of wire manufacturing experience, 
plus more than a century of research and manufac- 
turing in rubber! That’s the plus value that goes into 
the making of U. S. Electrical Wires and Cables. 
United States Rubber Company, the only Elec- 
trical Wire and Cable producer to grow its own nat- 
ural rubber, to make its own synthetic rubber and to 
manufacture its own plastics, makes a complete line 
of Electrical Wires and Cables for every domestic and 
industrial application of Electric Light, Power and 
Communication. The outstanding performance of 
U. S. Electrical Wires and Cables is made possible 
only by strict adherence in laboratory and factory to 
the standard of “The best insulation for the best 


in wire’ 


FREE: Send for your copy of complete General Catalog 
UNITED STATES RUBBER COMPANY 


Electrical Wire & Cable Department 
Rockefeller Center, New York 20, N. Y. 
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Chasing Smokestacks 
Once a Week 


By Thomas F. Preston 


This story is true. It is a stop-by-stop diary of a 
veteran electrical supply salesman’s experiences as 
a missionary in an unfamiliar industrial “‘settle- 
ment” within his territory, the obstacles he met, and 
the way he tried to overcome them. Every situation, 
every move, every conversation was recorded by an 
ELECTRICAL WHOLESALING reporter. 

Smokestack chasing, unlike the dubious art of 
ambulance chasing, is being revived again for the 
second time in as many decades. Usually reserved 
for the apprentice salesman in his quiet quest for 
customers, it is getting new meaning these days froin 
those who have been around their territories more 
years than they'd care to admit. 

The subject of this story is just such a salesman 
Like most of his professional counterparts in the 
selling ranks, he began this sometimes wearisome 
technique of cultivating customers during the early 
Thirties—when missionary work was more a neces 
sity and less the part-time breather that it is today. 
This routine continued through the hard times, and 
then trailed off during the lush war years which 


only temporarily put a halt to this important phase 
of sales building. 

Now, out of necessity, he is cast in the role of 
sales missionary again. And for a number of reasons 
His two-county territory, already bustling with in 
dustrial activity, iS in the process of expansion 

His customers are back again in the driver's seat, 
calling all the turns, making it harder tor him to 
make the commissions he was so used to during the 
war. The plush years are tightening up. The well 
oiled defense spending will creak to a snail's pace 
once hostilities are over 

As part of his self-prescribed sales program to 
meet these advances head-on, this good natured, 
highly competent professional takes time out once 
a week from his regular schedule to drum up new 
trade in the industrial hinterland of his territory 

What he encountered on one of his trips, and 
how he handled all types of complaints, dodges, and 
empty promises from receptionist on up to purchas 
ing agent and plant engineer, is presented word for 


word on the following pages 


Turn the page to see how a veteran salesman handles missionary sales work o——=—men> 
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Telltale Trademarks 


Cautious... 


Sales Interview No. 1 


Conversation between distributor salesman and plant 
engineer for blueprint machine manufacturer. It was the 
second meeting between these two men. First meeting 
ended in deadlock. 

Reason for second visit was to renew acquaintance and 
follow up tip that plant was set to double capacity. Engi 
neer remembered him, was more free with information 


OU know I'd like to help you out, but we have two 
sources of supply already. And I don’t want to step on 
anyone's toes if I can help it 


I wouldn't want you to, Mr. James. I know I'd be a little 
peeved myself if 1 were a regular supplier of yours and 
you brought in some stranger to share the load. Do you 
mind if I ask you who those suppliers are? 


They're the same two that have been our suppliers ever 
since we moved here six months ago. Krindell & Myers, 
and Poulton Electric Supply. Jim rabert and Jonnie 
O'Neil have been splitting our orders. Cutting another 
one in would make slim pickings. 


I know O'Neil personally. In fact he started in the 
electrical wholesaling business as an inside salesman in our 
company. He quit there to fill an outside sales job that 
became available at Poulton when George Tracy died. A 
heck of a nice fellow. And he certainly knows his business. 


The two of them are regular fellows. They're both good 
businessmen, too. Not much difference between their serv- 
ice, though. Yours would probably be the same if we ever 
did take you on as a regular supplier. 


I don’t know, Mr. James. On that I'll have to give you 
an argument. My company is proud of the service it gives 
to customers. If I admitted that it was about the same as 
the others I'd be doing an injustice to my employers. We 
have complete stocks of explosion-proof equipment, motor 
controls, switches, wire, wiring devices. Delivery is guar- 
anteed the next day after the order is taken. Our trucks 
are in the area twice each week, and can make emergency 
deliveries if need be. I, personally, can help you out on 
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.. .Condescending 


any layout work having to do with explosion-proof equip 
ment, lighting, rewiring. No, if I said we had the same 
service as the others I'd only be kidding you and myself 


We're getting a new machine from Holland any day 
now. Very hush-hush. The code requires that we have 
explosion-proof fittings on it. Do you think your company 
could handle an order like that? 


I'm sure we could. Right now, I'm in the process of 
laying out a complete explosion-proof job at Anderson 
Chemical. They've just installed a row of German-make 
machines that also needed explosion-proof fittings. I think 
your problem would be about the same as theirs. I can 
bring around the specifications if you'd like to see the kind 
of job we do. 


That won't be necessary right now. You see, I don't 
know the exact kind of fittings we'll need. I'll have to 
wait until the machine is delivered before I could call 
in anyone for specifications. 


Well, then, do you mind if I come around when the 
machine is delivered? I'd like to get a look at it just to 
see how it stacks up against American makes, or those 
German models, for that matter. I’m sure I'd be able to 
help you out. 

Well, I'm not promising you anything, but I'll give you 
a call when the machine arrives. And if you can help us 
out on any problems with it, we'll appreciate it. 


Any big problems I can help you out on? Lighting? 
Power failures? Shorts? Defective wiring? Any close 
seeing operations on your lathes or drill presses? I have 
a booklet out in the car I'd like to show you. The dog- 
gondest little lamp magnifiier you ever saw. Let me run 
out to the car and bring it in. 


Not right now. I'm in a hurry to get back to the office 
Besides, we don't have too much trouble in that respect 
No other big problems that I can think of off-hand. That's 
about as far as I can go right now. I'll call you as I 
promised when that machine comes in. 


I wish you would, Mr. James. I'm sure I could be of 
service to you. Here’s my card. I'll be expecting that call 
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(Chasing Smokestacks, Continued) 


.. .Over-emphatic 


any day. It’s been a pleasure to see you, sir, and I don't 
mind telling you that I'm looking forward to having your 
name on my books. 


I'm still not making you any promises. But we'll see 
what turns up. Goodbye. 


Strong points of sales interview: 


He never knocked competitor. Even praised him. Rea 
soning: Overemphasize your competitor's ability 
rather than knock him. You only stir up bad feelings by 
telling a prospect his source of supply is not up to par.” 

He defended his company's advertised policy of “better 
service.” Reasoning: "...1f 1 hadn't, | might just as well 
have ended the interview there. If | can’t promise mor 
things than my competitor—and service is one of them 
then I deserve to be left out of the picture.” 

He sold prospect on his professional ability to help him 
solve his problems. Reasoning: “...1 had to show him 
and offered proof—that | am prepared to tackle any job 
he has problems on. Just like asserting my company's 
service policy, I have to assert myself professionally as well 

He never pressed the prospect to divulge any informa 
. 1 knew he 
was considering doubling the plant's capacity, but since 
he didn’t mention it, even after | asked him a leadin: 
question, I figured I’d wait until I could get into his 
confidence. If I have any success with outfitting that ma 
chine from Holland with explosion-proof equipment, 1 
may have a chance to get that confidence.” 


tion he wanted kept secret. Reasoning: 


Sales Interview No. 2 


Conversation between distributor salesman and assistant 
purchasing director for industrial oil burner company. It 
was their first meeting. 

Purchasing agent in this plant is young and aggressive 
Has young ideas. Friendly, but reserved. Even though 
assistant to director of purchasing, he still is in a position 
to pass on orders for plant. Idea in salesman’s mind was 
to impress upon him the fact that his distributing com 
pany had a good name in the community, had more to 
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offer than his competitors, that he himself had more to 
offer, and that both could be called upon fo prove their 
unsolicited claims. 


IX other guys beat you by about ten months. Where 
have you been hiding since we opened up here? 


To tell you the truth, I only came across this new section 
about a month ago. I was riding along Route 8 and saw 
your sign off to the side of the road. My territory has 
been built up so fast in the past two years that I'm having 
trouble trying to cover it. That's why I'm a little late in 
getting to see you 


About six suppliers too late, I'd say. We've just about 
reached capacity in the number of supply sources. Six of 
them are too much as it is 


If they all gave the same service as my company, it 
would, Mr. Foley. Just by having six of them, though, 
shows that your company isn't taking any chances with 
delivery foulups or delays. They're making darn sure that 
they have enough suppliers to pick and choose from 


That's bad? 


No, not altogether. It's only natural for a big company 
like yours to shy away from depending on only one or 
two suppliers. But I bet that my company could take care 
of every one of your electrical needs faster and more 
dependably than any of the six you have already 


Funny, I never heard of your company before. 


That's partly my fault. And that's why I'm here today 

to tell you a little about ourselves. We're strictly industrial 
suppliers. No contractor or counter trade, no residential 
business, no retail business. We depend exclusively on in 
dustrials like your company for 100 per cent of our busi 
ness. We stock all types of industrial electrical equipment 
needed to run your plant, and about 90 per cent of your 
material needs can be delivered right out of stock. In some 
instances, even some of your own suppliers have come to 
us to fill out an order that they don’t have in stock. As 
exclusive industrial suppliers we're prepared to help you 
out on any layout problems having to do with lighting, 
explosion-proof equipment, wiring and the like 


That's a pretty tall statement to make. I heard some of 
it before-—not in those words exactly. But every salesman 
that comes in here just about says the same thing 


Have they ever told you that they were prepared and 
set up to save you money? That they could offer you the 
highest quality material and yet have the professional 
know-how that, in the end, could cut your costs con 
siderably? 


A lot of them use that approach but the costs are still 
about the same. If you ask me, I think it’s just a device to 
get their feet in the door 


But once I'd get my foot in the door I'd have to keep 
it there. If I don't follow through on every promise then 
I'd be willing to step out of the picture. I've got to make 
good on them in order tO stay in busine ss Now, for in 
stance, suppose I told you how you could save your com- 
pany about half the cost of installing a conduit run 
Would you be interested? 





(Chasing Smokestacks, Continued) 


Any time I can save my company money, I'm interested 
But it just so happens that we're not contemplating any 
rewiring right now. I couldn't go into the manager's office 
and tell him that I've got a plan to save him money on 


something he couldn't use 


Well, | was just showing you a case in point. That's 
only one way I could save you money. Oh, I could save it 
in other ways, like assuring on-time delivery on all mate- 
rials, giving professional advice on specifications, layout 
problems, and the rest. 1 could save you precious time in 
supplying you with special explosion-proof fittings right 


out of stoc k 


We do use a lot of explosion-proof fittings but they're 
all usually dependent on delivery of explosion-proof mo- 
tors. Your service would be about the same as the others 
in that case. It’s still nice to know, though, that we can 
call you up any time we're in need of special equipment 
fast. And I'm glad I talked to you this morning. If ever 
we're in trouble, and the other six can't help out, we'll 
certainly call on you. I can’t do very much more than that 


at the present time 


| know the position you're in, Mr. Foley. If it’s all right 
with you, I'd like to come back and just discuss some of 
the problems you may have in the meantime 


You're welcome to come in anytime. Glad to see you 
As I said before, if we need anything fast, | know where 
to get in touch with you. But I can't promise you anything 
definite. Good luck 


Strong points of sales interview: 


Salesman pounded away at the “service” angle once he 
saw that "too many suppliers already” was the main 
obstacle he had to overcome. Reasoning: When I 
heard they had six suppliers already | thought I'd better 
move on—no business here. But then 1 said to myself, 
‘they either can't depend on any of them or they want to 
make sure they won't be caught in any squeeze.’ 

“When I brought that out in the conversation, 1 put 
and he listened to 
my spiel about the company and our policies. | can't say 
whether or not it impressed him, but 1 do know that he'll 
know me and the company | represent when I come back 


the purchasing agent on the defensive 


to see him again. 

"When 1 brought that conduit run into the talk, 1 
knew perfectly well I'd never be able to get a sale from it. 
That was just a conversation piece—to stir up interest in 
an otherwise dragging interview. | use a lot of little gim 
micks like that—old products with a new twist. There's 
rubber-covered conduit, a little lamp magnifier that throws 
off 500 ft. c. on a projected plane, a faultfinder. I'm not 
too much interested in selling these products exclusivel) 
I use them mostly to get prospects’ minds off trying to get 
rid of me and on to something | want them to hear. 

“The new-type conduit talk brought the conversation 
around to what I originally wanted stressed to this par 
ticular purchasing agent—that for better service, better 
quality material, for professional advice that can save his 
company money, time and tempers (and that no other of 
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his present suppliers are obviously able to offer) you just 
can't beat my outfit. 

"I asked to come back because | wanted to show him 
I'm interested in him as a potential customer. I wanted to 
vive him a chance, too, to think over what 1 told him, or 
possibly have him talk it over with the director of pur 
chasing. I'm sure 1 won't get any calls from him, but if I 
thow up often enough, 1 may be able to break the barrier. 
And all I need is one chance; then I can prove my 


promises.” 


Sales Interview No. 3 


Conversation between distributor salesman and plant 
manager of development firm. It was their first meeting 
Plant manager, an elderly man with a keen engineering 
mind, was the first real prospect that gave evidence of 
took an interest m 


eventually becoming a customer. He to 
what salesman had to say, showed him through the small 
plant, and honestly discussed his problems openly. Plant 
was extremely clean, but dark from lack of natural and 


artificial light. 


E discontinued the manufacturing part of our business 

two years ago. Right now we're devoting all our efforts 
to development work exclusively for one machine manu- 
facturer in upstate New York. You'd have to contact them 
before we could even talk about doing business 


What kind of development work is it, Mr. Johnson? 
On machine parts or the whole machine itself? 


Mostly on machine parts. We're just a small develop 
ment outfit. About ten men in all work here under me, 
getting the kinks out of all sorts of machines, trying out 
new processes and methods. Come on into the plant and 
see for yourself. Over here are six new die-cutting ma- 
chines that just came off the assembly line. They're still 
not ready for full production until we work over them 
under actual plant conditions. Without going into too 
much detail, I'd say it'll take us three weeks to get them 


ready for full production 
You must use a lot of motor controls and switches 


Yes we do. I don’t know exactly what makes we use 


Open up that cover and see what they are 


We're distributors of this equipment, Mr. Johnson. In 
fact, we carry complete stocks of them. Did you ever have 
any trouble with delivery—when you needed them fast? 


A few times, but nothing out of the ordinary. We didn't 
lose any time over them—just inconvenienced us for a 
few days. That's the problem when the parent company 
supplies most of our electrical equipment 


You mean, you send up a requisition to the parent com 
pany in New York and they have one of their own sup 
pliers fill it out and send it on to you? 


That's about how it works out 


Suppose you had a reputable and dependable supplier 
that you'd like to do business with around here, would 
they have any objection to you buying it directly from 
them? 


I guess not. But requisitions would still have to be 
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channeled through the parent company, with the exception 
of emergency supplies 


Well, I'm sure you wouldn't have any delivery trouble 
with my company. Anytime you'd order switches or con- 
trols—or any equipment, for that matter—nine out of ten 
times you'd have it delivered the next day. The same day 
if you needed it right away. That's why I'm here today to 
see if I can help you out on anything electrical. That's 
what we're in business for—to offer help on any electrical 


problems 


I do have a few problems | want straightened out, but 
I'm keeping them to myself until the representative from 
our parent company comes down here on one of his 
periodic trips. There's a lot I'll have to talk over with him 
He's the one that passes on all requisitions coming from 
this plant 


Just looking around the plant here, I can just about 
figure out what you'd like to tell him. Your lighting, for 
one, could stand remodeling. I bet it’s the same fixtures 
you had when you started here 


They were put in by the original owners of the plant 
About 15 years old. But that’s just one of the things I'd 
like to talk over. The big problem is this antiquated elec 
trical system. I'd like to make it a little more flexible 
We've built up so much in the past two years that we'y 
just about reached capacity on the present setup 


I could help you out on each one of those problems 
Mr. Johnson. This is only a suggestion. Suppose you call 
me when this representative gets here. In the meantime, 
maybe you and I could go over some specifications so they 
could be ready when he comes. The both of us could talk 
it over with your man and have a definite proposal to 
offer. I'm prepared to give you that help either Wednesday 
or Friday of this week if you like 


Not so fast. I don’t want to take that responsibility on 
my shoulders without first contacting the home office 
Give me your card and I'll send it on to New York along 
with an explanation of what I want to do. If they have no 
objections, I'll contact you. I must tell you, though, that 
even if we do work out some definite proposals you still 
can't be assured of supplying the job. That'll be up to the 
New York company 


That's the chance I expect to take. If it’s all right with 
you, would it be okay for me to be here when your 
representative arrives? There may be some things he'd 
like explained 

That's the only thing I can promise you. Stop by late 
next week and I'll give you their answer to the specifica 
tion job 


Strong points of sales interview: 


Salesman capitalized on first real sales obstacle by turn 
ing objection into a selling proposal. Reasoning: "...1 
seldom come across plants that depend on parent com 
panies for all of their supplies. It's usually done in cases of 
major maintenance or repair jobs, but never done for small 
supply orders. That's why 1 was a little skeptical that thi 
company went through this procedure. | figured that if 
they had to write a requisition for all their supply needs 
why couldn't they specify our products and let us bill the 
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parent company. It'd save them ai f time and shipping 
cost. 

“The manufacturer probably has his own supplier. But 
our name as a pos 


ice ¢ vuld specs} 


if the plant manager were to mention 
thle local sup pir r, even the Ne u y rk 
our material. There's just the chance at the plant man 
ager will request that our company ts supplier close 
to home. That's the only way 1 can vet his business. 
san atterthought 
a devi o prove that my company could be depended 
ur regular policy 


l by the paren! 
j 


on to furnish Such 
If 1 do submit a proposal, and it’s accept 


company, then I'd carry more weight than a local com 


petitor—or their own regular supplier. And even 4f ti 


} , }} ty ) 
proposal isnt accepted, I'll still have an entree into t 


plant through a very mfinential plant manager 


Sales Interview No. 4 


Conversation between distributor salesman and recep 
tionist at register company. Plant is brand new. Had been 
lived in for only about three weeks. Telephone recep 
tionist, like most receptionists, was friendly, smiling, 
affable. Even a bad cold didn’t dampen her spirits 


ib sorry sir, but we're in the process of moving the 

last of our equipment from the old plant. There's 
nobody around that can see you, unless, of course, you'd 
care to wait until 4 o'clock. Mr. Benjamin may be back 


by then 
Who's Mr. Benjamin? 


He's the purchasing agent. He's over at the old plant 
now but said he'd be back before five 


I won't be able to come back then. Could you give me 


the full name of your plant engineer? 


Certainly, sir. Mr. John T. Mulholland. Two L’s. He 
should be in all next week. I could tell him you called, if 
you like 

Would you please? Here's my card. Tell him I'll drop 
by sometime near the end of next week. By the way, where 
did you get that cold? You should be in bed. It’s tough 


weather to be out with a cold 


I think I'd be better off outside than in here under this 
ventilator. It keeps blowing cold air right down on top 
ot me 


I have just the fan for you out in the car. Maybe I ought 


to bring it in the next time around 


And please show it to Mr. Mulholland. I told him long 
ago that this fan was too strong. It'd blow you out of the 
chair. Just for the fun of it, | wish you would bring it 
with you and give us a demonstration. Maybe then | 


can get rid of this cold 


Salesman used first visit as an opportunity to get ac 
guainted with receptionist. "... Im no Don Juan. Too 
old for that. But I do like to make myself remembered 
by either the telephone operator or the receptionist at a 
new plant. It's an insignificant detail, | know, but a lot 
of those little details add up when you're in a sales job 
And you never know when or how they're voing to pay 
at’ 











Ted Laver in action... 
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DOUBLE CHECKING—Arnother inside man has his 
questions answered by Lauer who believes in free 
exchange of information among his men 


Close-up of 


By George D. Farley 


ANSWERING TELEPHONE—Ted Lauer, Rumsey’s top inside man, 


uses a 


hands-free’ telephone to give speedy answers, write up order 


and provide quick service for waiting customer 


makes a good inside salesman,” 

says Ted Lauer, Rumsey Elec 
tric Co., Philadelphia, Pa. As manager 
of the supply department of this elec- 
trical wholesaling firm, Lauer has seven 
inside men under him and 20 years’ ex- 
perience behind him. 

“I think the inside man’s position 
has changed considerably since I began. 
He's taken on added duties and needs 
more experience to handle the job,” he 
states. “If I had to say, I suppose his 
performance depends heavily on really 
knowing the thousands of items car- 
ried by a modern wholesaling house. 
But that’s not the end of it. He's got to 
know his customer's needs. To many, 
he #s the company. To me, he's the 
vital link between the customer and 
the company. With a good inside crew, 
the chain of service is strong. Without 


me HARD to pin down what 
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it, the old saying is very true—a chain 
is as strong as its weakest link. The in- 
side man can't be the weak link.” 

e Sell Self and Service—Lauer be- 
lieves a good inside man must be able 
to sell himself and the company’s serv- 
ices, as well as the merchandise. Some 
customers, he says, never order by cata- 
log number and the inside man “has 
to carry the ball with no fumbles. For 
example, suppose a purchasing agent 
calls. He orders many items other than 
electrical supplies during his workday. 
He knows generally what he wants— 
he may have his own name for it, but 
he doesn't know catalog descriptions. 
In this case, the inside man must listen, 
mentally assign catalog numbers, quote 
prices and suggest substitutions based 
on what he knows about the customer's 
business. He's got to change the vague 
to the accurate and see that the com- 


plete order is properly processed. If 
anything's wrong, he gets the call. 
That's why his job doesn’t end when 
he hangs up and writes out an order.” 

To illustrate what he means about 
the inside man symbolizing the com- 
pany, Lauer tells of one of his custom- 
ers in a city over 100 miles away. This 
man called him several times, and one 
day, knowing the man could get most 
of the items in his own home town, 
Lauer asked why he didn’t call a local 
distributor 

“Well,” he answered, “when I phone 
a place here, they just don’t seem to 
give a darn. I mean, if they haven't got 
what I want, they don’t even bother to 
tell me about a substitute—they just 
leave me hanging. When I call you, I 
get straight answers and that’s what | 
like.” 


Frequently, customers call Rumsey's 
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inside men with service problems 
Rather than switch him to the service 
department, the inside man will take 
the call and follow up on it. “We know 
he relies on one of us and won't speak 
to anyone else,” the supply department 
manager asserts. 

e Absorb Know-How—Lauer has 
definite ideas about the qualifications 
and training of an inside salesman. 
“Most of the men in my department,” 
he says, “had at least three to five years 
of all-around supplies experience be- 
fore they came here. I personally think 
that’s about right. For another job, you 
can sit down and study sales literature, 
catalogs, codes, and so on. An inside 
man does that, too. But the best ex- 
perience he gets is the day-to-day kind 
After a few years, he realizes how 
much he’s gradually soaked up without 
knowing it.” 


DRAWING BOARD—A loca! contractor-customer listens attentively while Lauer 
explains the lighting layout plans he has drawn up for the man’s benefit 
other men in the department can also furnish complete lighting schemes 


A Top Inside Man 


A number one inside man by any standards, Ted Lauer, of 
Rumsey Electric Co., has some definite ideas on the import- 
ance, qualifications and duties of today's inside salesman 
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Several 


But a good inside man has to keep 
on learning, Lauer maintains. “There's 
nothing worse than being asked about 
a new product and drawing a mental 
blank. It’s a bigger shock to your cus 
tomer if he’s learned to rely on you.’ 

Rumsey keeps its inside salesmen 
constantly aware of new items, im 
provements, Sales 
meetings, conventions and trade shows 
are all part of the program. The com 
pany many 
inside-outside men sales meetings as 
advisable 


techniques, etc 


tries tO afrange as point 


In addition, men from Lauer's staff 
attend evening lighting courses given 
by the Philadelphia section of the Il 
The 


courses are usually attended by one 


luminating Engineering Society 


inside and one outside salesman and 


cover fundamentals of illumination 


(Continued on page 102) 
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STOCK—S! man and Lauer conter 
to make ire that right substitution 
will be mace mn order to be sent 















COUNTER—To make certain that a 
hurried customer will save time, Lauer 
checks will-call order at counter 
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MISINFORMATION .... 


By Paul Tafel 


HILE making profits should not 
be the sole reason for conducting 

a business, it is the only method 
to keep it in existence and expand its 
usefulness. Since profits are the differ- 
ence between mark-up and expense, it 
is imperative that we ascertain all we 
about industry-wise 


can expenses. 


Voluminous studies of total expense 


percentages have been made in the 
past by small and large groups of dis- 
tributors and for the past 25 years by 
the Department of Commerce. These 
studies have been compiled and tabu- 
lated by geographical sections, by sizes 
and kinds of businesses and in other 
ways, and have served a very useful 
purpose. Today, however, they are of 
little or no value and in many respects 
are actually misleading. 

During the past 12 years, an impor- 
tant change has come about in the dis- 


tribution of electrical supplies, appara- 





Louisville, Ky. 


tus, and to a lesser degree, appliances. 
Direct shipments from factory to Cus- 
have 
larger factor. Due to the exigencies of 
this trend has 


tomer become an_ increasingly 
a war-time economy, 
been largely overlooked, or perhaps it 
was deemed only a temporary condi- 
tion, brought about by shortages. How- 
ever, factory shipments will continue 
to be a large part of our business be- 
cause of the very large construction 
projects which are constantly being 
launched by industry, utilities, govern- 
ments and private builders, and their 
requirements of not only special ap- 
paratus but very large quantities ot 
regular supplies and even major appli- 
ances. Today it is not unusual for the 
direct shipment volume of some ap- 
paratus and supply or combination dis- 
tributors to account for 40 to 50 per 
cent or even considerably more than 
half their total volume, although in 


How Tafel Allocates His Expense Items 


WAREHOUSE AND COUNTER EXPENSE 


Prorate only to stock sales according to: 


Gen. Mgr., Tafel Electric and Supply Co. 


other cases it may be only 10 or 20 
per cent of the toral. 

Now it known that where 
warehouse eliminated, 
one’s expenses are reduced by that 
amount. Also, where the transactions 
are large, the office and administration 


is well 


expenses are 


expense percentages are reduced. Thus, 
where the expense of handling an aver- 
age sized stock transaction might be 15 
per cent, a large direct shipment could 
be handled at a cost of 5 per cent. 
Therefore, how useless it is to tabulate 
and compare total expense percentages 
when only 10 per cent of distributor 
A's volume is direct shipments and 
distributor B's is 50 per cent. Using 
the foregoing expenses suggested 
for them both, distributor A would 
have a total expense of 14 per cent 
whereas B's expense would be only 10 
per cent. Here is a difference of four 
percentage points in their total ex- 








Property taxes, insurance 
equipment 

Cartage and parcel post 

Salaries ana unclassified 


Rent, 


light, heat and power 


and 


ADMINISTRATIVE EXPENSE 


depreciation 


Dollar value of inventory 


Dollars of sales 


Number of tickets 
Square feet occupied 


Prorate to all sales according to: 





Telephone, telegraph, 
ional and unclassified 
Collection expense 


SALES EXPENSE 


Purchasing salaries, rental, light, heat, power 
Bookkeeping salaries, rental, light, heat, power, sta 
tionery, postage and depreciation of equipment 


trade associations, 


Buyer's estimate 
Numbers 


protes 
D ) lar vc lume 


Dollar volume except cash sale 


Prorate to all sales but house accounts and 


cash by: 


of tickets 





c 
r . " 
Supervisory, genera 


and unclassitied 


salaries, traveling, rental, light, heat and power 
secretarial 


Departments, volu 
sales promotion 


Same 


r gross profit, as case may be 





Officers’ salaries, payroll taxes 


: j 
tems should 
i 
receivable losse ervice 





atc., must be al- 
located to the applicable categories. Other expense 
be added and prorated, i.e., account 
i department losses, ob- 


olescence. 


Taxes are at 


Income taxes sh 
if the concern seeks a 2 per cent net profit, an ad- 
ditional 2 per cent should be added 
lea + 


uld not be overlooked; 


since these 


one-half of the trading profit. 
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e « that's what one electrical distributor calls studies made of 


total expense percentages of wholesaler operations. The real 


need, he says, is to compile and exchange expense percent- 


ages for stock shipments and factory shipments separately 


penses, notwithstanding the fact that 
their operations were equally efficient. 
e The Real Need—Today, there is 
no need for, and considerable confusion 
is caused by, tabulations of total ex- 
pense percentages. The real need is for 
the industry to compile and _ inter- 
change expense percentages for stock 
shipments and for factory shipments 
separately. Total expense percentages 
are very misleading since a great many, 
especially those outside the distributing 
branch of the industry, conclude that 
our total expense percentage represents 
our cost of shipping out of stock. Un- 
fortunately, distributors must lose con- 
siderable money whenever they ship 
from stock at their total expense per- 
centage, even after adding a few per- 
centage points for a profit. 

How many distributors today really 
know what their from-stock expenses 
really are? How many manufacturers 





The 1952 Operating Cost Study 
made by the National Assn. of Electri- 
cal Distributors (for the information of 
its members), and the projected 1953 
study for the same purpose, are based 
on figures by commodities for sales, 
gross margin, number of transactions 
handled and allocated expenses sepa- 
rately for stock shipments and factory 
shipments, with figures for inventory 
involved and warehouse space occupied 
as a basis for allocating certain ex- 
penses to stock shipments by com 
modities. This is in accord with the 
very important principles set forth it 
Mr. Tafel’s article pointing out that 
total expense per cent to sales is a mis- 
leading figure for comparisons 

Charles G. Pyle, Executive Director 


National Association of 
Electrical Distributors 


Allocating expenses is certainly im 
portant. We break down our direct 
and stock shipments, but let us keep 





and distributors get this unknown 
higher percentage confused with the 
total expense percentage? Where our 
net profit is so very small, ranging 
from one per cent to two per cent as 
it does today, we need the facts. Guess- 
work and conjectures are dangerous 
and can wreck a useful enterprise. We 
need to know Ww hat our expenses are 
as applied to stock and to direct ship 
ments. 

e Not Difficult—The determination 
of expense percentages for stock and 
direct shipments need not involve ex- 
pensive time studies and costly ac 
counting in the case of small 
medium sized concerns. For expedi- 
ency, accuracy may be 
sacrificed. Periodically, the sales tickets 
can be grouped into two main classi 
fications: (1) direct shipments and 
(2) stock shipments; this latter may 
be further broken down into (a) ap- 


or 


micrometer 


What Industry Men Think of Tafel’s Ideas 


in mind that the reason we get direct 
shipments is due to the services ren- 
dered in stock shipments and the serv- 
ices performed in our various depart- 
ments. Let's earn the name of 
distributors and not become brokers 
for our manufacturers 


Edward F. Anixter, Secretary 
Englewood Electrical Supply Co. 
Chicago, III. 


It is essential that sales tickets be 
grouped in two separate classifications; 
direct shipments from factories and 
shipments from stock. We have been 
doing this for 12 years and we know 
exactly what our costs are on each class 
of shipment. We have attempted on 
several occasions to Compare our ex- 
penses with those of competitors, and 
it has been almost impossible for us to 
do so because of the competitor's fail 
ure to segregate their sales 

No distributor could operate under 
today’s cost without a real knowledge 


paratus and supplies, (b) appliances 
and (c) house accounts and counter 


The dollar 


volume, number of tickets and, if feasi 


and cash sales, if desired 


ble, the gross profit in each category 
should be determined 

Proper allocation of expense items 
may vary with individual conditions 
but there is a tormula that may be used 
with fairly accurate results (page 62) 

Once a formula has been established 
only a few days of a bookkeeper’s time 
is needed periodically to get this vital 
information which is required to wisely 
administer a distributing concern to 
day. The results are very revealing and 
whoever has not heretofore had such 
his operation will 
Without a break 


down as to stock and to direct ship 


data 
never do without it 


concerning 


ments, information on total 


percentages is of no value whatever, 


€ xpe nse 


it is indeed misinformation 





his and their 


ot 
proper allocation and | certainly think 


operating expenses 


that only by articles of this type can 


the wholesalers be awakened to the 


great risk they are running in trying 
to operate with misleading informa 


ron 


R. C. Robinson, Secretary-Treasurer 
Tristate Electrical Supply Co., Inc. 
Hagerstown, Md. 


MUST" subject. We have 
made studies along this line. Don’t for- 


This is a 


get to include in warehouse expense 
stock card clerks, incoming freight and 
handling not charged to inventory, and 
prorate of office salaries and expenses 
for servicing warehouse orders and 
receivals. Shouldn't we charge interest 
on inventory? 


Kenneth Hartley, Vice President 
The Electric Corporation of California 
Los Angeles, California 
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1. Qualify ... 


those dealers who you think 
are most likely to be receptive to 
development assistance, and who of- 
fer the best possibilities for sales 
volume. You can’t spend the same 
amount of time on all your custom- 
ers, so choose with tact and discre- 
tion so as not to antagonize com- 
peting customers serving the same 
area. Some companies classify their 
dealer accownts according to credit 
rating, progressiveness, and the 
like. Sometimes, though, you may 
be called upon to use your own 


judgment in selecting customers. 


Four Steps to Better Dealers 


It takes time, patience and practice to choose which of 
your dealer accounts deserves special consideration. But 


it can be done without stepping on the toes of competing 
customers. Follow this routine with tact and you can't go 
wrong: qualify, question, concentrate and carry-through 


VERY customer is entitled to a 
salesman's assistance in helping 
him dispose of his products. On 

that there is no argument. But out of 
practical necessity, and out of a sales- 
man’s sense of survival, there is an 
overriding demand on his part to spend 
a good part of his time and effort with 
those customers who are potentially 
better able to sell the largest profitable 
volume of his products 

How do you go about selecting cus 
tomers for this special cultivation? The 
best approach would be for you to in- 
vestigate and evaluate your customers 
on each of these dependent considera- 
tions: 

Present and potential volume of 
sales, willingness to cooperate, store lo 
cation, merchandising ability, size of 
store, who is in xreatest need of ASSISC- 
ance, competitive lines carried, length 
of time a customer has been on your 
books 
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By qualifying your customers on the 
basis of these factors you can quickly 
determine which of them deserves spe- 
cial attention and when the best time 
would be for proper cultivation. From 
there you can concentrate your efforts 
on those selected to be the most needy. 

Dealer development begins when a 
customer places his initial order or 
sigs a franchise. After the first ship- 
ment arrives, you call on the dealer to 
make sure that any mistakes made in 
shipment will be quickly adjusted 

After the customer has been primed 
in the best methods of marketing a 
new line, you call at frequent intervals 
to make sure he maintains essential 
sales effort behind the product 

When you are provided by your 
company with a development plan for 
the dealer, you decide on the applica- 
tion of that plan to the individual 
merchant. First, you determine a deal- 
er's problems by asking tactful ques- 


tions about his difficulties, methods or 
objectives. Next, you rank these prob- 
lems in the order of their importance 
Then you select the most important 
problem, be it merchandising, advertis- 
ing or managerial, and give suggestions 
for solving it. 

The salesman who concentrates on 
the fundamentai problem and ignores 
the other difficulties until he is ready 
to deal with them is most successful in 
dealer development. 

Your recommendations to the cus- 
tomer can be any variety of suggestions 
designed to help him in his specific 
problem. It’s up to you to evaluate the 
problem and prescribe the necessary 
treatment. 

In developing customers, successful 
salesmen put into practice a sure-fire 
plan of cultivation which can be ap- 
plied by any salesman of products sold 
through retail merchants. This plan 
includes four simple steps (above ). 
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2. Question... 


these selected accounts, listen 
to their complaints, and observe. 
When you show interest in your 
customer’s problems you may be 
taken into their confidence on many 
business matters, including their 
merchandising needs. Salesmen who 
are successful in dealer cultivation 
prepare a list of the principal dif- 
ficulties of each selected customer 
and then attempt to solve his fun- 
damental problem. If you have 
little knowledge of retail man- 
agement methods, confine your ef- 
forts to advertising and selling. 


3. Concentrate ... 


on a practical resale plan for 
solving your customer's difficulty 
after you have found his funda- 
mental problem. In presenting re- 
sale suggestions, organize your rec- 
ommendations so that the dealer 
will be interested in the proposal 
and understand clearly the points 
brought out in the plan. Get your 
material in order—proofs of ads, 
examples of counter and window 
displays, etc. Arrange the presenta- 
tion at a time when the dealer can 
give his full attention to the new 
proposal and is ready to help out. 


4. Carry-through ... 


with the plan after your cus- 
tomer has accepted your suggestions 
and has committed himself to go 
along with your merchandising 
ideas. Keep in contact with him to 
make sure the plan is carried out as 
scheduled. The dealer may lack the 
ability to follow through on the im- 
portant details of the program. Be 
prepared to help him in setting up 
displays, newspaper advertisements, 
handbills. If a direct mail program 
is agreed upon, see to it that a good 
prospect list is prepared and used 
by the dealer for periodic mailings. 
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The Men ......... and the Means m=» 


FIRST TEAM HUDDLE—President Ben S. Gam- (left) 


bill (center) discusses Braid’s business plans 


with Vice President Julius W. Harwell 
and the Credit Manager, William Harris 





verythings Geared to Service 


Here's how one old southern wholesaling firm with young ideas 


streamlined its internal operations to better support its salesmen 


By E. Dalton White 


NDUE service delay, a major head- 
ache to many a distributor's sales- 
man, has been cut to a minimum 

by the Braid Electric Co., Nashville, 
Tenn. This electrical wholesaling firm 
—one of the oldest in the South and 
the that a salesman 
can't sell if he's constantly apologizing 
Result: Braid has 
geared its entire operation to back up 


nation—knows 


for poor service 


its sales force with speedy, efficient 
service and delivery 

The communication system is a key 
weapon in the push for better customer 
service. To speed quotations, check 
credit, and hasten delivery to the coun- 
ter or to waiting trucks, many instru- 
ments are used. These include pneu- 
matic tubes, intercom telephones, auto- 
matic telephones, a bell-page, and an 
independent telephone system for the 
passenger-freight elevator. 
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e Tubes and Chutes — Pneumatic 
tubes are the main arteries. The nerve 
center is at the cashier's desk. From 
this point, messages, orders, quotations 
and other forms are distributed to the 
firm's departments. While the customer 
enjoys a cup of coffee at the “hospital- 
ity” table, his order has gone to the 
cashier for credit verification, to the 
quotation department, and then to the 
stockroom. 

If an item should be out of stock, 
the waiting customer or salesman can 
be notified immediately by intercom 
and the necessary substitutions swiftly 
made. The merchandise is packed and, 
if it is small or fragile, it is put aboard 
a dumb-waiter elevator which opens 
on all floors and is especially useful 
at the sales counter. If the merchan- 
dise isn’t fragile, then it goes down 


a metal chute that extends from 


the fifth floor to the basement. 
e Bottlenecks Broken—Another ad- 
intercom is that the 
salesman have to leave his 
counter customer. He can quickly 
query any of the storage floors and re- 
ceive any item 
sought. Placed in the chute, the mer- 
chandise is on the sales counter or at 
the shipping platform in a matter of 
seconds. The company estimates that 
customer service on counter sales alone 
has been accelerated at least 25 to 30 
per cent. Braid officials also feel that 
other departments also would have 
constant bottlenecks or delays without 
the speedy communication system. Full 
use of it prevents wasted time among 
departments. People can be located 
readily in any part of the building. 
Another of Braid’s services, popular 
with customers and salesmen, is the 


vantage of the 
doesn't 


accurate answers on 
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CABLE REEL RACKS—Stee! racks, designed by Vice President 
]. W. Harwell, make for neatness and easy handling of cable reels 
by an overhead trolley crane. Any diameter reel can be placed in 
rack by movable supports. Space is saved, accidents reduced. 


CONDUIT RACKS—Another Harwell-designed space saver is 
Built to allow quick handling and an open 


check on inventory, it has tru 


this conduit rack 
support, movable spacer arms, 


Rack allows all floor space to be used, speeds orders 


CHUTE—Martin Hardy (left) and Calvin Pippin 
{right 
partment as items come down from floors above 


DUMBWAITER—Serving all 


check and mark orders in shipping de floors 


PNEUMATIC TUBES—Nerve center of the five 


pneumatic tube system is at cashier's desk 
Robert Qualls stamps orders to be sent on. 


dumbwaiter used by John 


Boone to speed up counter delivery 


company’s rule that all inquiries must 
be answered the same day received, if 
at all possible. In any case, an acknow]- 
edgement is sent. If outside engineer 
ing and factory information must be 
obtained before answering an inquiry, 
the customer is notified and not left 
wondering if he can get what he wants 
and if what he gets will do the particu- 
lar job. 

The company, fully aware of the 
needs of surrounding industries in the 
Nashville area, gives special attention 
to delivery service. Salesmen claim that 
this strong company support shows up 
in higher volumes of repeat business 
Out-of-town orders are filled and 
shipped the same day. No shipment is 
allowed to remain over the weekend 
There are four regular city delivery 
trucks, rwo deliveries in the morning 
and two in the afternoon. There is also 
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a standby truck for rush deliveries and 
it is used, too, on very busy days 
Neighboring communities receive 
truck deliveries once each week; other 
deliveries are made to these localities 
by motor-carrier or inter-city buses 
e Specialized Selling—Braid Electric 
Company's president, Ben S. Gambill, 
and the vice president, Julius W. Har- 
well, have made engineering and prod 
uct knowledge the main policies of the 
company 
specialization by product requires spe- 


The company’s policy of 


cialized selling and technical product 
knowledge and technique. Consequent 
ly, all operations have been depart 
mentalized into: electrical supplies, 
TV, radio and electronics; pole line 
hardware, motors, transformers 
heavy equipment; electrical appliances, 
commercial lighting; 


and residential lighting departments 


and 


and _ industrial 


The firm has a total of 15 outside 


and 1] 


and three inside men are 


inside salesmen. Five outside 
in the elec 
trical supplies department, including 
poie line hardware transform 


ers and 


motors 


heavy equipment. Important 
to all the salesmen in the company are 
the weekly sales meetings, held every 
Saturday morning. These are well 
planned and discussions include special 


levels, back 


orders, promotional items, and what 


sales situations, inventory 


can be done to speed delivery and im 
prove customer service. Salesmen have 
an Opportunity to swap ideas and in 
formation while at home base 


Braid Electric believes that customer 


service builds sales as well as provides 


convenience. To this wholesaler, “It's a 
pleasure to do business with you” is 
not just an empty phrase— it’s what 


Braid strives for. 





By Francis W. Sullivan 


JAX EAH, 1 know,” I sympathized, as Jeff Lewis 

Y slammed the car door shut, “you've got the rotten 

est job in the world. These dealers and contractors 
are unreasonable. They have no loyalty. They'll leave you 
after five years for a few cents difference in price. In short 
you have to earn your living dealing with a lot of brainless 
irresponsibles. Right?’ 

‘Most of ‘em,” agreed Jeff Lewis placidly. “You can 
never make merchants out of these small fry. I like to deal 
with the big stuff!” He jerked off his hat and slammed 11 
into the back seat. “Big companies, big men, like those 
accounts I took you to see yesterday. They understand what 
you're after, they buy an idea, they act.” 

“But the little fellows still do, by far, the biggest per 
centage of the total volume in appliances and electrical 
supplies,” I reminded him. “What a market! What an 
opportunity to build business!’ 

“Yeah, and kill yourself doing it. You were just inside 
there with me.” He pointed to the small contractor's place 
we had just left. “Do you blame me for getting sore 
sometimes?” 

“Everyone has a right to get sore sometimes,” I said, 
evading the issue. “Where do we go next?” 

Jeffrey Lewis had always ranked near the bottom in 
sales volume but sold enough before to get by. He was 
always having customer trouble in his territory. He com 
pensated for such defects with equally powerful merits in 
serving the company’s interests, which kept him on the 
payroll 

For example, Jeff Lewis was utterly dependable. He was 

terrific worker. No hours were too long nor any effort 
too great to make sure that he covered every account ac 
cording to schedule 

He was punctual for appoinuments, sent in his call re- 
ports every night (instead of taking half a day off occa- 
sionally to catch up), and his expense accounts looked 
honest. He had no bad habits, no outside interests and was 
devoted to his wife and two kids. What, then, were the 
reasons for his poor sales results? 

His outburst of ten minutes before gave me the first 
solid clue. 

Our next call was on a combination dealer and contrac- 
tor named Carey whom Jeff had never been able to sell 
So now when he entered the store lugging his heavy cata 
log case, Carey came out from behind the counter and met 
us halfway. 

“Sorry, but I'm not in the market today, boys,” he an 
nounced. 

I could see Jeff stiffen at the fast brush-off. “How do 
you know you're not,’ he demanded, “when you haven't 
heard our proposition? If you'll listen to it I think you wall 
be in the market because it’s a profit-maker that's too good 
to pass up. Here, let me show you.” 

“Sorry, Lewis, but I'm not in the market today,” Carey 
repeated with finality. “Stop in next time you're around 
and maybe I'll have something.” 

I quickly put my hand on Jeff's arm and found it tensed 
as hard as a stick of wood. Then I summoned up my 

















Brusqueness, quick temper, 
“know-it-all” attitude — de- 
spite your product — can mean 
failure in selling. 





our Personality: 


Jeff Lewis's temperamental outlook 
on life certainly didn't help him make 


friends and influence customers. 


Always ranked near the bottom in 


Sunday smile and turned to Carey for a parting shot. 

“Thanks, Mr. Carey,” | said in a friendly tone, “I can 
understand you're not being in the market right now, so 
we won't take up your time this morning. But I know you 
will be in the market sometime, and when you are we'd 
like to tell you about our national promotion on electric 
housewares. 

“The line is selling like hot cakes everywhere. If you 
don’t take it on, people in your area will have to go else- 
where to buy. But we won't bother you now.” I turned 
away towards the door . 

Carey hesitated. “Wait a minute,” he said, “what brand 
is it?” 

I told him 

“Well,” he said lamely, “I'm not really in the market, 
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Friendliness, understanding, 
wit, self-control — plus your 


product — can mean success 


in selling. 











Help or Hindrance? 


sales volume, he could easily double 
his earnings if he'd just practice 
simple rules for establishing good 


human relations with his customers 


but tell me about it anyway. Ir sounds interesting.” 

We did and we wound up by selling him a balanced 
initial order and the promotional material to go with it 

Another incident, following two or three well-handled 
calls, gave me a further insight into the kind of selling 
help Jeff needed. Driving up to this account—a good-sized 
appliance outlet-—Jeff was enthusiastic, even a little boast- 
ful, about the display of our merchandise we'd see and the 
storewide promotion he had arranged with one of the 
clerks to catch the previous week-end trade. Obviously, 
this was to be one of his show places 

But, as we walked towards the door, there was no sign 
of anything unusual, no brilliant attention-getting window 
alive with colored banners and streamers leading to the 
merchandise. The infra-red roasters and grills, which were 
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the featured items, were nowhere in sight either in the 
windows or on the counters inside. Jeff's face was gray 
with restrained fury and chagrin 

A couple of clerks came forward to greet us and Jeff 
singled out one of them 

“Look, Al, where’s my display?” he demanded. “You 
said it would be set up last Saturday and I've brought my 
supervisor around to see it. | rushed the goods and the 
display material out to you on a special ticket so you'd 
have it in time, and—” he waved his arm in a sweeping 
circle—"there isn’t even a piece of merchandise on the 
floor. I don’t think Mr. Lobell is going to like this.” Lobell 
was the owner. 

“I'm awfully sorry, Jeff,’ Al apologized, “but we got 
into a terrific jam last week-end. We had a clearance on 
to get ready for your promotion, and that meant a special 
inventory. Then two big shipments came in at the same 
time your's did and they had to be stocked and entered, so 
it's been pretty rough. I'm sorry, Jeff 

But Jeff was not to be placated 

‘I should think so! Do you realize how much you ve 
been losing in sales and profits by not running that pro 
motion? Mr. Lobell knew all about this and promised to 
have it done. What does he say? Is he here? 

Al looked scared. “No. He went up to the Capital last 
Thursday to a convention and stayed over the week-end 
with friends. He hasn't got back.” 

At this point I horned in, reaching deep down into the 
corn-crib. 

“Convention, eh?” I snickered, and gave Al what was 
supposed to be a sly leer. “Some awfully funny things hap 
pen at conventions. Did you ever hear this?” And I told 
them the one about the cat convention 

Al relaxed and told a pretty good one himself, and then 
I said: “Boys, it’s lucky we got here when we did. We're 
just in time. Let’s get our coats off and go to work and 
we'll have that display up and working before Mr. Lobell 
gets back. And we can catch tonight's business. What do 
you say?” 

“Let's go,” cried Al, and we all headed for the stock 
room. 

It took us the rest of the afternoon. Jeff was built like 
a football tackle and he gave all his customary efficient 
drive to the job. But he wasn't reconciled. “What did | 
tell you!” he growled one time when he had me alone in 
a corner. “You can’t expect any intelligent cooperation 
from people like this even when it's in their own interest 

“We'll talk about that tonight,” I said and went on with 
the job 

That evening after a shower and a good dinner Jeff 
brought the matter up himself as we lounged in a couple 
of big chairs 

“There must be something wrong with me to feel the 
way I do about a lot of the men I call on,” he said in a 
worried tone. “I try to show them how to help themselves 
and when they don’t do it I lose my respect for them. | 
talk out of turn and get in wrong, and then the office hears 
about it and so do I. I know I've lost accounts that way 
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and it’s hurt my sales, but it really burns me up to see 
men in business refuse to be businesslike and succeed.” 

He had a lot on his side, as any salesman knows, but 
he was all mixed up and I felt sorry for him. And I ad- 
mired him, too, for recognizing his trouble and asking 
advice. It wasn't easy for his type. 

“Jeff,” I said, “the company likes your work. We feel 
safe with you in this territory. In many respects I wish we 
had more men like you.” He began to glow with the 
praise; it was so unexpected. “But,” | went on “we're all 
worried because you don't sell more. We'd like you to 
make more money. That's why I'm out here—to help you 
You could easily double your sales, but you've got to learn 
to get along with people.” 

He shrugged. “Can you really learn a thing like that’ 
It seems to me that if you lose respect for people you just 
can't like them, and there isn’t much you can do about it.’ 

“There's a lot you can do about it. It’s a matter of under- 
standing. And I’m not preaching now, I'm talking business 
I'm talking about doubling your sales. Remember, people 
buy from you for only two reasons—they like you, or you 
can do more for them. If they like you they will go out of 
their way to do business with you; if they don’t like you 

well, you lose.’ 

Jeff said nothing 

“You're a good service salesman and do everything pos 
sible for your accounts, so you get about all the business 
you can expect from that effort. But you don’t make people 


“How do you know you're not in the market?” Jeff needled. 


like you, and that’s where the other half of your business 
has got to come from.” 

Jeff sat up straight with interest. “I never thought of it 
that way. But how are you going to make people like you? 
You talk as if it was simple, like turning on a faucet or 
something.” 

“It is. For example, if you want to be an athlete you 
exercise and practice to build up strength and stamina. In 
the same way, if you want to develop a likable personality 
you have to practice thinking and doing the right things 


And it takes plenty of guts and fortitude 

Jeff grunted. “Where do you begin?” 

“You begin by realizing that everybody has certain basic 
human traits which we must respect. For example, no one 
likes to be told that he is wrong. When their actions are 
challenged people defend those actions to the bitter end 
even though everyone else knows they're wrong.” 

“But how does that apply to selling?’ 

“We see that very trait demonstrated in a lot of the sales 
we make. Think back to that interview with Carey this 


“Look, Al, where’s my display?” he demanded. 


morning. When Carey said he was not in the market you 
challenged him, told him he ought to be in the market. 
You were right and he was wrong. A good businessman 
is always in the market for something new and better. 

“But your challenge made him all the more determined 
not to buy. You could have talked to him all day with that 
attitude and he wouldn't have budged. It was only when 
we granted him the right to do as he pleased and har- 
pooned him with some strong buying appeals that he 
softened up.” 

“It sure worked,” Jeff grinned. “A hundred and seventy- 
eight dollars’ worth.” 

“I was only remembering how people act. And another 
basic trait we all have is a longing to feel important. You 
know how it is—we like compliments, we like to see our 
names in print. We all crave to be appreciated and praised 
for our accomplishments even though they'll never set the 
world on fire. We feel pretty sore if we do something 
praiseworthy and nobody notices it. One sure way to 
people's hearts and good will is through appreciation.” 

Jeff raised his hand. “Hold it!” he exclaimed, “let me 
think this one out.” He stared out of the window until 
his fresh cigaret burned his fingers, unsmoked. 

“I know,” he said at last, “I went wrong with Al over 
at Lobell’s. He’d been through a devil of a time. His boss 
went off and left him. He had a clearance to handle with 
a lot of customers, and all those shipments came in at 
once.” He slowly lit another cigarette. “Really, the guy did 
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a terrific job at that. I should have realized it; and 1 ought 
to have appreciated it and told him so. 

“I was way out of line. After all, our display will run 
three weeks so it could wait a few days.” He paused and 
puffed. “Mister, you are now looking at America’s number 
one heel!” 

‘Not any more,” I grinned. “Here, have a cigar, you've 
just had a baby!” 

After that it was easier. We reviewed some of his other 
calls and it was Jeff who pointed out his shortcomings and 
indicated how the situations should have been handled 
We brought out, too, a third human trait that was im 
bedded deep in every sale: people do the things they want 
to do. So, to make sales, you had to find the way to make 
prospects want the advantages in your product. I quoted 
an example I had seen somewhere 

‘When you go fishing you take along a lunch. You may 
like pastrami sandwiches on pumpernickel, but when you 
get to the river you don't think about what you want, but 
what the fish wants. You dangle a worm or grasshopper 
or fancy fly in front of his nose saying, ‘Brother, wouldn't 
you like to have that?’ You can't hook him any other way 

Jeff laughed mildly. Then he said, “I'd like to get some 
of this organized. Now that I'm going to be a reformed 
character maybe we can work out a few rules or guides to 
keep me on the straight and narrow.” 

“Sure, if you like, but it’s largely a matter of how you 


“Can you really learn to get along with people?” he asked. 


feel inside about people. You're thirty-two years old, and 
you must know by this time that everybody needs under 
standing and help in his effort to get a better, fuller life 
If you offer that understanding and help sincerely you'll be 
rewarded many times over by friendliness and gratitude 
Well, here are a few reminders I jotted down in my note- 
book.” Jeff got out paper and pencil. 

1. Don’t think or talk about yourself. Leave your 
family problems at home and your business problems in 
the office. Your daily job is to think about the other fel- 
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low’s problem. They're your bread and butter 

2. Look for the good in everybody you meet. This 
isn't Pollyanna talk because you can learn and profit from 
each one of them 

3. Make it a rule to find something you can ap- 
preciate in everyone, and express that appreciation 

i. Look for some way to render a service. Not only 
a business service but little, unimportant personal services 
These often are the ones most appreciated 

5. Be considerate of everyone, regardless of how 





“Here are a few reminders | jotted down,” | said. 


humble their jobs or how little you really have in common 

6. Develop a powerful self-control that enables you 
to see beyond the moment's irritation or failure to the 
bigger thing you want to accomplish 

7. Try to put yourself in the other fellow’s place, 
and think what help you would want if you were in his 
spot 

‘That ought to do as a starter,’ I said 

‘It’s a large order,” Jeff commented a bit ruefully, look 
ing over the points 

“No, the orders come later,’ I couldn't help saying 
But they come indirectly. What you really get from that 


program are people's belief and trust because you're help 


ing them get what they want. They come to believe in you 
and trust your judgment. They'll accept your recommenda 
tions, and that goes particularly for their business prob 
lems. See what I mean? 

Sure,” said Jeff sincerely, “and that's the way I like to 
sell. I just haven't known how 

There's one thing more,” I concluded. “Orders aren't 
the only reward you get. When you have won the con 
fidence and liking and enthusiasm of people you get an 
inspiration in your work that never lets down. Nothing 
can stop you, because your job seems the grandest thing 
in the world.’ 

"I believe you,” Jeff said, slowly getting up from his 
chair. “And now a surprisingly satisfied man is going to 


bed.” 





ewind or Replace the Motor? 


This question is one that often confronts your industrial customers. Here 


is how a number of plant electrical men decide what to do when they have a 


motor failure. Their answers* may offer some motor selling angles to you 


In general, if defective motor is of open type construc- 
tion, it is replaced with TE or TEFC motor 


Cost. We normally replace armatures in universal mo- 
tors. All others are rewound unless it is cheaper to replace 
or motor is over 30 years old 


If windings are burnt I usually have them rewound, 
providing the price is cheaper, about 20 per cent, than 
the price of a new one 


If motor is in fair condition and less than 20 years 
old, it is always rewound 


Up to 70 per cent of cost of new one, old one would 
be repaired. 


Usually motor is rewound, unless damaged beyond re- 
pair or cost is over one-half the price of new motor 


Practically always rewind. Saves time on production, 
especially since motors have been hard to get in past 
few years 


Age is deciding factor 


Availability of new motor will at times influence deci- 
sion to repair. Motors (old) having poor characteristics 
are scrapped. Other than this, if motor can be recondi- 
tioned for 60 per cent to 70 per cent of cost of new one 
it is generally repaired 


We keep spare motors on hand at all times. If repairs 
cost more than 40 per cent of new equipment, we junk 
old one. 


By rewind cost compared to new motor cost, also by 
general condition. If bearing housings are worn from outer 
race rotation, shaft has broken causing further internal 
damage, motor is scrapped 


By general condition. In chemical plant the frame fan 
and end bells may be corroded out. If all these parts are 
needing replacements, then a new motor is purchased 


In majority of cases over past 10 years, all motors of 
old vintage have been replaced with new NEMA frames 
with suitable spares available for 2-phase, 220 volts, 60 
cycle. So delivery, being a vital question, makes rewind 
necessary, in which case a good rewind should cost two- 
thirds of original cost 





* To the question, “When you have a motor failure, how do 
you decide whether to rewind the motor or replace it with a new 
one,” posed in a recent motor replacement study conducted by 
Electrical Construction and Maintenance. The comments above 
represent only a random selection of the answers received. 
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Is motor NEMA standard? Is motor correct for applica- 
tion? Can it be rewound cheaper than buying new? If 
answers are yes we rewind; if mo we replacc. 


If a motor is around 20 to 30 years old or older and an 
open sleeve bearing type, we replace when possible with 
a totally enclosed ball bearing motor. 


Present market conditions—rewind! 


We have ac. and dc. When a d.c. motor requires re- 
winding, the cost is evaluated against a.c. replacement. 
Most d.c. failures are replaced with ac. To date all a.c. 
failures are rewound, except in the fractional hp. 4 
and under 


At times I change a motor due to type of lubrication 
or housing. Other than that, price is the sole factor 


Time—deciding factor 


The people who rewind our motors advise us when it 
is more economical to buy new rather than repair. 


If small motor, we replace it with a new one. Large 
motors are repaired. 


In a few cases in the fractional hp., and up to 5 hp., 
we buy new motors, unless there's something special about 
them. We find it almost as cheap as a rewind. 


When the replacement doesn’t cost more than 25 per 
cent more than the repair or when the age is 30 years 
or more 


If NEMA frame and in good condition, we rewind. If 
bearing housings are worn sloppy and out of line, I sug- 
gest new motor. If open squirrel type and too old, I re- 
place. If stator laminations are in poor condition, I replace 


Compare cost of new motor against repair Cost; if faulty 
motor is of the open-frame type and is used in a dirty 
location, it is replaced with a totally enclosed type motor 


If motor will carry the load with the grounded or 
shorted coil or coils cut out, the motor is rewound. If motor 
under 5 hp., motor is replaced 


Policy—to rewind all motors. Time-saving 


Replacement when frame is wrecked or motor is 
hp. or less. 


Mostly delivery is the factor. Most large motors are 
rewound. 


If heavily loaded sleeve bearing motor, we replace with 
ball bearing motor or perhaps buy new motor for another 
job and switch around 
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EW 
can match the amazing success of 
Metro Electrical Supply Co., of 
Highland Park, N. J. Founded just 
two years ago in an industrial area 
long served by established wholesaling 
concerns, Metro today is ringing up 
monthly sales that average almost 1700 
per cent higher than the dollar volume 


electrical distributing firms 


it did during its first month in business 

Behind this steep curve 
achieved in the face of entrenched 
competition—are a number of factors 
One is Metro's policy to do its utmost 
to “out-serve all competitors.” Steps 
taken to keep this decision from being 
an empty phrase include: 

e Sending out informed industrial 
salesmen who, when confronted with 
problems, can come up with the 
answers. To better enable its salesmen 
to produce the right answers, Metro 
foots the bill for night school courses 
The salesmen can take any subject they 
think will help them. Most study elec 
trical engineering. Metro management 
feels that the $300-400 spent in this 
manner is multiplied many times sales- 


sales 
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LEN HESS, dynamic young president of Metro Elec- 
trical Supply Co., of Highland Park, N 


How Metros Sales 


Shot Up 1700% in 2 Years 


EMERGENCY 


BREAKDOWNS 


yy ELECTL SUPPLES 
a iy METRO!" 
go \4 


i 


(Harter ]-92) 5 


~ 


~~ > 





of his 


number 


J., surveys a 





wise, plus the good will it creates with 
the salesmen. 

e Maintaining a full representative 
inventory of electrical products so that 
all customer requests can be filled from 
local stocks. This policy presented some 
short-term drawbacks, but in the long 
Example: Metro 
line of transformers 


run it has paid off 
stocks a wide 
They gathered dust in the warehouse 
for a full year before 
Now 
move in volume. So strongly does the 
about the 
wholesaler’s warehousing function that 


a call came in 


for one they are beginning to 


firm's management feel 
only one direct shipment was neces 
sitated last year—and that involved a 
very large fixture order 

e Striving to get all orders—big or 
small—received during the day out to 
the customer the same day 

But perhaps Metro’s single most 
valuable asset is its dynamic young 
president, Len Hess, who approaches 
his job with a burning promotional 
zeal. He puts across his firm's “service 
plus” motto to industrial customers 
through a variety of monthly mailings 


Turn Page for Some of Metro’s Latest Merchandising |deas-——— 


firm's 












recent promotions pinned to 


territory map. Array of ideas tells part of story of 










letters with manufacturers’ litera 
ture, brochures, blotters, and gadgets 
and gimmicks of all kinds. He plugs 
his lighting showroom to builders’ and 
contractors Customers through a radio 
program, newspaper advertising, out 
door signs and letters to home owners 

Hess's 


merchandising originality 


shows up in many ways. To move a 
large lighting fixture stock, for exam 
ple, he hit upon the idea of advertisin 
in his territory's foreign language 
newspapers. Ads were placed in thre 
Polish and Hungar 


ian. The response amounted to a sell 


of them—Italian 
out. A crystal chandelier campaign 
propelled by radio advertising and di 
rect mail, last year resulted in the sale 
ot 100 of these fixtures, with an aver 
ige price of $150 

Behind Hess are five years of experi 
ence in the electrical wholesaling busi 
ness—the first three with Morristown 


Electric Supply, a firm with which 


Metro is affiliated though operated in 
dependently. Ahead are his plans for 
Metro's continued growth, sparked by 


ideas he’s putting on paper now. 















How Metro’s Sales 
Shot Up (cont.) 


Power panels - - circuit breakers - - safety switches 
buss ducts and plugs - - any size or description - - 


Lighting Fixtures... . . . » » Generators 
Signalling Devices . . . . Transformers METRO can supply and serve your needs. May we 


hear from you? Phone CHarter 7-9275. 


These and your other electrical requirements are in stock at METRO. 





Metro Uses These Means, Too,... 











‘@ Chanticleer Broadcasting Company 
NEW BRUNSWICK + NEW JERSEY + CHARTER? 1450 This advertising costs you 
. less per person reached 
Conti Department 
en _— — then any other medium you 
Comer 815 win. weer Karlson can use—and it 1s delivered 


personally to each potential 


Product ete Written © 
secomvaean 110 11/21/52 customer. Check your copy 
-2T=Dec. 1-3-5 — 


Whether you want to get your house in order for the 
holiday sezson or complete your modernizing, new 
CALL lighting fixtures may be just what you're looking for. 


Stop at "/.1RO, where there are over 300 different styles 


ELECTRICAL to cho se from, ‘“ETRU also has other important 
SUPPLY C0. electrical equipment for your home....Musical door chimes 
900 Raritan Ave. Highland Park, N. J. anc «itchen ventilating fans are but a couple of thea, 


Sec them at the 4ETRO ELECTFICAL SUPPLY COMPANY at 





—S>S 


“Day” 24 Hour Service “Ne Lt” 90) Karitan Avenue, corner Sth, In Highland Park. “JETRO 


CHarter I- 9775 pen Tar etaye and Faye ent 




















POSTERS—To sit up their firm's emergency service, Metro RADIO—Above script was used to plug lighting showroom 
salesmen personally deliver these posters to industrial custom- over local radio station. Metro spends $400 a month for 15- 
ers and——when permitted—tack them right up in the plant minute weekday program, comes on after Arthur Godfrey. 
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MANUAL AND MAGNETIC STARTERS 
Whether they be expf, water-tight, or dustproof, 
METRO has them. We stock all sizes and types. 
Let METRO pass on to you the advantages of its 
extensive inventory. 


mohe very prodigy , j ic 
“ao = Having trouble = y. sy 
hunting electrical supplies 7 


We can recommend a bird-dog 
with good eyes and ears 


Serung 
Central 


New Jersey 


METRO 


ELECTRICAL SUPPLY 


900 Raritan Avenue 
Highland Pork, New Jersey 


Marte 9 


LATEST DIRECT MAIL PIECE conceived by Metr Len Hess 
is the ‘photograph promotion,”’ which is going out to 

industrial customers and prospect such busi 
nessmen tend to become jaded by 
that hits their desks daily, Hes: 
their interest and literally force 
»f his piece. The gimmick: a typical photograph envelope with 
the usual instructions. Inside are 
his firm's facilities with captions and 


Reasoning that 
the barrage of direct mail 
devised a way to 
them to look at the contents 


timulate 


reproduced napshots”’ of 


a stufter above 





--- 10 Promote Its 


Lines and Services 











,» Blackhawk Mfg. Co., 
T . recently « ar 
ink will be of special 


ed about it because it's something 
sseful that's a far cry from the average 
sipment Catalogues. 


llustrations show Blackhawk Equipment 
y ordinary problems, but & 
ion © 


r to several of your pro 
ication pictures, 
national contest tied into the *Idea 
*, where you can win cash avards for new appli- 
2s of Blackhawk Equipment. The complete story 
After read- 


here's also 4 


ook is given on pages 2 and 
the names and tities of the men in 


» that you would like to have receive 


Very truly yours, 


‘Good service on small orders 
wun thats only one of the things 


¢ be . / 
we mean by Service Plus. 
You can alee depend tow a 
drersitred glock of 
cts delwers of thane products 
pene sadam s ectenmal adver on ther 
hey nerd | Teds oh we ee” 


electrical prxt 
the beret 
“ 
tw 








LETTERS—When a supplier comes out with a hot promotion 
piece, Metro gets a letter off to its customers about it. Metro 


SIGNS—Upon entering Metro’s front door, customers are 
greeted by above sign, stressing ‘‘service plus’’ motto. Metro 


also utilizes outdoor signs to promote its lighting fixtures 


also culls Dodge Reports, writes to new home owners. 
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CUSTOMER’S-EYE VIEW shows suspended, multi-level ceil- 


ings with fixture displays. Different colored wall areas and 


‘“‘clouds”’ plus layout create spacious atmosphere 
of lighting equipment are resulting from combination of 


Bigger sales 


Showroom, Showmanship 


PROFITABLE move to better 

electrical wholesaler-contractor re- 

lations has been made by New 
Haven Electric Supply, Inc, New 
Haven, Conn. This electrical distribu- 
tor has expanded facilities, set up a 
spacious and attractive modern light- 
ing showroom and directed heavy pro- 
motion efforts to help the contractor 
sell more to more customers. 

Before the changes were made, the 
quarters were smaller—equalling about 
two average stores in size. Contractors’ 
customers, sent to the old lighting 
showroom, complained of overcrowd- 
ing of fixtures and the resulting lack of 
selection. Fixtures hid each other. They 
were series-lighted, coming on simul- 
taneously. This made it tough for a 
salesman to direct and keep a custom- 
er's attention on any one item. Accord- 
ing to Sy Shemitz, president of the 
company, customers frequently came 
in, glanced around—and became ir- 
ritated. They'd buy one fixture at most 
and walk out, never to be seen again. 
In addition, the distributor carried 
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many product lines in a top-to-bottom 
price range. This kept profit down, 
stymied inventory-taking and limited 
concentration of promotion. The com- 
pany was located on George Street, a 
raain road into the heart of town, and 
one-way to boot. Still the firm couldn't 
seem to Capitalize on a high pedestrian 
and auto traffic count. 
e Operation “Streamline’”—Shemitz 
decided to modernize. He bought extra 
space and widened his quarters. The 
exterior was painted an eye-catching 
yellow to give the facade unity and to 
attract street traffic. A lantern sign, em- 
blem of the firm, was hung outside 
The lantern, with a half-inch strip of 
yellow background, was made the 
letterhead on all the organization's 
stationery, bills, invoices, etc. The 
showroom itself was completely done 
over, using the soundest architectural, 
decorative and display plans. 

To pull in the trade, a number of 
promotional ideas were put to work: 

e Contractors, invited to the open 
ing in October, were more than im 


pressed and more than willing to co- 
operate with the company. They were 
given introduction cards to give their 
home-building customers. 

e New Haven Electric began a di- 
rect mail promotion. Based on the 
Dodge reports, the company sent out 
letters of congratulation to new home 
builders. The letter told about the new 
lighting showroom and offered to send 
a Catalog or a salesman to the customer. 
Most people asked for the catalog and 
it brought them into the showroom 

e Invitations to visit the showroom 
were placed in ads each week on the 
society page of a local paper. All ads 
advised, “See Your Electrical Contrac 
tor for Lower Installation Costs.” 

e Photos of the showroom and ad 
reprints were made up in portfolios 
and carried by the outside sales force 
on all contractor calls 

Color shots of the showroom and a 
lighting movie will soon be shown to 
women’s clubs in the New Haven area, 
too 
e Contractors Aid—Promotion and 
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Contractor hands interested new home 


prospect an introduction card to 
Haven Electric's lighting showroom 





Salesman Paul Starkman takes ‘‘ceiling 


board from Shemitz, slides it in platform 


to be lit by rear contact switch 





cooperation soon paid ott tor the com 
pany and its contractor trade. Contrac 
tors gave out the cards which intro 
duced the 
purchase of fixtures to be charged to 
the contractor's account. If the cus 
tomer paid cash, the account 
credited. Fixtures, incidentally, are re- 
tail price-tagged. Discounts are not 
given without the contractor's O.K 
The number of customers 
and continued to grow. 
Before modernizing, Shemitz and his 
staff felt fortunate if they sold one fix 
cure to each customer. Now they find 
it easy to sell two, three or four items 
The clever layout of the showroom can 
take a lot of credit for eliminating 
single-item sales. Though the fixtures 
aren't crowded, other-room fixtures are 
nearby, usually just within the custom 
er's line-of-vision. The sale floor is 
departmentalized—but not in an ob- 
vious way. There are no walls to stop 
the customer dead. Strategically-placed 
tables, chairs, a simulated house front, 
and even a “floating” wall tend to 


customer and authorized 


Was 


increased 


New 
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Customer is greeted at door by Sy Shemitz 
She presents her introduction 
card, says she'd like to see some hall fixtures 


sales manager 






How New Haven Electric Is Using Its New Lighting Showroom: 


a 


— customer, Shemitz slides 
hall ceiling fixture mut of rack 


inspection 


and presents it for her 





~ Customer's curiosity and interest is aroused Further interest shown by cu 
by odd wire-suspended ‘floating’ wall tomer in table lamp display ts 
Shemitz gives her sales pitch on wall lamps hanneled int ale 





subtly “trap” the customer and lead 
him down the right path. The furni 
ture makes the customer more com 
fortable, the visit longer and, conse 
quentiy, more profitable 

For example, a woman enters the 
showroom, her contractor's introduc 
tion card in hand. The salesman greets 
her, learns she’s interested in a hall ceil 
ing fixture. He then escorts her to a 
chair and walks to a long, wardrobe 
like closet. He opens a sliding panel 
reveals racks of hall fixtures 
mounted on three-foot-square pieces of 
‘ceiling board.” Sliding one out of the 
rack, the salesman presents it for in 


spection and begins his sales talk. He 


and 


turns, reaches up to what looks like a 
punching bag platform and easily pulls 
it down to shoulder height. Sliding the 
fixture board into this platform, he 
returns it to the original position. It 
lights, triggered by a burglar-alarm 
type contact switch on the back of the 
‘ceiling” board. The 
pressed, begins to notice other fixtures 
They surround her 


customer, im 


for other rooms 









And New 


Haven Electric's salesmen begin selling 


she discovers heres where 


more than one fixture 
e Simulated 
type fixture there are appropriate back 


Settings For every 


grounds to show the customer how it 
look at 


wallpaper 


will home. There are several 


sets.’ For the den or play 
room type fixtures, there is a knorty 
pine section of wall. For outside fix 
tures, such as porch or garage lights 
there are sliding background panels 
with simulated brick or stone surfaces 

Has the investment paid? According 
to Shemitz, it has—in spades. The mod 
ernization has boosted sales greatly in 
a short time. Merchandise has gone so 
fast that advance ordering has become 
a major problem. New Haven Electric 
now sells more high-priced fixtures 
and Shemitz has been able to cut down 
the number of lines carried to use na 
tional advertising more effectively. The 
company’s contractor trade is enthusi 
ASTIC and very Ccoope rative, and custom 
ers are coming from greater distances 


every day 
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General Purpose one, two or 
three pole Dust Tight 


GROWING in usage 


all the time... 


_.. BECAUSE THESE CIRCUIT 
BREAKERS ARE HYDRAULIC-MAGNETIC 


ONE. FAC I that HEINEMANN Circuit Breakers are 








unaffected by ambient temperature is the greatest reason for 
the growing demand. Time delay for starting inrush and 
momentary overloads is provided by a_ hydraulic-magnetic 
operating principle . climinating thermal elements, thus also 
climinating the need for de-rating to compensate for tempera 
ture change. HEINEMANN Circuit Breakers are unaffected by the 
summer heat or winter cold by adjacent heating pipes or 
open windows 

No need for de-rating also, in effect, increases your power 
capacity because you can always carry the full safe rated load 
of the wires 

All these enclosure types are available for the growing busi 


ness in the HEINEMANN Circuit Breaker line 


Send for literature. HEINEMANN ELrecrric Co., 132 Plum 


Street, Trenton 2, New Jersey 


don’t use heat... USE POWER 


HEINEMANN Circuit’ Breakers 
C) ne two and three pole 
10 millamps to LOO ampere 


Outdoor Service Equipment 
to 100 amperes 


Auxiliary Explosion-proof Housing 
one or two circuit breakers 





one, two or three pole 





Explosion-proof (Class |, Group D) 
. one, two or three pole 





Explosion-proof (Class 1, Group D) 
one, two or three pole 





Safelet also available with pilot 
light and receptacle 





Indoor Service Center 








Temporary 
Service Unit 
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ABOLITE 


_ FIRST TO DESIGN 
wit, A REFLECTOR WITH 


sors 





WHITE REFLECTS MORE LIGHT 
Abolite reflectors are made with gen- 
uine Titanium type porcelain enamel 
to give that whiter than white appear- 
ance and long lasting reflecting value. 
In addition to standard green shell, 
Abolite reflectors are available in an 
all white — whiter than white, chip 


AUTOMATIC 
AIR CIRCULATION 


Abolite engineers designed this new reflector, based on 
the principle that a “heat source,” properly ventilated, 
automatically sets up its own air circulation. The lighted 
lamp in the Abolite reflector automatically starts the air 
circulation cycle. Heat, generated by the lamp, attracts 
colder air which circulates around lamp and thru vent 
slots of reflector. This air circulation keeps lamp at reason- 
ably low operating temperature thus providing maximum 
lamp life. Airborne dust, dirt and grime has no chance 
to become motionless and settle on reflector surface but 
is carried out thru vent slots. Reflector stays cleaner — 


. . I ae . “a Pes . ae : 
proof, porcelain enamel, — good for longer. No dirt-fogging, discoloration. Result — high 
= téesione lighting efficiency — low maintenance costs. These are 

features your customers will like! 


U0 


Other ABoute (724 


THE THE BROODER 


OUTLET BOX PROTECTO FARM-UTILITY 
acaene JIFFYLITE REFLECTOR aaa 


i ee XX 
oo 



































SOLD ONLY 


THROUGH OL T E 


ELECTRICAL — 
CGATEHNEI DIVISIO 
WHOLESALERS a ost 7 7 N 


THE JONES METAL PRODUCTS CO., West Lafayette, O. 
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MOLDED-ON 
ATTACHMENTS 
ON No. 18, 
16 or 14 
TYPE “‘S" 
RUBBER CORD 


HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


e for POWER TOOLS 


Sd LAWN MOWERS 


- & HEDGE CLIPPERS 





“‘POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 
Lengths from 10 to 100 feet 
.. . only “POWR-KORD” offers the complete safety 
of molded-on attachments... every component part 
pally Ul hated! 
ORDER FROM YOUR ROYAL WHOLESALER — TODAY 


ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET - RHODE ISLAND 


Manufacturers of WIRE ® CORD SETS © FUSES * WIRING DEVICES 
and DECORATIVE CHRISTMAS LIGHTING 
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again and again 


better seein g is achteved with EYE- 
COMFORT® luminatres by CURTIS 


These photographs illustrate how Curtis engineering and 
design keep pace with progress. When incandescent lighting 
was indicated, the Curtis “Winner” was the choice. Years 
later, to assure continued “Eye Comfort® illumination in 
completely modernized areas, the new Curtis “Princess” lu- 
minous indirect fluorescent unit was selected. 











The new Curtis “Princess” luminous 
indirect luminaires have Curtis qual- 
ity construction and workmanship 
throughout . . . with wire channel con- 
structed of heavy gauge steel finished 
baked white “Fluracite” enamel. Side 
panels are fine ribbed durable poly- 
styrene plastic to softly diffuse the light 
and provide low-brightness ratios be- 
tween the ceiling and luminaire. Curtis 
“Princess” luminaires are available to 
accommodate all 4’, 5’ and 8’ fluor- 
escent lamps. Send coupon for com: 


plete descriptive information. 





CURTIS LIGHTING, INC. 


Dept. 844-19, 6135 West 65th Street 
CHICAGO 38, ILLINOIS 

Nome 

Compony 


LIGHTING, INC. Address 


City__ 
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Hard-Hitting Selling Aids pave salesmen’s way. 
Here, three-dimensional viewer, color slides, 
cut-a-way bearing and special booklets help 
impress customer with results of new “See 
Thru” motor greasing test. It’s boosting 
Life-Line Motor sales. 


Dramatic “See Thru’ Test bares true facts 
on motor bearing greasing—shows that 
the best way to grease a modern motor 
is DON’T. This proves the advantages 
of pre-lubricated Westinghouse Life- 
Line Motors. 
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This man’s looking 
at more profit for you 


Behind every Westinghouse distributor product 
are practical, hard-hitting selling aids and 
advertising. 

For example: A dramatic “See Thru’ test— 
exploding old-fashioned ideas on motor greas- 
ing—is now boosting Westinghouse Life-Line 
Motor sales. Full-color, three-dimensional slides, 
cut-a-way bearing demonstrators and descriptive 
booklets help you impress the revealing test 
results on your customers. 

Other aggressive selling tools, like the Life- 
Line Starter Blindfold Test, sample product kits 
and distributor point-of-sale displays are doing 
an effective back-up job. Coupled with colorful 
product literature, they help provide on-the-spot 
proof of Westinghouse quality and dependability. 


Add to this effort powerful, brand-building 
national advertising—featuring the complete 
Westinghouse distributor line in important trade 
magazines. Throughout each year, these ads 
reach out to pre-sell your customers and pros- 
pects in the industrial and commercial markets. 

Supporting the entire program is expert engi- 
neering assistance. Westinghouse application 
engineers stand ready to help you and your 
customers ...on any installation or application 
problem ... when and where you need them. 

For full information on the complete Westing- 
house distributor line as well as the selling aids 
behind it, call your nearest Westinghouse office 

. or write to Westinghouse Electric Corpora- 
tion, P.O. Box 868, Pittsburgh 30, Pa. 1-94965 


you can BE SURE...1¢ is 


Westinghouse ey 


Life-Line Starter features fewer parts—all 
front removable to simplify installation 
and maintenance. On-the-spot proof is 
given with unusual Blindfold Test. It 
is available to all Westinghouse dis- 
tributor salesmen. 


New NPLAB Plug-in Panelboard requires 
less space, yet provides same circuit 
capacity for lighting and appliance 
applications. Product samples, direct 
mail campaign and back-up literature 
serve as effective selling aids. 


Life-Line Cap-2 Motor — providing high 
starting torque for heavy, single-phase 
jobs—features pre-lubricated bearings. 
New “See Thru” test and special selling 
tools, pictured at left, help salesmen 
demonstrate product advantages. 
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ONE MANUFACTURER... 
ONE RESPONSIBILITY 


Guarantee “Fluorescent at its Finest” 


SYLVANIA 
FLUORESCENT 
LAMP HOLDERS 
WARREN, PA. 


SYLVANIA FIXTURE PLANT 
AT WHEELING, W. VA. 
(METAL FABRICATING, 


PAINTING, ASSEMBLY) ‘4 ZF 
vi — _ —wh 
SYLVANIA 


FLUORESCENT TUBES 
FROM DANVERS, MASS. 


SYLVANIA 
INCANDESCENT LAMPS 
FROM SALEM, MASS. 


SYLVANIA 


FLUORESCENT BALLASTS \ Y, : , 
FROM IPSWICH, MASS. \ ou’re bound to get the finest possible perform- 


ance from Sylvania Fluorescent Fixtures because 
Sylvania designs, manufactures, and quality checks 
SYLVANIA ‘every component and unit in specialized Sylvania 


Vi b ‘ 
J FLUORESCENT starters || |S . 
4, fROM WALDOBORO, MAINE plants. 


This one responsibility assures perfect coordina- 
tion, perfect fit, perfect operation, quick and easy 
installation .. . and naturally, the highest quality. 

A complete line 


Remember, the Sylvania fluorescent fixture line 
is a complete line. Styled and designed for every 
need . . . for offices, factories, stores, schools, and 


PEVUUUUUUSUUUUUUEUUUY | homes. 


SYLVAMIA 


Sylvania Electric Products Inc., 1740 B’way, N. Y. 19, N. Y. 


T 


FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT BULBS; RADIO TUBES; 


JS SlSlSLOASAOAOASASASASASASASAOASASAO) TELEVISION PICTURE TUBES; — Temes; RECS TEST EQUIPMENT: 








Backed by the Broadest Guarantee 
in the Lighting Industry 


Sylvania Fluorescent Fixtures are covered by a 
complete written guarantee which includes every 
unit and part. Tubes, starters, ballasts and all 
other components are guaranteed for one entire 
year from date of installation. 


peo ww YH ws 





GODS SA SASASASASAS, 
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1) ANOTHER BIG GENERAL ELECTRIC 


MARCH Is ” PROMOTION 


eaturinc G=E WHITE LAMPS! 


“with to Cok Whit 








——-— 6 


0) con 





Leateny es fer eveny ; 


"Q” COAT MAKES 
GE WHITE LAMP 
1 EASIER ON EvES 


a ‘ HERE’S just a few days left until the biggest 
General Electric lamp “Blitz” Promotion of 
them all hits your town! It’s on the popular G-E 
White Lamps with their famous “Q” coat that 
softens shadows, reduces glare. 

These lamps have been among the top sellers 
ever since first introduced by General Electric. 
And now that they’Il be featured across the board 
in G-E advertising for three weeks straight, 
they'll sell even faster. 

Ads in LIFE, LOOK, commercials on radio 
and the Jane Froman TV Show will pack tremen- 
dous selling power into the three week campaign. 


*52 ‘BLITZ’ RAISED SALES TO 5 TIMES 
NATIONAL AVERAGE! 


During last year’s White Lamp promotion, Gen- 
eral Electric kept detailed sales figures for 71 
retailers in Charlotte, North Carolina who tied- 
in with counter and floor displays. 

The results are amazing! WHITE LAMPS 
ACTUALLY OUTSOLD REGULAR 60 AND 
100-WATT BULBS . . . and SALES OF THE 
REGULAR LAMPS WERE MUCH HIGHER 
THAN NORMAL! 

Right now is the time to make sure your cus- 
tomers will have plenty of 60 and 100-watt G-E 
White Lamps on their shelves during this year’s 
“Blitz”. Start taking orders today! 








TV RADIO 





2-page spread 1-page Jane Froman Show Spot announcements 
March 9 March 10 March 5-12-19 in key areas 




















All this advertising is timed to''sell” homemakers just when they're beginning Spring 
cleaning. Urge retailers to set up White Lamp displays. Remind them that every 
White Lamp sale is a natural lead into sales of other Spring cleaning products. 


GENERAL @@ ELECTRIC 
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No. 2035 
If you want a small, com- 
pact switch that really 
stands up, get this all 
bakelite, Flush Toggle 
Switch with box screws 
mounted in ears. Single 
pole, brown or ivory. 
Easy to install. Wide ears 
are scored. 5A-250V— 


10A-125V.(T 


e a 


ae) 


No. 9101 
Perfect if you want 
a Flush Toggle 
Switch for extra 
rugged use. All 
bakelite — totally 
enclosed—top 
wired — has posi- 
tive kick off. Brown 
or ivory. Also in 
three way. 5A 
250V-—10A-125V 
= 


Write for our 
No. 


i, 


No. 109 
Ideal if you wanta 
flush duplex, T-sJot 
seceptacle with 
plaster ears that is 
quickly installed 
Box screws 
mounted in ears. 
All bakelite body 
in brown or ivory. 
10A-250V — 15A- 
125V. 


new Catalog 
18 


You cantrvs it... 


ese Circle F wiring devices meet 
all federal specifications, and all 
requirements of the REA and CSA. 
They have earned approval of the 
Underwriters Laboratories. 


can soll if... 


Circle F means wiring devices manu- 
factured from the best grade of 
materials—by skilled labor—and 
thoroughly tested and inspected. You 
know you're selling the best when 
you sell Circle F. 


No. 136 
You'll find this Duplex 
Flush Receptacle easier 
to install because box 
screws are mounted in 
ears—binding screws 
are backed out. Wide 
@ars are scored. All 
bakelite—brown or ivory 
~—double contacts. 10A- 
250V—15A-125V. 


CIRCLE F MFG. CO. 


TRENTON 4, NEW JERSEY 


WAREHOUSES 


Chiecago—4920 West 








Madison St 
Atianta—454 Marietta St.. N.W 
San Franciseo—Ai5 Seventh St. 
Los Angeles—436 Colyton St 
Montreal, Canada—75 Hodge St 
Ville-St.-Leurent Quebec 
Representatives in all principal cities. 





THE 


200 AMPERE 


HCI 
SAFETY § 


, = the addition of the new 
200 ampere size you can now meet 
98% of your switch requirements 
with Trumbull heavy duty HCI 
switches. This is of first importance 
to users who plan their installations 
as long-range investments in eco- 
nomical operation. 


From the day you buy them they 


WITCH 


deliver complete circuit protection, 
complete personnel protection, 
easier and simpler installation and 
maintenance. And that’s not all. 
The Trumbull HCI heavy duty 
switch line is not only built for 
extra long life under severe usage 
— but deliberately designed to far 
exceed the present requirements of 





pm 


heavy shorts. 
@ Rugged handle 


is off and door is open. 


terior unit. 


Features & Facts 


@ Self-contained, removable pole units of ex- 
elusive arc-quenching and heat dionnpeie 
design assure quick-break and withstanc 


has releasable interlock, 
and is designed to take th ree 
@ Complete safety agaist accidental an 
tacts. No live parts exposed when switch 


@ Ample wiring space, easily removable in- 


most users — your guarantee of a 
sound investment for the future. 


Leading Electrical Distributors 
everywhere stock Trumbull equip- 
ment. See your local Trumbull dis- 
tributor for top values and for alert 
and cooperative service. For com- 
plete descriptive literature, write 
for Bulletin TEC-17. 





padlocks. 
con- 





@ Underwriters’ Laboratories, Inc. listed. 


Concentric Knockouts — Convenient, Cost Saving 


Concentric knockouts, permit accurate 
location of conduit entrances for easier, 
faster installation. They permit maxi- 
mum standardization in manufacturing 
and minimum distributor stocking, thus 
contributing to lower prices. 


This standardization also helps the distributor to give you 
prompt delivery in accordance with your specifications. 


@ Available in 30, 60, -_ 200 ampere 
ratings; fusible and no fuse. 

@ Meets NEMA Type A and 1A Standards. 

@ Convenient concentric knockouts. 


TRUMBULL eee cr Rit 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 











A MESSAGE TO AMERICAN 


INDBUSTRVYe ONE OF A 


SERIES 


PROSPERITY IN THE USA: 
How Wealthy Are We? 


Again, how prosperous are the people of the 
United States? 

This is the third of a series of messages de- 
voted to this crucially important and much- 
debated question. The first two messages dealt 
with what has been happening to our national 
income, both in terms of its growth and how 
it is divided among individuals. 

This third message deals with what has been 
happening to the resources — factories, farms, 
mines, and equipment of all kinds—out of 
which income is created. It deals with what 
economists call our wealth. 

It is possible for a nation to enjoy apparent 
prosperity for a time by rapidly exhausting its 
resources. But to sustain prosperity over the 
long pull a nation must see that its wealth is 
not dissipated. Hence what is happening to our 
wealth now is a harbinger of what is going to 
happen to our prosperity later on. 


How Wealth is Measured 


It is often asserted that the most vital ele- 
ment in a nation’s wealth is its people. There 
is a lot in this idea. For example, the full value 
of a country’s hospital and surgical equipment 
depends on its physicians and their skill in 
handling the equipment. 

However, no one has ever devised a satis- 
factory way to put a value on human beings. 


So people are omitted from calculations of 
national wealth. So, too, is military equipment. 
It is regarded as basically destructive and 
hence not a real addition to wealth. Otherwise, 
the wealth of a nation is calculated in terms of 
the dollar value of its physical resources. 
The following chart shows the wealth of 
the U.S.A. at various intervals during the 
past 50 years. For the period through 1948 the 
figures come from a pioneering study by Ray- 
mond Goldsmith of the National Bureau of 
Economic Research, which is widely regarded 
as the foremost organization in its field. The 
figures since 1948 are estimated. To remove 
the effect of price changes, all of the wealth 


figures are calculated in 1929 prices. 





(Billions of 1929 Dollars) 

600 ;-——+ 

>| | | | } 

525 | 4 i a L ———E 
How the National Wealth Has Grown 
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1910 1920 1930 











From this chart one fact stands out clearly. 
It is that since 1929 our national wealth has 


not been increasing as steadily as it did during 
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earlier periods. Indeed, in 1946 our total na- 
tional wealth was actually less than it was in 
1929. Only in the last six years have we been 
able to make any consistent additions. 

Even these gains are less impressive when 
the growth in our population is taken into ac- 
count, as illustrated by the following chart. 





(1929 Dollars) 
3,500 | 


Wealth Per Person 





— 
































2,000} —}— fp — 


7 0+ i I fs ' | on . = . 
| 1896 1900 1910 1920 1930 1940 0 | 





This chart makes it clear that when the 
nation’s wealth is divided by the population, 
we are slightly worse off per person today 
than we were in 1929. This is the case in spite 
of the large additions to our national wealth 
since 1946. 

Depression and war are the two principal 
reasons we have made no progress in increas- 
ing our wealth per person since the 1920s. The 
depression brought mass unemployment and 
greatly reduced production which ruled out 
any increase in wealth. During World War II 
and again during the post-Korean mobilization 
program, U.S. production has reached new 
peaks. But a considerable portion of this rec- 
ord breaking output has been in the form of 
military equipment, which is not included in 
an accounting of national wealth. Consequent- 
ly, we have been unable to regain the level of 
wealth per person which we had in 1929. 


A Brake of Prosperity 


What does this failure to raise our wealth 
per person mean? It means that we have fewer 


resources with which to create income for each 
individual. It means that we have made no 
progress in the crucial task of assuring future 
increases in prosperity. 


As the second editorial in this series demon- 
strated, we have gone so far in equalizing in- 
dividual incomes that “the possibilities of in- 
creasing the income of the rest of the people 
by ‘soaking the rich’ have largely disap- 
peared.” From now on the only promising way 
to increase our individual incomes is to in- 
crease our national earning power. 


During the past four years it has taken 
about $3.60 of national wealth to yield $1 of 
income after taxes. This is a low figure for 
the wealth needed. Prior to World War II 
there were long periods when it took at least 
$5 of national wealth to produce $1 of national 
income. The experts in this field are by no 
means certain that it will not again take $5 
rather than $3.60 of wealth to increase income 


by $1. 


But let us assume that $3.60 of wealth will 
suffice to provide $1 of income in the years 
ahead. If by 1960—seven years from now — 
the income of the average American is to be 
increased from about $1490, where it stands 
at present, to $2000, we must add $310 billion 
to the national wealth. This is nearly three 
times as much as we have added to our wealth 
since the end of World War II, seven years ago. 


Because we have made large additions to 
our productive equipment in recent years, 
fears are frequently expressed that we shall 
soon be plagued by an excess of such equip- 
ment. But the facts about our national wealth 
do not support this conclusion. They indicate 
that we still have ahead of us a tremendous 
job of increasing our resources if the Ameri- 
can standard of living is again to resume the 
steady climb which was interrupted by de- 
pression and war. 


McGraw-Hill Publishing Company, Inc. 
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NEWS OF THE INDUSTRY 
Keps Electric, Pittsburgh, Sold 


PA.—The signing 
between W. F 


PITTSBURGH, 
of sales agreements 
Rockwell, Jr., representing a group of 
Pittsburgh and New York manufactur- 
ers, and Edward J. Kelsky, has con- 
firmed reports that the Keps Electric 
Company, a large distributor of whole 
sale electrical supplies in western Penn- 
sylvania, has been sold. An announce 
ment said that Keps Electric will be 
merged with the Tydings Company, 
electronic equipment, Pittsburgh 

Joseph Elias, of New York, who has 
had considerable experience in the re 
tail and wholesale business will head 
the organization. He is one of the in- 
vestors and stockholders in the newly 
purchased company. All personnel will 
remain and Mr. Kelsky will continue 
is consultant. 

Mr. Rockwell is president of the 
Rockwell Manufacturing Company and 
a stockholder in many concerns in 
Pittsburgh and other parts of the coun- 
try. He headed the group of investors 
who bought Keps Electric Company 

The firm is a distributor of electrical 
supplies, TV sets and appliances 


PRESIDENT Edward }. Kelsky (left) signs the agreement selling Keps Elec 
tric Co., Pittsburgh, to a group of investors headed by W. F. Rockwell, Jr 
(right), president of the Rockwell Manufacturing Co. Keps Electric will 
be merged with the Tydings Co., also of Pittsburgh. Joseph Elias of New 
York, 


(standing) will head the new organization 


T & B Tailors Operations 
To Meet Wholesaler Needs 


ELIZABETH, N. J 


and separate sales service department 


A complete 


devoted exclusively to expediting and 


following up orders, large and small, 


has been announced by the Thomas & 


Betts ¢ ompany 


Long a staunch supporter of exclu 


sive wholesaler distribution through 


T & B plan, the 


; 
such polic ies as the 


company expects to help him secure 
his hold on future business by reor 


ganizing its Operations to meet his 


changing market needs. Thomas & 


Betts thinks that it may set an indus 
GRAYBAR ELECTRIC COMPANY'S board of directors met recently in San 
Francisco. Seated (|. tor.) A. C. Lamperti, director, secretary and comptroller 
New York; W. E. Guy, director and central district manager, Chicag: 

H. Metz, director, voting trustee and eastern district manager, Long Island 
City; A. H. Nicoll, chairman of the board and voting trustee, Los Angele 

W. E. Henges, president and voting trustee, New York; G. F. Hessler, vice 
president and voting trustee, New York; and C. S. Powell, director and 


trywide pattern specifically to serve the 

wholesaler better and faster than pre 

viously possible 
Recognizing that the electrical 


wholesaler is its only customer and 


Mississippi valley district manager, St. Louis. Standing (|. to r.) H. P 
Litchfield, director and general commercial sales manager, New York; L. G 
Fields, director and southeastern district manager, Richmond: F. E. Gibson, 
director and treasurer, New York; R. W. Kimberlin, director and central 
Pacific district manager, San Francisco; }. A. Mayer, director and Atlantic 
district manager, Philadelphia; and E. W. Cashman 
president, New York 


director and vice 
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functions as its own sales department 
with nothing to sell but service, the 
company decided to help him step up 
his service to meet increasingly com 
petitive market conditions. Recently 
N. J. MacDonald, vice president, told 





the firm's employees that its objective 
for 1953 was customer service, because 
the electrical wholesaler must be kept 
in a position to compete on delivery 
with less economical manufacturers 
warehouses, some of them selling in 
direct competition with him. Business 
in the next few years, said MacDonald, 
will depend on delivering the goods in 
the shortest time. His remarks co 
incided with the announcement that 
the company had established its new 
department 

The new department reports directly 


THE TWENTY SEVENTH Annual New Year's party sees the U. S. Electrical to Edward C. Hewitt, general sales 
Supply Company, New York City, celebrating its banner year. Seated at the manager. Its basic function as de- 
head of the banquet table are partners Jack Tucker (light suit) and Phil scribed by its head, George Edwards 
Meyerson (dark suit). Flanking them are their sons, Milton S. Tucker on is to ride herd on an order from the 


the left and to the right, Marvin Meyerson time it arrives at the plant to delivery 


~ Federal Hits 10 Million 


\ 
| HERES TWE- \ Mark In Circuit Breakers 

ror © NEWARK, N. J.—Federal Electric 
10,000 0001h j Products Co., recently celebrated the 
Te manufacture of its 10,000,000th Stab- 
lok circuit breaker. This production 
represents enough breakers for 1,660.- 
000 homes, says the company, or about 
half of all the new homes built during 
the past 214 years, when the first cir 

cuit breaker was sold. 

The Stab-lok circuit breaker consists 
of a switching mechanism and a ther- 
mal-magnetic overload device. It is sold 
at a level of approximately half of the 
cost of comparable breakers 214 years 
ago. This great cost reduction, says 
Federal Electric was accomplished by 


the widespread use of unique mass 
ALL SMILES is L. W, Cole, (left) chairman of the board of Federal Electric production machinery. 
Products Co., as he presents the 10,000,000 Underwriters label placed on 2 eee : 
Stab-lok circuit breakers to his son T. M. Cole, president of the company. The a breaker - capable of in- 
H. J. Vorzimer (right), executive vice president of the Federal organization, . ‘€rrupting 5,000 amperes and operat- 
beams his approval ing at least 10,000 times 


Scenes At The Essex Electrical League’s Annual Luncheon 


ENJOYING A LAUGH at the Essex Electrical League’s Annual Also having a good time are Joe Ward, Dr. John S. Bonnell, 
Luncheon is this cheerful group which includes (I. to r.) Glen E. M. Lacey, former league president, Joseph McCarthy, 
Campbell, Bill Devers, League President Charles McKew Program chairman, and Robert B. Sayre. Despite inclement 
Parr, Sr., Watson Tait, Jr., Arch Cooper and Henry Steinmetz weather 583 members and guests attended 
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VAPOR-TIGHT BOX 


Killark Electric Mfg. Co., St. Louis 
13, Mo. 


This new vapor-tight box is 4 in. in 
diameter, with models from 15 to 31% 
in. deep. It can be furnished with 
either a blank or hub cover. An adapter 
plate can also be supplied which is 
designed to take Killark vapor-proof 
lights or any outlet box device for 314 
in. or 4 in. outlet box. It will take up 
to 1 in. conduit sizes 


ATTIC FAN 


Hunter Fan and Ventilating Co., 
400 S. Front St., Memphis 2, Tenn. 


Package attic fan requires 18 in. attic 
clearance. Rubber cushion is designed 
to provide an air seal and insulation 
between the fan frame and floor. No 
suction box is necessary and no screws 
or belts are needed to hold the fan in 
place when set on the attic floor. The 
air ratings of the fan, which comes in 
three sizes, are: 24 in. fan, 5000 cfm.; 
30 in. fan, 7000 cfm.; 36 in. fan, 
10,500 cfm. 





PHOTOFLASH BULB 
111 





Amplex Corp., Water St., 


Brooklyn 1, N. Y. 


Small size photoflash bulb was de 
signed principally for all fixed-focus 
cameras and for synchronized shots up 
to 1/100 of a second. The bulb is of- 
fered in two sizes—6,000 and 11,000 
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Jumen seconds—and features the use 
of hydronalium wire-fill. It fits all ex 
isting bayonet type sockets and stand 
ard reflectors. 


OVERLOAD RELAY 


Heinemann Electric Co., 438 Plum 
St., Trenton 2, N. J. 





A sealed silicone time element in the 
overload relay is designed to combine 
extremely high speed operation under 
dangerous conditions with time delay 
for starting inrush. The unit, provid 
ing a definite high speed response 


point at eight times the rating, can be 
furnished with time delay curves to 
match the characteristics of the pro- 
tected equipment. The relays are in- 
sulated for 440 volt service with coil 
ratings from 1 to 100 amps. Weight 


6 0z 


CAPS AND CONNECTORS__ 


Royal Electric Co., Inc., Pawtucket, 
R. 1. 


New 3-wire turn-and-pull polarized 
caps and connectors are U. L. listed and 
rated at 20 amp., 250 volts; 10 amp., 
575 volts, and will fit other standard 
makes of interlocking devices. De 
signed for installations where the lock 
ing feature is desirable, these devices 
have adjustable cord grips for cord 
diameters from .325 in. to .562 in., 
and are used primarily with heavy 
duty, rubber-jacketed service cords 


AM-FM RADIO 


RCA Victor Div. of Radio Corp. of 
America, Camden, N. J. 





Separate AM and FM tuning dials and 
separate built-in receiving antennas for 
the two services feature this new table 
radio. A tone 
control suit 
listener's taste and a phono-jack makes 


continuously variable 


permits adjustment to 
ossible the attachment of a record 
f 

player 


LUMINAIRES 
Garden City Plating & Mfg. Co., 
1750 N. Ashland Ave., Chicago 22, 
Ill. 


General diffuse type luminaires come 
in two and four lamp units and are 
available for standard or slimline 
lamps. The louvers are lowered by re 
leasing the spring catch at either or 
both ends. A 14 in. drop chain sup 
ports the luminaire in the lowered po 
sition. Only one end of the unit need 
be lowered for relamping. The side 
panels come in plastic, metal or il 
luminated metal 





re. 

ae 
SWITCH 
McGill Mfg. Co., Valparaiso, Ind. 


~~ 





This switch is rated 6 amp., 125 volt 


capacity. Only % in. thick, it is lever 





operated from any angle. It is mounted 
without screws and is adaptable for 
individual control of incandescent and 
fluorescent lighting and for FHP motor 
control. A one piece molded phenolic 
case is designed to make the switch 
easier to wire and install 


HAND MIXER 


Landers, Frary & 
Britain, Conn. 





Clark, New 


Five different mixing speeds are pro- 
vided by the hand mixer. It is gover- 
nor-controlled so that even at slow 
speeds the motor is operating under 
full force of the rated voltage. The 
unit has a positive off position on the 
slide and the speed control is designed 
to be moved by finger tip. The mixer is 
ventilated through louvers in the back 


3-WAY CUBE OUTLET 


Star-A Electric Mfg. Co., Inc., 269- 
271 Meserole St., Brooklyn 6, N. Y. 


Heavy Bakelite constructed, U. L. ap- 
proved, 3-way cube outlet has solid 
bronze contacts and solid brass blades. 
It is rated 10 amp., 250 volt and 15 
amp., 125 volts. The outlet also comes 
in extension cord sets. They are avail- 
able in brown or ivory 


ELECTRICAL TAPES 


Industrial Tape Corp., New Bruns- 
wick, N. J. 





Five new electrical tapes all have heat- 
curing masses. They were developed 
under the requirements of industry for 
tapes with adhesives that will not 
soften under temperatures of 300 to 
i00 deg. The tapes, available in sev- 
eral kinds of backing, include: white 
acetate cloth; acetate fiber; orange- 
yellow polyester “mylar” film; yellow 
Hatback paper; and yellow crepe paper 


TOGGLE SWITCHES 


The Arrow-Hart & Hegeman Elec- 
tric Co., Hartford, Conn. 


Both two and three position, single 
pole type toggle switches are available 
with momentary or maintained contact 
The toggle levers are supplied with 
plain, radioactive or fluorescent tips 
rhe toggle lever has a total movement 
of 40 deg. in the two position model 
and a 50 deg. movement in the 3 posi- 
tion model 








TELEVISION SETS 


Westinghouse Electric Corp., Sun- 
bury, Pa. 

Television picture adjusts itself auto- 
matically in a new line of receivers ac- 


cording to the manufacturer. A photo 
electric cell on the TV receiver's face 
constantly measures room light and ad- 
justs the picture contrast. Automatic 
area selector adjusts for local or distant 
stations. Sets have accommodation for 
new UHF channels in addition to 
built-in antennas for both UHF and 
VHF telecasts 
a ee 
} + 


z 





TOASTER 





Mc- 


Toastmaster Products Div., 
Graw Electric Co., Elgin, Ill. 


An electric motor lowers bread in this 
toaster, starts it toasting and serves it 
up. A bi-metal thermostat with a “heat 
up, cool-off” cycle compensates auto 
matically for voltage variations and 
the heat of the toaster. A control dial 
permits the selection of light, dark or 
in-between toast and also allows the 
toasting operation to be stopped at 
any time. 


RECORD COMPENSATOR ___ 


General Electric, Electronics Park, 
Syracuse, N. Y. 


Slightly larger than a two-inch cube, 
the phonograph compensator is con- 
nected between the pickup cartridge 
and the pre-amplifier. It can be 
mounted in any position and occupies 
a maximum space four inches in depth. 
A choice of five positions is provided 
on the control panel. The manufacturer 
claims that it reduces surface noise on 
early recordings and on modern record- 
ings it tends to improve reproduction 
quality. 
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WALL FANS 


Broan Mfg. Co., Inc., 1669 N. 
Water St., Milwaukee 2, Wis. 





As the fan starts a motor opens the 
insulated outer Two 
springs close the door tightly against 
a sponge rubber gasket when the cur- 
rent is turned off. A 10 in. diameter 
fan (pictured) moves 600 cfm. and a 12 
in. diameter fan moves 900 cfm. Both 
are equipped with non-radio inter 
fering, 1550 rpm., 115 volt, 60 cycle, 
a.c. motors 


door. strong 


ELECTRIC SOLDERING IRON 


The Lenk Mfg. Co., 30-38 Cum- 
mington St., Boston 15, Mass. 


Pencil type electric soldering iron is 
designed for industrial, professional 
and hobby use. The tool weighs two 
ounces and is rated at 25 and 40 watts 
It has a plastic handle, a 1g in. diam- 


eter tip and measures 71/2 ins. overall! 


AIR CIRCULATOR 


Kisco Co., Inc., 2400 DeKalb St., 
St. Louis 4, Mo. 


Hassock air circulator is 14 in. high 





and 1514 in. in diameter. It is equipped 
with a two-speed, heavy duty motoi 
operating at 1500 rpm. and 900 rpm 
Recirculating 2800 cfm. and 1400 cfm 
respectively. The unit is furnished in 
two combinations, two-tone chartreuse 
with suede black top and also two-tone 


light rose. 


PLIER KIT 


Mathias Klein & Sons, 3200 Bel- 
mont Ave., Chicago 18, Il. 





Included in a simulated leather kit are 
six new, compact pliers designed espe 
cially to meet the demands of the 
electronics industry. Each plier fur 
nished in the kit is lacquered to retard 
rust and is available with or without a 
replaceable leaf spring that keeps the 
plier in an open position, ready for 
work 


TELEVISION SET 
Motorola, Inc., Chicago 51, Ill. 





Hinged door slides into a recess above 
the television set's screen when set is 
in use. Tapered legs may be removed 
and the set placed on a table. An elec 
tronic device is designed to eliminate 
annoying interference lines. A UHF 
all channel continuous strata-tuner unit 
may be factory installed, built-in 
locally or provided as a separate top of 
set tuner, at extra cost. A wide angle 
screen is designed for more realistic 
pictures. 
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TELEVISION SETS 
RCA Victor Division of Radio 
Corp. of America, Camden, N. J. 





Provincial styling is a feature of this 
21 inch TV set. A new automatic pi 
ture and sound intensifier strengthens 
the picture and sound in difficult areas 
This 


model, one of 25 new models, has a 10 


according to the manufacturer 


inch speaker 


PORTABLE TORCH 
Appleton Electric Co., Chicago, Ul. 





Portable torch features six interchange 
able burners and tips for a variety of 
Manufacturer that the 
torch gives the hottest flame tempera 


jobs claims 
ture of any hand torch. The unit comes 


with “throw away” tanks. It is operated 
by simply turning the valve and light- 


ing the torch 


WS, 
MMB 


LUMINAIRE 


Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 





A shallow surface luminaire is only 
3 5/16 in. deep. The luminaire, which 
can be used in both slimline and stand 
ard fluorescent lamps, comes in 4, 6, or 





8 foot lengths. The unit has translucent 
side panels, employs a lead-lag ballast 
and the hinge down louvers provide 
35 degree shielding both crosswise and 
endwise. It may be mounted in rows 


or individually. 





UPRIGHT FREEZER 


Motor Products Corp., Deep-Freeze 
Appliance Div., N. Chicago, III. 





Condenser and refrigerant coils are 
placed on the underside of the shelves 
of the upright home freezer. A single 
temperature dial at the top enables user 
co set the freezer at ten levels of cold 
from 0 to —10 deg. High density 
Fiberglas insulation used throughout. 
Trigger-type, self-sealing doorlatch. 


POWER LAWN MOWER 


Midwest Mower Corp., 1006 Olive 
St., St. Louis 1, Mo. 

Reel-type power lawn mower has a 21 
in. cutting width and a 4 cycle, 1.6 hp. 
air cooled engine. “Stop and Go” 
fingertip controls are designed to give 
the operator complete control of the 
mower at any speed. Positive action 
pawl type clutch is claimed to elimi- 
nate “jack rabbit starts.” The adjustable 
cutting height is from ¥2 in. to 2 ins. 


Fluorescent Fixtures — The reflector 
can be moved to any number of posi- 
tions, thus directing the flow of light, 
in a new fluorescent fixture. The unit 
is made for both 20 and 40 watt lamps. 
Duro-Test Corp., North Bergen, N. J. 


Utility Lights—Lamp assembly on all 
models of the utility light may be de- 
tached for use as a portable extension 
light. The reflector revolves in a com- 
plete circle and is permanently attached 
to the handle. Hospo Organization, 
Inc., 1850 W. Washington Blvd., Chi- 
cago 12, Ill 


Container Markers—Labels stick fast 
to glass, metal, wood, plastic or ceramic 
containers without moistening. Made 
of cotton cloth, silicone plastic-coated 
labels are not affected by most mate- 
rials the container may hold. W. H 
Brady Co., Milwaukee 12, Wis 


Transformers — Encased dry type 
lighting and general purpose trans- 
formers are designed for 60 cycle oper- 
ation and are supplied with wiring 
diagrams attached to the inside of the 
case. Universal Mfg. Corp., Paterson, 


N. J 


Drill—Self cleaning action of the drill 
is due to the shallow, oval spiral and 
overhang on the tip which keeps parti- 
cles moving out of the holes. The drill 
is tipped with carboloy cemented car- 
bide. Carboloy Dept., General Electric 
Co., Detroit 32, Mich 


Air Conditioners — An all season 
weather control is a feature of a new 
line of air conditioners. The line con- 
sists of three units: 14 ton; 34 ton; and 
1 ton capacity. Cory Corp., Chicago 1, 
Ill. 


Automatic Washer — Agitator type 
washer has been added to a line of 
automatic clothes dryers in order to 
provide distributors and dealers with 
matched units. Production is scheduled 
for May. Hamilton Mfg. Co, Two 
Rivers, Wis 


Fire Alarm—Electric warning device 
is hung on wall near fire hazard and 
plugs in 110-120 volt, a.c. outlet. Uses 
current only when set off by flames or 
excessive heat. Automatically resets 
itself when fire is extinguished. R. J 
Schuler Associates, Grosse Pointe 
Branch, Detroit 36, Mich. 


Home Laundry Equipment—Auto- 
matic clothes washer with two-cycle 
dial control; an improved electric 
clothes dryer; and a rotary cabinet 
ironer are included in a new automatic 
home laundry equipment line. Hot- 
point Co., Chicago 44, IIl 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


e ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


se combined circulation 


ho 
ys of your 


reaches many 


important customers 


ADS LIKE THESE every month 
. plus DIRECT MAIL 
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, sat out to them 
explain and poin 


T & B product features. 

Ss THEM, TOO, that T&B 

available only 
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7312 


REMIND 
products are 


from you -- 
distributor. 
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es Manoger 


TS CO. 


General Sol 


The THOMAS & BET 
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IT’S THE MARK OF AN 
AUTHORIZED DISTRIBUTOR 


The complete line of T &B fittings for con 
ductors and raceways is sold only by rec 
ognized electrical wholesalers. It's our 
way of assuring you the service and sav 
ings of a friendly local source. Call him 
for all your electrical needs 3 
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YOU CAN MAKE 30 DIFFERENT 


T&B GROUND FITTINGS 


Just combine the proper hub and clamp and you'll 
meet almost any grounding need 


You can run conduit-protected ground wire through conduit from '%” to 1 
ground both conduit and wire to any water pipe from '” to 6 

You can ground #8, 6 or 4 armored wire to the same range of pipe sizes 
Just bolt an armored-wire hub to the right size « lamp 

Or vou can attach #8, 6 or 4 bare wire to the solderless rip on the clamp 
no hub needed 

T&B hubs and clamps have built-in solderless connectors. They're easily 
installed with wrench or screwdriver. Teeth on hubs and mps permit locking 
at any angle Clamps can be used alone with bare nd conductor up to t wire 

UL approved meet 1951 NEC Code. And. lik | & B quality fittings 

they're designed for lowest installed cost. Check for yvourse] vrite for a free copy 


of Bulletin =65 covering the complete line of T & B cable and raceway fittings 
| 


THE THOMAS & BETTS CO. 


INCORPORATED 20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 





CABLE CLAMP on 


Holub 
Ill. 


Non-inflammable plastic cable clamp 
can be opened to any dimension for 





Industries, Inc., Sycamore, 


easy sliding over wires, cable pipe or 
tubing. The edges are rounded to pre- 
vent damage in insulation. The clamp 
eliminates the need for lock washers, in 
many cases, because it is resilient. They 
stock ranging 


are made in 17 Sizes, 


from vg in. to 1'%4 in. 


INSULATION COMPOUND___ 


Minnesota Mining and Manufactur- 
ing Co., St. Paul 6, Minn. 


Putty-like electrical insulating com- 
pound comes in a roll and is applied 
like tape. The black, 'g in. material 
fuses into a void-free mass after appli- 
cation. It is designed to insulate and 
pad sharp edges on bus bars, built up 
splices, etc. The compound has a di 
electric strength of 350 volts per mil 
100,000 


insulation resistance of 


cok 
ae 


and 
megohms 


PIT-SUBWAY LIGHT 


The Pyle-National Co., 1334 N. 
Kostner Ave., Chicago 51, Ill. 

The reflector of the pit and subway 
light can be pivoted to adjust the angle 
of the beam 18 deg. upward or down- 


Heat 

resisting front glass is plain, designed 
& i i ; 

make 


ward from center. and impact 


to reduce reflection losses and 
cleaning easier. Hinged, heavy guards 
are optional. Drainage slots are pro- 
vided on the cover to avoid standing 
water. 





WATER HEATERS 
) 


General Electric Co., Louisville 2, 
Ky. 

Table-top water heaters have the hot 
and cold water inlets plus the electrical 
connection located at the top. An ex- 
ternal control on the unit's front is for 
adjusting water temperature. The glass 
fiber insulated heater has a cold-water 
baffle to stratify the incoming cold 
water and thereby minimize the mix- 
ing of the cold water with the hot. A 
uniform water 


thermostat maintains 


temperature. 


MOBILE AMPLIFIER 


Bell Sound Systems, Inc., 
Marion Rd., Columbus 7, Ohio 





555 


Phono-top, portable amplifier includes 
a second microphone input and fea- 
tures a bifilar-wound trans- 
former which allows the use of four 
sets of vibrator contacts. The amplifier 
operates on 117 volts, 60 cycles a.c. or 
6 volts d.c. and delivers 25 watts audio 
output, with a peak of 38 watts. The 
two microphone inputs and the built- 


pe wer 


in phono have separate volume con- 
trols so that intermixing of the inputs 
can be controlled at any desired level. 


bad 
op 
| come ] 
& 


IMPRINTED FUSE 


Chase-Shawmut Co., Newburyport, 


Mass. 


Cartridge-type fuses have the voltage, 





type, Underwriters label, catalog num 
ber and manufacturer's name machine 
printed right on the barrel. Color bands 
around the tube indicate the voltage 
Quick identification plus 
smear-proof printing are the advan- 


and easy 


tages of the imprinted fuse. 


VARIABLE SPEED DRIVE 


Arrow-Hart & Hegeman Electric 
Co., Hartford, Conn. 


The electronic variable speed drive is 
for fractional horsepower motors. It 
consists of an electronic adjustable 
speed control unit driving a_ series 
motor. The optional dual range feature 
makes speeds from 100 to 3500 rpm 
available. The motor can be started, 
stopped or dynamically braked and can 
be rapidly accelerated to pre-set speeds. 


LIGHTING FIXTURES 

Leader Electric Co., 3500 N. Kedzie 
Ave., Chicago 18, IIL. 

Surface-mounted lighting fixtures are 
available in The units 
may be used singly or mounted side by 
side or end to end. Bottom panel con- 
sists of injection-molded plastic louver 
(40 deg. by 40 deg. shielding) hinged 
to swing down for easy maintenance 


various sizes 
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Now CUTLER-HAMMER proudly 


presents the spectacular 
new <>< % motor control 


x installs easier 
x works better 
x lasts longer 


Entirely new in concept 
and design. Wide-open ac- 
eessibility. Remarkably im- 
proved performance. Vastly 
increased operating life. 


This is important news for the men of industry. It 
marks a new day of improved electric motor per 
formance. A new day of more accurate and more 
dependable motor protection. A new day of sim 
pler, easier, faster motor control installation. This 
is the quick story of the spectacular new Cutler 
Hammer Motor Control. But thousands of 
words could not tell this story in its important details 
Cutler-Hammer Motor Control can be 
known only by its performance. Field-tested for 
more than two years in hundreds of the most try 
ing motor control assignments, its first users have 
said time and again that there has never been 
anything like it before. And these users were look 
ing for faults. You need not be moved by their 
enthusiasm. But you cannot ignore their factual 
reports. Try it. Test it. Compare it. Prove it. Your 
nearby Authorized Cutler-Hammer Distributor is 
ready to serve you. Order from him today 
CUTLER-HAMMER, Inc., Milwaukee 1, Wisconsin 


CUTLER-HAMMER 


SEE NEXT PAGE =» 





CUTLER-HAMMER * * x MOTOR CONTROL 
The } Stars stand for 3 New Standards 


vy 1..-An entirely new 
standard of easier. faster. 
lower-cost motor control 
installation. Any elee- 


(trician can prove it. 


yr 2..-An entirely new 
standard of dependable 
motor control perfor- 
mance; reliable uniform 
response and more accu- 
rate overload protection. 


yy 3...-An entirely new 
standard of trouble-free 
long life: surely the finest 
starters both electrically 
and mechanically vou have 
ever known. Any compari- 


Any use will confirm it. son shows it. 


the control equipment, often two or three 
times as much. Here you see why this new, 
better motor control actually costs less. 


Factory records everywhere today show the 
cost of installing motor control is usually 
much greater than the amount spent to buy 


\ Installs easier... 








Easy straight-through 
wiring. All line ter- 
minals are at top, all 
load terminals at bot- 


Just loosen two screws Making conduit con- 
and off comes wrap- , . of nections and pulling 
around cover. Screws } 7 wires is a cinch; no 
stay in cover, do not \ starter mechanism in 
fall on floor. Just the way. No damaged tom. All terminals vis- 
loosen three screws starter parts or ible from front, all 
and out comes the en skinned knuckles. with solderless pres- 
tire mechanism on unit E Wide-open accessibil- sure connectors. Plenty 
plate. ; A : ity, no side walls. of wiring room. 











Cutler-Hammer control. Field-tested over 
two years. Compared with every make of 
control by actual users...to have most say, 
‘Better than anything we have ever used”’ 


Better performance; dependably uniform 
operation, trouble-saving and cost-cutting 
more accurate overload protection. These 
are more than mere claims in this new 





) 


Electrical interlocks. Interlock blocks 


3-Coil Overload Protection. Another 
Cutler-Hammer “‘first)’ complete pro- 
tection against single phasing as an 
optional feature in standard starter 
construction in standard enclosure. 


Armature pivoted on a 
rolling bearing for 
smooth, quiet opera- 
tion. No rubbing, no 
sticking, no slamming. 
New light-weight mov- 
ing parts. Less weight, 
less bounce; less 


5-Unit Construction. Just five units... 
magnet coil, armature, two contact 
blocks, and overload relay...and 
any unit can be removed from front 
without disturbing any other 


Many users will ask, “Why longer life? We 
ry ry f) have never had a Cutler-Hammer starter wear 

f , On eT ee out!’ But there are two reasons for even 
longer life. First, it brings better performance 

to those “killer” jobs where industry expects 


New pressure-quench 
arc chambers. Heat of 
any arc rapidly expands 
confined air; increased 
pressure snuffs arc. Con- 
tacts are vertical dust- 
safe design; twin-break 
contacts further mini- 


4-Position Overload Coils. Famous 
C-H Eutectic Relay now adjustable 
so motors can work harder sofely 
without nuisance tripping. Each coil 
offers range of 4 ratings, selected 
by positioning. 





easily added to provide up to 4 ex- 
tra control circuits; normally open, 
normally closed, or both 


Cutler-Hammer engineering leadership to pre- 
vail. Second, and most important, it decreases 
the rote of wear to the point where mainte- 
nance care and cost are virtually eliminated 
on most installations. 


CUTLER-HAMMER 


bounce, less arcing. . mize arcing. 


‘ea > 














Cutler-Hammer, inc.—Milwauvkee 1, Wisconsin 





News Notes 
From N. A. E. D. 


CONSUMER FOLDER ON FANS 
ANOTHER NAED "FIRST" 


The recently issued revision of a 
Sales Booster on electric ventilation in 
the form of a consumer folder illustrat 
ing how “Electric Ventilation will give 


you COOL COMFORT” 
NAED innovation in 
help its members and their customers 
boost sales. 

As reported earlier, this publication 
was requested by the Fan and Ventilat 
ing Committee, of which C. E. Butler, 
Jr., Butler Electric Co., St. Louis, is 
chairman. The folder has 
been made available to members t 


is still another 


its program to 


consumer 


supply to their contractor and dealer 


customers. Space is provided on the 
last page for the retailer's imprint. It 
is expected that many thousands of 
copies will be sent by dealers and con 
tractors to the customers and/or pros 
pects on their mailing lists 

The consumer folder describes three 
types of fans 
dow—with an extensive use of car 


attic, kitchen and win 
toons to get across the theme of hav- 
ing better health and greater comfort 
through efficient and economical elec 
tric ventilation. 


ROOM AIR CONDITIONERS 


Consideration is being given to the 
publication of a consumer folder on 
room air conditioning units for the 
benefit of members in promoting their 
dealer sales on this product. While this 
is a “low saturation” item now, ths 
past year has shown that public inter- 
est in this “health and comfort” item 
has increased considerably. In the opia 
ion of a number of NAED members 
publication of the proposed consumer 
piece would now be timely 


An indication of the tremendous 
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By Alfred Byers 


Executive Secretary 
National Association of Electrical Distributors 


dollar volume sales potential in this 
field is revealed by the following statis- 
tics published in Electrical Merchan- 
1953 sales 
are estimated by manufacturers at 500,- 
000 units as against 341,000 sold in 
1952. Homes not now having room air 
conditioners number 41,476,500. On 
this basis present market saturation is 


dising for January 1953 


only 1.3 per cent 


AREA MEETINGS ARE HELD 
AT DETROIT AND CHICAGO 


Two very successful and well at- 
tended area meetings were held last 
month 
meeting at the Sheraton Cadillac Hotel 
in Detroit on January 5, and the other 
a dinner meeting on January 13 at the 
Conrad Hilton Hotel, Chicago. 

Executive Director Chas. G. Pyle 
your conducted both 
meetings. Two members of the Board 


the first being a luncheon 


and reporter 
of Governors from the Chicago area 
served as co-chairman at the Chicago 
meeting. They were Robert L. Samp- 
son, The Sampson Co., Chicago; and 
George Albiez, Englewood Electrical 
Supply Co., Chicago 

The association program and plans 
for the coming annual convention were 
discussed at both meetings which were 
attended by a large number of area 
members and their key personnel 


NEW TY MANUAL A TIMELY AID 
TO MEMBERS AND DEALERS 


With the prospect of 200 new tele- 
vision stations going on the air this 
year and sales of approximately 6,500,- 
000 sets, the new Television Manual of 
Experience on problems of installation 
and service for distributors and dealers 
is another timely NAED service for 
members and their customers. 


Eugene A. Anthony, General Elec 
tric Co., is the this TV 
manual which is an up-to-date revision 


author of 


and combination of two similar instal 
lation and service manuals he had pre- 
pared in 1949 for the Service and Re 
pair Parts Committee 

Both members and their dealers will 
find in the new manual the answers to 
many perplexing problems, 
them UHF, how to sell the set 
and pitfalls, installation and _ service, 


among 
facts 


the service set-up, service contracts and 
plans, to name only a few 

It is expected that this practical 
guide to TV installation and service 
receive wide distribution 


will very 


throughout the industry 


PRESIDENT HESSLER WRITES 
ARTICLE ON SELLING 


An informative and 
article by NAED's president, George 
F. Hessler, on “Intensified Selling Will 
Pave the Road Ahead” appeared in the 
January 12 issue of Electrical World. 
This was another in that publication's 


inspirational 


series of articles on the need for better 
selling and sales planning. Mr. Hessler 
dealt with the question in terms of 
the apparatus and supply distributor 
The appliance distributor's problem 
of better selling was analyzed earlier 
in an article by Benjamin Gross, vice 
president and chairman of the Appli 
ance Division, which also appeared in 
Electrical World. Reprints of 
excellent articles were sent to members 


these 


COMMODITY COMMITTEES 
HOLD MEETINGS 

In preparation for the 45th Annual 
Convention next May the Commodity 
Committees in the Apparatus and 





*Interrupting Capacity 
25000 Amperes A. C. 


Interrupting Capacity Rating in excess of 
Underwriters’ Laboratories Standards is 
established by tests conducted in ac- 
cordance with AIEE Standards #25 on 
Power Fuses and NEMA Standards on 
Power Fuses. 


SHAWMUT’S NEW TrI-ELEMENT 
All-Purpose Superfuse 


Here is a newly designed All-Purpose Superfuse. Use it wherever you need 
One-Times, Renewables or Dual Element fuses. Tri-onic is the first low 
voltage fuse with a published interrupting capacity of 25,000 Amps. at 
rated voltage for fuses. This is 15,000 Amps. more than required by 
Underwriters’ Laboratories Standards for fuses. 


TRI-ONIC, THE NEW TRI-ELEMENT SHAWMUT SUPERFUSE COMBINES: 





HIGHER | Cc, 25,000 Amps. @ 250V and 600V. 
t 1 


1 can handle short-circuits 24 times larger than 
ordinary fuses. Tri-onic expands fuse application 
into the 25,000 Amp. zone with the same interrupt- 
ing rating and time-current characteristics as 25,000 
Amp. molded case air circuit breakers. Buy Tr:-onic 
for bus plug-in duct, bus-ways, feeders, motor 
control panels and branch circuits. 


ir 2. LONG TIME D LA Y, based on heat absorption 
. wee permits Tri-onic to safely start heavil 
pets Far Ayn all yet te loaded motors without blowing. Eliminates need- 


circuit @ 240 Volts 60 Cycles less “‘outage”’ of circuits due to heavy inrush cur- 
rents or load swings. 


EEE 











fA TRI-ONIC FOR EVERY CIRCUIT a Tri , 
ese new high I.C. protective de- -onic’s i ist- 
vices are available in 141] normal 3. COOLER ae to lo “ay ed inherent low resist 
current ratings, ranging from 1/10 ance. osses very low. Blowing temperature is 
to 600 Amps. for both 250 ond 600 286°F or 500 degrees lower than that of ordinary 


Volt circuits. For safety's sake insist zinc links. Use it for distribution boards, panel 


on Tri-onic. Protect yourself ond your . . 
dsudin, Gen tar Oh ants bdiatin eo. — motor starting panels, knife and enclosed 
switches. 


Tri-onic — “Wake ht The Surteh 
THE CHASE-SHAWMUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


Ls * to, G&G GF A. 


Tionic ~ td ~ C-Q@-To _ Drienet# Ss @-T ets FUSE WIRE 


Supply Division of the association are 
holding an important series of meetings 
at most of which manufacturers will 
participate in the discussions as in- 
vited guests. 

At the time this appears in print 
the following committees will have 
held their meetings: Residential Light- 
ing, Wires and Cable and Armored 
Conductor, Panelboards and Raceways, 
and Apparatus and Control. 

Other committees scheduled to hold 
meetings this spring are: Conduit, 
Wiring Devices, Conduit Boxes and 
Fittings, Lamp, Industrial and Com- 
mercial Lighting and Outside Con- 
struction Materials. 





Top Inside Man 


(Continued from page 61) 





and lighting design. Problems in most 
phases of lighting are discussed, and 
Lauer claims the courses have not only 
helped his men to give better service 
but have increased teamwork and un- 
derstanding between inside and outside 
sales staffs. With little formal training, 
he or several of his men can lay out 
a complete lighting plan for a cus 
tomer. 

e Visits Vital—Lauer strongly be- 
lieves in personally meeting and visit- 
ing his customers. “To get a true pic- 
ture of his operation and his problems, 
you've got to drop in and see for your- 
self. It'll help you do a better job of 
serving him,’ he says. 

Rumsey outside salesmen frequently 
take their inside counterparts along to 
call on mutual customers. This lets the 
customer know he has a competent 
team working for him and it eliminates 
many minor problems. Each _ inside 
salesman handles the accounts of one 
or two outside men, so the “teamwork 
has to be close-knit,” Lauer states. “The 
outside men make it a point to contact 
or visit their inside men at least once 
a day. We find it keeps everything 
under control.” 

Lauer's day begins with editing or- 
ders received by mail. He checks and 
marks them for catalog number, quan- 
tity, discount, price, etc., and routes 
them through to be packed and sent. 
He then handles his written inquiries 
in the same way. All this time he is 
intermittently answering his phone, 
taking orders and answering questions 
on stock, price and delivery. 

e Mobility—He's not glued to the 
desk, though. He may have to answer 
another man’s questions or go down to 
the stockroom to be sure that the stock 


ELECTRICAL WHOLESALING—February, 1953 





man makes the right substitution on | 
an order he's handled. If you walk in 
Rumsey’s front door, you might see | 
Lauer checking a _ will-call order | 
through the counter man to be picked 
up by a double-parked customer. You 
might see him at the drawing-board 
going over lighting layout blue-prints 
with a contractor-customer, or even 
going to lunch with his outside sales 
man. 

“These days,” says Lauer, “an inside 
man isn't just a distant voice on the 
phone. If he wants to do a solid job, 
he gets around the house quite a bit 
When I first began as an inside man, 
there were four men in the department, 
and, of course, there weren't nearly as 
many items or catalogs or accounts 
Today, I notice a turning to phone 
sales. In the past five years—perhaps 
to save time—telephone business has 
been very heavy for us. Its created 
some problems, but solving them isn't 
hard. There’s one basic rule and it’s | 
important to everyone, but vital to a 
good inside man: 

“Follow through, right down’ the 
line—and you can’t go wrong.” 


$1,050 In Contractors 
Lighting Contest Awards 


NEW YORK, N.Y.—A competition 
for the best lighting installation initi- 
ated, sold and completed by an electri- 
cal contractor has been announced by 
Electrical Construction and Mainte 
nance, McGraw-Hill publication, This 
is an Opportunity for the wholesaler 
salesman to build good will by encour- 
aging his contractor customers to enter 
this contest. Contractors will undoubt- 
edly appreciate any assistance that may 
be given by their wholesaler salesman. 

The competition, which opened Jan- 
uary 12, closes August 1, 1953. Eligible 
for entry are all lighting installations, 
of any size, completed within the period 
between January 1, 1952 and the clos- 
ing date of the competition, the sales of 
which were initiated by electrical con- 
tractors or their regular full-time em 
ployees. The six first-prize winners will 
be published in the September issue of 
Electrical Construction and Mainte 
nance. Second and third place will be 
published later. 

Awards, totaling $1,050 in cash, are 
offered for first, second and third place 
in each of six lighting installation 
classifications. They include stores, 
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BRANDED! 


a0 ~Bgsy 
- “3 


BRANDED JACKETS! 

No mistake... You know you 
are getting Certified. You read 
at a glance cable type, size, 
voltage, “PIT6BM’. . . which 
indicates approval by the Penn- 
sylvania Bureau of Mines, and 
acceptance for listing by the 
U.S. Bureau of Mines. Easy to 
measure..."“Bronco”’ is repeated 
every 2 feet. 








BE 
CERTAIN 


With Bronco 60 Certified you 
know you are getting a full 60% 
by weight of Neoprene in your 
cable’s protecting jacket because 
its contents are certified. 


More Neoprene makes long-last- 
ing Bronco 60 Certified more re- 
sistant to oil, acids, alkalis, ozone, 
gasoline, salt water. 


In addition, with Bronco 60 Cert- 
ified you get: 1. Cold Rubber 
Insulation. 2. Branded Jackets. 
3. Superior Flexibility. 


So, BE CERTAIN, GET CERTIFIED 
— the greatest cord value on the 
market! 


WESTERN INSULATED WIRE CO. 


Los Angeles 58, California 





Model 1102FL 
Illustrated 





There’s a reason why National Steel Cabinets 
are leaders. Architects and home builders know 
they are getting quality at a reasonable cost 
and each cabinet model has individual features 
that make it attractive for any home—whether 
it is the beautiful Ambassador Model 1000—or 
the Budgeteer Model 400. 


yy gives you these features 


+ Exclusive seamless and one 

piece deep drawn bodies. 

¥ All cabinets are completely rust- 
proof treated before enameling 
for long life. 

+ All lighted models have an inside 
night light. 
Tooth brush recess. 


Model 1102 
» Adjustable bulb edge shelves. 


Many other features make the 
NATCCO Cabinets the leader. 


5 YEAR GUARANTEE! 


All mirrors are of ‘A’ Quality Glass 

—and are unconditionally guaranteed 

against spoilage for five years. 
Model 802 


YOUR COPY Is Ready! 


{ 2 Your letterhead will 


bring you this new catalog 

\= on the complete line of 

— NATCCO CABINETS 
Most models are 


IMMEDIATELY AVAILABLE in every major city 


NATIONAL STEEL CABINET CO. 





schools and offices, industrial areas, 
residential areas, foodlighting and mis 
cellaneous such as banks, museums, 
hospitals, etc 

Purpose of the contest, according to 
W. W. Garey, publisher of Electrical 
Construction and Maintenance and 
ELECTRICAL WHOLESALING, ts “t 
encourage, and to extend public indus- 
try recognition to electrical contractors 
and their employees who initiate, sell 
and install outstanding lighting instal- 
lations, and to further the dissemina 
tion of meritorious lighting informa 
tion.” 

Entries will be judged by a board 
of five well known authorities in the 
lighting industry. Chairman is Carl W. 
Zersen, managing director of the Chi 
cago Lighting Institute. Other members 
are Richard Kelly, lighting consultant, 
New York City; Everett M. Strong, 
professor of electrical engineering, Cor- 
nell University; Joseph S. Schuchert, 
commercial sales manager, Duquesne 
Light Co., Pittsburgh; and Willard 
Thompson, consulting electrical engi- 
neer, ‘Thompson Engineering Co., Bos 
ton, 


Heating Panel Can Be 
Applied Like Wallpaper 


NEW YORK, N. Y.—An electrical 
radiant heating panel made of a sheet 
of conductive rubber sandwiched be 
tween layers of thin plastic and alu- 
minum foil can be cemented to the 
ceiling like wallpaper. A product of 
the United States Rubber Co., the 
panel, called Uskon, is 1/16 of an inch 


\ 

\ 
thick. The sheet of conductive rubber 
is the heating unit. 

The panels are bonded to the ceiling 
of a home by means of a special ad- 
hesive. Weighing 6 oz. per sq. ft., they 
come in sizes: 4 by 6 ft.; 4 by 4 fr; 
and 3 by 4 ft. They are rated at 22 
watts per sq. ft. (75 BTU’s) and are 
available for either 115 or 230 volts 
Where electricity is 11% cents a kilo- 
watt hour or less, says the manufac- 
turer, the cost of operation is compar- 


able with that of other fuels. 


2415 NORTH CRAWFORD AVENUE ° CHICAGO 38, ILL. 
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CALENDAR OF EVENTS 


North Central Electrical Industries 
Electrical Industries Convention 
Nicollet Hotel 
Minneapolis, Minn. 

March 8-11 

National Electrical Manufacturers Assn 
Edgewater Beach Hotel 
Chicago, Ill 
March 9-12 

Eighth Industrial Electrical Exposition 
Terrace Room 
Newark, N. J. 

March 10-13 

Edison Electric Institute 
Annual Sales Conference 
Chicago, IIL. 

March 30-April 2 

Progress In Electrical Equipment 
The St. Louis Electrical Board of Trade 
Kiel Auditorium 
St. Louis, Mo 
April 21-23 

Second Electrical Industry Show 
Conrad Hilton Hotel 
Chicago, Ill 
May 11-14 

National Fire Protection Association 
Edgewater Beach Hotel 
Chicago, Ill 
May 11-15 

Fifth Nat'l. Materials Handling 

Exposition 
Convention Hall 
Philadelphia, Pa 
May 18-22 

Electrical Mfgr’s. Representatives Assn. 

of Michigan, Inc. 
State Fair Grounds 
Detroit, Mich. 

May 19-22 

National Assn. of Electrical Distributors 
iSth Annual Convention 
Conrad Hilton Hotel 
Chicago, III. 

May 24-28 
National Electronic Distributors 


Association 
1953 Convention and Conference 


Chase Hotel 
St. Louts, Mo 
September 14-16 


Texas Wholesaler Opens 
Electronics Department 


EL PASO, TEX.—Electrical & Me 
chanical Supply Co., Inc., has opened a 
new electronics department at 2015 
Myrtle Ave., this city. Harry Rowling 
is the manager of the new department 

A modern showroom, warehouse and 
service facilities have been provided 
in the new building which was con- 
structed next to E&M’s plumbing- 
heating department's warehouse and 
office. The firm’s main office and ware 
house facilities for its electrical depart 
ment are located at 708 N. Piedras St., 
El Paso. 

A. E. Hatch, Jr., is vice president and 
general manager of the company which 
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For Better Overall 
Electrical Protection 


QUALITY FUSES 


eo] 24°F -Gere), | 
through 


SCREEN VENTING 


Pierce Fuses operate 10 to 40% cooler 
other fuses because their venting permits free 
flow of air through the interior. They do not 
blow during safe overloads. This also prevents 
afterblow, because dangerous gases and pres- 
sures have a ready escape if a link lets go 
to protect equipment. 


HIGH-PROFITS | 
-- plus 
.. “REPEAT” BUSINESS, > 


Yes, Pierce Quality Fuses are high-profit items. 
Easy to sell, too, because Pierce quality is 
recognized. The cases, for instance, last 6 to 8 
times longer. Their tubular bridge assures 
continually correct knife blade alignment and 
perfect clip contact. 

All Pierce Quality Fuses are 

equipped with the famous 

Balanced Lag Links. 


' 


WRITE for this informative booklet 
which shows how you con offer 
better all-around electrical protec 

tion at greater economy 


ALSO A COMPLETE LINE OF QUALITY NON-RENEWABLE FUSES 


PIERCE RENEWABLE FUSES, INC. 


LEICESTER NEW YORK 





maintains branch offices in Odessa, 


Tex., and Toswell, N. M. A sales office 
is also maintained in Santa Fe, N. M. 
Frank W. Coons is E&M vice president 
| in charge of sales. George Wilder, who 


conducted training classes for dealers 
FOR THE PROFI ] PARADE at the Myrtle Ave. showroom, is the 
electronic department's service man- 


—-? >} ¢ ager. 


Mill-Power Supply Co. 
Expands Sales Programs 


CHARLOTTE, N. C. — Expansion 
of its sales program on home shop 
tools, small appliances and resale items, 
has been undertaken by the Mill-Power 
Supply Company. The program is de- 
signed to stimulate wider markets for 
these products. 

The company inaugurated a general 
sales conference for all members of the 
sales staff and key office personnel. 
Part of a two day program was devoted 
to sales and product discussions by 
members of the company’s own sales 
staff and factory representatives. 

T. J. Bailey, formerly office salesman, 
will specialize on the products dis- 
cussed. He will travel the territory 
within a 50 mile radius of Charlotte. 











Louisiana Distributor 
Names W. C. Matthews 


NEW ORLEANS, LA.—William C. 
Matthews is the new assistant to the 
vice president and general sales man- 
ager of the Electrical Supply Company 
He will assist Jimmy N. Roos in both 
executive and sales responsibilities. 

Mr. Matthews, who joined the firm a 
year ago, was previously sales repre- 
sentative in the New Orleans area. 


CF&!i Acquires 


TONER LIL TT VME toctlins’s Sons co 


NEW YORK, N. Y.—The Colorado 


s °o L a & R t he G ’ K re) Pn * Fuel and Iron Corporation has com- 


pleted the acquisition of the plants, 


The perfect production-line soldering iron. Designed to take punish- inventories and business of John A. 
ment, so it appeals to all industrial users who are economy-minded. Roebling’s Sons Company, Trenton, 
@ Thermostatic action prevents tip burning! ® Built to withstand con- N. J. The Roebling properties will be 
tinuous heavy duty! @ Heats 4 times faster than most other irons! operated by John A. Roebling’s Sons 
@ No radionic interference while in use! ® UL and Canadian Stand- Corporation, a newly-formed and 
ards approved! ® Successfully passed the 65° below zero test! 
®@ Precision wound on pure mica sheet! ® Heat-Control 

means greater economy! ® Complete size range . .. 20 vty po 
to 1000 watt! © Operates on 110-120 volts, AC or DC! Charles Allen, Jr, chairman of 


ante eat CF&I was named chairman of the 
OVER 20,000,000 SOLDERING PRODUCTS SINC hoard of the new Roebling Corpora- 


ts tion. A. F. Franz, president of Colorado 
Fuel and Iron, was named president 
WALL manuracturine c SS oe ee a 


GROVE CITY © PENNSYLVANIA named executive vice president of the 


wholly-owned subsidiary of Colorado 
Fuel and Iron 
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new subsidiary. Mr. Tyson has served 
as president of the Roebling concern 
since 1944, 

The Roebling organization was 
founded in 1841 by John August 
Roebling, an immigrant from Ger- 
many. The firm won an international 
reputation in 1855 by building the first 
successful railway suspension bridge in 
history, spanning the gorge of the 
Niagara River. 





New Owners, New Policies 
For Metalectrics, Inc. 


NEW YORK, N. Y.—Acquisition 
of Metalectrics, Inc., manufacturers 
specializing in porcelain and Bakelite 
wire connectors, has been announced 
by Jerome, Marvin, Stanley and Milton 
Rabinowitz. The four brothers pur- 
chased stock control from David Eisen- 
stat who founded the company in 
1940. He is now retired. 

The company will warehouse in 
Boston, Chicago, Atlanta and several 
west coast cities. The new offices are 
located at 677 Broadway, New York 
City. 


Bluefield’s On The Water 
—But Not At Sea 


BLUEFIELD, W. VA.—The SS. 
Queen of Bermuda was the scene of 
the 1953 sales meeting for the Blue- 
field Supply Company. About 215 offi- 
cials, salesmen and department heads, 
together with their wives, sailed from 
New York January 10 on the cruise 
to Bermuda and returned exactly one 
week later. 

Sales meetings were held aboard 
ship the last two days. Officers made 
awards for 1952 sales performances 
and pepped up the salesmen and de- 
partment heads for the year ahead. The 
Bluefield Supply organization includes 
four other commonly-owned comna- 
nies. The 1952 sales volume of the 
companies, all headed by Lon M. Rish 
as president, reached thirty million 
dollars. 

The four other companies in the 
organization include: Rish Equipment 
Co., which handles construction ma- 
chinery; Dixie Appliance Co., a whole- 
sale house; Counts Automotive Supply 


' icles: © cae ae, 

Co., also a distributorship; and Clark the vad Bete eS sea tft 

Stores, a small chain of eight retail 5g Lye ‘ 

furniture stores. 1 nee eee 
Unique sales meetings seem to be te: sd se 

nothing new to Bluefield Supply. Last 

year Rish Equipment’s entire 60 man 
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sales staff donned overalls and spent a 
week in an old gravelpit operating the 
machinery they sell. Two years before 
that all of the salesmen piled into two 
H E AT Di S$ S ! PAT | N 6 huge, chartered buses and spent two 
weeks visiting plants in the Middle 
| West that make the equipment they 
| handle. 


Marklite Expands Service 


BALTIMORE, MD.—Due to a con- 
stantly increasing volume, Marklite 
Fixture and Supply Company, 2580 
McCulloch St., this city, has been 
forced to expand its facilities. New 
general offices and showrooms, new 
telephones and a private parking lot 
are expected to maintain prompt and 
efficient service for the company’s cus- 
romers 


Graybar Announces 
New Appointments 


NEW YORK, N.Y.—W. J. Goer- 
isch has been appointed central district 
sales manager at Chicago for the Gray- 
bar Electric Company. He joined the 
company as St. Louis manager, power 
apparatus sales in 1929. Prior to his 
new appointment Mr. Goerisch has 
been general power apparatus sales 
manager in Graybar's general depart- 
ment in New York City. 

B. P. Van Inwegen, former manager 
lamp sales, succeeds Mr. Goerisch. Mr. 
Van Inwegen joined the company as a 
salesman at Newark in April 1934. 
L. C. Esthus, who has been district 
sales manager at Chicago since March 
1951, returns to Des Moines as Man- 





ecurely, but, also, conduct away 


Re Nance design gives you 
cooler fuses and longer fuse 


W. J. Goerisch B. P. Van Inwegen 





ager. He joined the organization in 
1918 in Chicago as a service clerk. 
| D. M. Hitchcock, who was Des Moines 
manager, transfers to Denver replacing 

j | S. B. Hardin who retired January 1. 
< C. L. Powell was named manager of 
7) Graybar’s Flint, Mich., branch. T. E. 
wiwcwaere! | EF Mahan was appointed Columbus, Ohio, 
Fuses manager succeeding the late C. E. Fur- 
; 116 E. First Street Jamestown, N. Y. ber. He had been a salesman at Birm- 


A complete line of knife blade and ferrule 
fuses for industry, construction 
and replacement. 
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ingham since 1937 previous to his 
present appointment. 

Several new appointments on the dis 
trict management level were also an 
nounced. C. M. Horen, former district 
credit manager at Kansas City, was 
transferred to Detroit, succeeding W. F 
Moor, who retired January 1. W. B 
Whaley, former Jacksonville district 
credit manager, takes over Mr. Horen’s 
duties in Kansas City. H. L. Krebs, who 
was creditman at Kansas City, succeeds 
Mr. Whaley as Jacksonville district 
credit manager. 


Packaging, Labeling Topics 
Of Housewares Meeting 


CHICAGO, ILL.—The problem of 
packaging and especially of labeling 
was a highlight of the NAED appli- 
ance division’s committee on electric 
housewares meeting held on January 
16. The committee stressed the im- 
portance of informative labels as being 
essential for distributors and dealers 
use in order to be sure of proper 
identification and delivery of the par 
ticular product. 

A discussion was also conducted on 
the recently enacted Fair Trade law 
and its effect on the sale of electrical 
housewares. The balance of the meet- 
ing was taken up by a discourse on the 
electrical housewares gift campaign, 
jointly sponsored by the electric house 
wares section of NEMA and NAED. Ir 
was revealed that the manufacturers, 
collectively, are spending much more 
money on the 1953 campaign than in 
the past. 

Samuel Fingrutd, president of Every 
body’s Supply Company, Philadelphia, 
and chairman of the committee, presid- 
ed. The meeting was attended by 
members of the electric housewares 
committee as well as a large number of 
electric housewares manufacturers 


Wesco Appoints R.R. Hand, 
J.J. McNiff To New Posts 


NEW YORK, N. Y.—Roland R 
Hand has been named central New 
York district consumer products sales 
manager for the Westinghouse Electric 
Supply Company. He was formerly the 
district's radio-television sales manager 
Mr. Hand, who joined Wesco in 1949, 
will make his headquarters at the 
Rochester, N. Y.., office. 

John J. McNiff was appointed as 
sistant general stores manager with 
headquarters at the executive offices at 
40 Wall St., New York City. He joined 
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Jefferson Transformer 


mounted directly on 
machine tool stepping 
down 230 volt main cir 


cult to 115 wolts for 
machine lights and con- 
trols 


Group of four Jeffer 
son Transformers 
stepping down 460 
volt main circuit to 
115 volts for smoll 
too! operations 


Here a Jefferson 
Transformer steps 
down 575 volt cir 
cuit to 115 volts for 
lighting circuits 





STOCK SIZES 


50 V.A. to 15,000 V.A 
460/230 Volt Pri.—236 
115 Volt Sec., 575 Volt 
Pri.—230/115 Volt Sec 
Bulletin 501-15 with full 
information sent on re 
quest 


Distribute Economical High Voltage... 460-575 
Provide Low Voltage Only Where Needed... 115-230 


High voltage power distribution provides greater volt-ampere capacity with 
no increase in copper wire and steel conduit sizes. You save materials, wir- 
ing costs, maintenance costs, installation time and eliminate duplicate wiring. 
Jefferson Power Circuit Transformers can be mounted directly on or 
adjacent to machinery or wherever low voltage is required. Air-Cooled “Dry 
Type” construction makes Jefferson Transformers exceptionally compact 
and easy to install. Ample wiring compartments and both 2" and %” 
knockouts are provided for rigid or flexible conduit connections. 


Approved by Underwriters’ Laboratories, Inc. 
JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


Transformers 





..-good business men 
can’t afford Blinders 


Don't let the parade pass you by. Right on your doorstep are thousands 
of dollars worth of extra business. Many wide awake wholesalers 
have doubled and tripled their volume in electrical radiant glass 
heating this year. 


Here are just a few ways electrical radiant glass heating can help 
you and your contractors. It puts you both in the home heating 
business. This means complete as well as auxiliary heating installa- 
tions. It means more wiring, more controls. Volume in electrical 
radiant glass heating is here today. 


You recall the amazing extra volume that fluorescent lighting brought 
to you. This added business didn't come over night. But suddenly 
fluorescents represented a big percentage of your sales. Now radiant 
heating is ready to provide you with a vast new market. 


Sales on Electric Radiant Glass Heat- 
ing Panels have increased tremen- 
dously this year. Thousands of Berko 
units have been installed in homes, 
offices, motels, garages, factories, 
and summer cottages. Electrical 
contractors are installing them. 
What are you doing to get 
your share of this additional 
business. 


We invite you to write now for 
full particulars. Receive de- 
tails of our proven program 
that produces immediate sales. 
Don’t delay, write today! 





) 

{| 
| 
| 
| 


ELECTRIC MFG. CORP. 


212-40 JAMAICA AVE., QUEENS VILLAGE, N.Y. 











Wesco in 1933 at the New York 
branch and has been branch stores 
manager at Binghamton and Hemp- 
stead, N. Y. Prior to joining the New 
York staff in 1951 he was eastern dis- 
trict stores manager for the company. 


Vancouver Wholesalers To 
Investigate Direct Sales 


VANCOUVER, B.C.—Eleven repre- 
sentatives of electrical appliance whole- 
salers, furniture manufacturers and ap- 
pliance dealers have been named as a 
committee under the chairmanship of 
W. E. Napstead to conduct a detailed 
investigation of wholesale direct sales 
to Consumers 

This matter has come considerably 
to the fore recently. A meeting was 
held at which representatives of all 
branches of the trade were represented 
and it was claimed that from 35 to 40 
per cent of all electrical appliances, 
sold to consumers in Vancouver, were 
being sold through wholesale outlets. 
The committee finally agreed to thor- 
oughly study the problem and appoint- 
ed representatives from the three 
groups 

Those appointed among the appli- 
ance wholesalers include: W. H. Jones 
of McLennan, McFeely & Prior, Ltd.; 
A. Duncan of Canadian General Elec- 
tric Co., Ltd.; A. S. Baird of Canadian 
Fairbanks-Morse Co., Ltd. 


Unistrut Names Loeb 


COLUMBUS, OHIO—Loeb Elec- 
tric Company, 242 N. Third St., this 
city, has been appointed distributor for 
the Unistrut metal framing system 
manufactured by Unistrut Products 
Co., Chicago. Fred Heyl heads the 
Loeb's staff of sales and engineering 
personnel. 


G.E. Supply Announces 
New Districts 


BRIDGEPORT, CONN. — C. R. 
Pritchard, president, General Electric 
Supply Corporation, has announced the 
following changes in organization dis- 
tricts 

The wholesale trading areas of Grand 
Rapids, Kalamazoo, Lansing and Sagi- 
naw, Michigan, formerly a part of the 
Detroit district, is now part of a sep- 
arate district with headquarters in 
Grand Rapids, Mich. 

The wholesale trading area of Sacra- 
mento, Calif., previously a part of the 
San Francisco district, has become a 
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separate district with headquarters in 
Sacramento. 

The wholesale trading areas of San 
Antonio and Corpus Christi, Tex., once 
part of the Houston district, is now a 
separate district with headquarters in 
San Antonio 


TV Tube Prices Down, 
Face Also Changes Shape 


NEW YORK, N.Y.— Today the 
average price of a television picture 
tube is less than $10 per screen inch 
In 1949 it was about $40. A 7 inch 
screen cost $300 then; today 20 inch 
sets are available at $200. So reports 
Electronics, McGraw-Hill publication. 

TV's face also has changed shape 
Until 1949 all screens were round. To- 
day 98 per cent of all 18 inch and larger 
tubes are rectangular. Picture sizes have 
increased on an average of two inches 
a year since World War II. Biggest 
jump was in 1950 when the 16 inch 
set became predominant over the pre 
vious year's 12 inch receivers 

At the present time a consumer may 
purchase a TV set with a screen three 
times as big for a third less cost than 
in 1949. A survey, conducted by the 
magazine, showed that the predominant 
TV picture for 1953 will be the 21 
inch size. 


Accident Record 
Honored By Anaconda 
ANDERSON, IND.—The comple- 


tion of one full year without a single 
lost time accident at the Anaconda 
Wire & Cable Co. mill was recognized 
recently in the form of a handsome 
safety award plaque. Charles Prescott, 
assistant manager of Anaconda, made 
the presentation to Robert Witham, 
president of Anaconda's local 1704 
AFL. 

Five years ago the accident rate at 
the Anderson mill was thought to be 
altogether too high. A concentrated 
effort was begun to reduce the accident 
frequency rate. A nine-point program, 
plus cooperation and employee “know 
how,” naturally, played a major role in 
achieving the Anderson mill's record 


Materials Handling Show 
To Be Held In May 


PHILADELPHIA, PA.—The fifth 
National Materials Handling Expo- 
sition will be held May 18 to 22 at 
Convention Hall, this city. The expo- 
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SUPPORTS 


PIPE AND CONDUIT 


HANGERS 
. 


ARMORED 


CABLE SUPPORTS 


° 
CABLE CLIPS 
. 
STAPLES 
° 


FISH WIRE 


Pullman Manufacturing Co. 


1209-1215. JEFFERSON STREET 


LATROBE. PA. 





sition is expected to attract 25,000 
visitors from more than 40 countries. 
All six halls of Convention Hall will 
be used to house exhibits. A covered 
railroad siding will also be utilized 

A study made at an earlier show re 
vealed that 90 per cent of those who 
attended were directly responsible for 
authorization or recommendation of 
purchase of pital goods for their 


companies 


Gulf Coast Names 
Snodgrass Sales Manager 
HOUSTON, TEX Robert W 


Snodgrass, formerly a sales representa 
tive for the Gulf Coast Electric Supply 
Company In has been appointed 
sales manager 
The company, whose address is P. O 
Only 2 parts... but 100 uses! No tools necessary ...no worry Box 295, 3903 Almeda, covers Hous 
the territory within a 100 mile 


about cutting, stripping or abrasion of insulation ...no danger ton and 


° . ] 
of poor grounding or shorting ...no chance of damage to wires radius 


NO MORE HEADACHES with the VERSATILE 
HANGER! Made in 4 inch standard thread — five threads in Remington Supplies RCA 
the clear allowing for thickness of wall of outlet box — WIRE- AUBURN. N. Y—Remington Air 


WAY accommodates four 16-strand wires. Conditioning, a division of the Rem 
ington Corp., has contracted to supply 
RCA-Victor with the console type 
single room air conditioners which the 


NEW 
OLD-FASHIONED : VERSATILE 


latter will market under its own brand 
name this year. Two models for RCA, 
of one hp. and one and one-half hp 
c. Circuits, 


for operation on 230 vole 
will be supplied from the new facili- 
ties being put into operation by Rem 
ington at its Auburn plant 


O. A. Sutton Expands Sales 
WICHITA, KAN.—The sales or 


ganization ot the O. A. Sutton ¢ orpora 


tion has been expanded due to the 


i 


ewe ; 
increase in demand for the Vornado 


MALE PART air conditioners and air circulators 


USED AS A STUD Plans call for the placement of a tac 
Figure B shows it in use tory trained sales representative in a 
instead of the common loop 
with its headache of differ- 
ent size washers and the the nation. Vice President A. Rising 
tightening of the lock announced that Russell | Bogardus 


Figure A shows it in use number of sales districts throughout 
instead of the Hickey fix- 


ture stud and loop. 
worker. has been appointed as the first field 


A YORKVILLE Exclusive—the new VERSATILE and service engineer 
HANGER does away with the need for different loops, 
washers, locknuts, etc. in different sizes. Hub on female half 


flush fits flange on male half, making VERSATILE friction Biggest Lamp 


tight by hand and insuring sclid ground. Do a better job... Replacement Job 
at lower cost...the VERSATILE way! 
BOSTON, MASS.—lIn what is called 


YORKVILLE METAL PRODUCTS Company the largest group lamp replacement 


Established 1916 program ever executed, 43,000 fluores- 


677 BROADWAY, NEW YORK 12, N. Y. cent tubes were replaced in 21,000 fix 


tures in the 36 floor home of the John 
Telephone: GRamercy 7-3890-1 
P y Hancock Mutual Life Insurance Com- 
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AFTER 45 YEARS of service, Haynes 
L Everest, vice pre id of Arrow- 


Hart and Hege man Electric Co., has re 
tired. In 192 e was general sale 

manager harg f the Hart and 
Hegeman Mfg ales throughout 
the nati wing the merger with 
Arrow Electr he was appointed 
vice presider 1943. Mr. Everest 
na been in & ve direction of the 


firm wiring dev ale 





pany. The job was guided by engineers 
of Sylvania Electric Products, Inc., 
through lamp = supplier Dyer-Clark 
Company, of Lawrence, Mass 

The hit or miss method of replace 
ment was costing too much, besides 
tying up several electricians. It was 
therefore decided that the engagement 
of an outside contractor would be the 
most economical method to undertake 
the lamp replacement program 


Pape Electric Sold 
OMAHA, NEB.—The Pape Electric 


Supply Co., Inc., has been purchased by 
Richard C. Mendick, Jr., and Phyllis 
Mendick, who will operate the business 
under the name of Dick’s Electric Sup 
ply Company. The Mendicks have 
bought all the assets, inventory, stock 
of merchandise, fixtures, equipment 
and machinery. They also agreed to 


assume all the creditors accounts 


Westinghouse Appliance 
Sales Up 33 Per Cent 


MANSFIELD, OHIO Sales of 
electric appliance specialties by the 
Westinghouse Electric appliance di- 
vision for 1952 were up 33.7 per cent 
over 1951. This figure established a 
record high dollar volume sales for 
these products, reports R. M. Oliver, 
manager of appliance specialties. He 
also forecasts that sales in appli- 
ance specialties for 1953 would be 
approximately |2 higher than 
1952. 


The products covered in this group 


pet cent 
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Easiest way to 
)}make 4 customer 
~T happy — and keep 


him that way! 
ee 


Recommend the fans that are easy 
to live with- 


BABY VENT SETS 


Here’s a ‘‘baby’ 

you can install 

quickly almost 
anywhere or move from place to place 
for 1001 blowing or exhausting jobs— 
ventilation of toilet rooms, telephone 
booths, hard-to-reach working areas. Its 
rugged cast iron housing is quickly ad- 
justable to any discharge position. The 
efficient multiblade rotor moves a lot 
of air—quietly. Like all “Buffalo” Fans, 
it’s just about maintenance-free and 
everlasting. One of many proven cus 
tomer-pleasers in the “Buffalo” line 


@ 


. ‘E’ ’ 
BLOWERS 


These husky blowers-exhausters are 
popular for furnace and forge blow 
ing, line boosting, tool cleaning, 
cupola work. Often, several of these 
fans in an installation are preferred 
over one large fan for their installa- 
tion economy and operating flexi- 
bility. Why not write now for the 
full details on these fans that are 
easy to sell, easy to install—and easy 
to live with? 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in all Principal Cities 
PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS L’ BREEZO FANS NV” BREEZO FANS 





are electric housewares, fans, vacuum 
cleaners and electric bed coverings 
Mr. Oliver states that the most sub- 
stantial advance in products sales in 
1953 is expected to be in the new 
steam iron that should be in national 
distribution by the second quarter of 
the year. 


Gesco Names Polich 
PORTLAND, ORE. — Andrew L 


Polich has been appointed district sales 
manager of supplies and apparatus for 
the General Electric Supply Company, 
this city. S. S. Brundage, district man 
ager, announced the appointment. 


NEPCO Names Ten 
PITTSBURGH, PA.—Ten more 


manufacturers representatives to han- 
dle the NEPCO line of TV antennas, 
TV masts, mounting accessories and 
special wires, have been announced by 
National Electric Products Corp., 
through Frank P. Yarussi, television 
and radio department sales manager. 
The representatives cover the New 
England states, the northern Atlantic 
seaboard, Western and mid-Western 
and Central States, as well as the 
Pacific Coast 


NO. 599 RANGE RECEPTACLE 
A typical KNOX product PRECISION “AIR-COOLED” TRANSFORMERS 
is this range receptacle FOR EVERY GENERAL LIGHT 
with patented, pressure AND POWER INSTALLATION! 
type, polarized terminals. 





(Cors3) Wiring Devices are designed and 
manufactured to unusally high standard 
for dependability of performance and 
ease of wiring. Recommend 

Wiring Devices for superior 

performance, safety and 

QUALITY. 


Write for free illustrated catalog 





rages 
gama ” aid 


@ TOP EFFICIENCY 
@ MEETS LATEST NEMA. Stondards 
@ CLASS “8 Insulating Materiols 
@ STURDY CONSTRUCTION for Long Life 
@ EASY ACCESSIBILITY for Installation and 
3 Sa Maintenance 
i TR Le Ps WRITE FOR FULL PARTICULARS AND JiLUSTRATEO 
CATALOGS NAME OF FACTORY REPRESENTA 


ae 


KNOX PORCELAIN COR 


KRNOXVILLE 1, TENNESSEE 











RECISION WELDER MFG. CO. 


660 WEST GRAND AVE «+ CHICAGO 


TIVE IN YOUR AREA 
e P TRANSFORMER DIVISION 
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Glowing Christmas Cards 
Featured At Nela Park 


CLEVELAND, OHIO—"A Christ- 
mas Album,” the 19th edition of Gen 
eral Electric’s outdoor lighted Christ- 
mas display at Nela Park, featured a 
family of carolers and greeting card 
scenes, portrayed in the style of fa- 
mous illustrators of past years. 

One of the album's four greeting 
card scenes whisked the onlookers back 
to 1878, the year Edison perfected the 
first successful incandescent lamp. It 
was also the time when illustrator 
Godey, originator of ladies fashion 
books, was the rage. 

The first nostalgic greeting card was 
atop the Nela Entrance Lodge. It por- 
trayed four elements in the form of 
large illuminated cut-outs, with all the 
subjects twice normal size. The card 
showed a caroling family in a one-horse 
sleigh drawn by a high-spirited mare, 


Nela Entrance Lodge 


a huge uplighted spruce and the fancy 
ornamentation of the exteriors of 
homes of that time. The jingling of ac- 
tual sleigh bells and the rendition of 
sleigh-ride music introduced a note of 
realism. 

The first turn of the Nela driveway 
continued several sparkling diamond 
street luminaires. Motorists who ar 
rived at this point were afforded a view 
of a huge “Merry Christmas” message 
in lights and a brilliant 18 foot “Star 
of Bethlehem” peering down from a 
luminous nebulae effected on the front 
of the Engineering Building. 

Successive scenes recalled the years 
from 1902 through the Christmas 
home-of-tomorrow. The final scene 
showed gnome-like figures pushing 
large luminous snowballs toward a 
“forest” of evergreen trees. Each tree 
suggested the way novel Yule effects 
could be achieved. Prominently dis- 
played on the exit gate was an illumi- 
nated message glowing “Best Wishes.” 


Jefferson Keeps Adding 


BELLWOOD, ILL. — Construction 
has started on a one-story brick, steel 
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helps you 


SPEED CONSTRUCTION, CUT COSTS! 


Your continued demand for more and more Paine products was a 
clear call for us to expand. So, in our fortieth year in 
business, we built a big new plant at Addison, Illinois, just west of Chicago. 
This enables us to match your orders for Paine 
hanging and fastening devices, and still maintain that 
famous Paine quality. 

Paine Expansion Screw Anchors will hold in any solid material. They 
are stamped with the bolt or screw size and thread, have a 
convenient arrow indicating the hole end. A setting tool in each box 
makes fast installation easy. 

For the holes, use a time-saving Paine “Sudden Depth” Drill. 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 


Lig 
the best craftsmen always take pA E's 


Star Drills 
Molleable Shields 
Special Hanging and 


Spring Wing Toggle Bolts Conduit Clamps 


Expansion Anchors Pipe Hooks and Straps 
Sudden Depth’ Drills 


Wood Screw Anchors 


Hanger Iron, perforated 


Expansion Shells Fastening Devices 








No. 253 Entrance Head 
- fits cable sizes 10/3 
to 6/3 $.€.C 


SERVICE ENTRANCE 
HEAD 


THIS is the slickest fitting yet devised for 
economy use in entrance cable wiring. 
It's quick — slotted top cover lifts off by 
merely loosening one screw. It's rugged 
— made of non-rusting cast aluminum 
with bakelite insulators. Finished, too — 
with two screw clamps to secure cable in 
neat, dependable installation. Here is 
quality priced to today's market. Write 
for full details, 


Non-Watertight Connectors — Ground Clamps — Service Entrance 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and 


Ochiai, 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


ye eee) 
JA ‘4 S 0) N A Complete Line of 
INDUSTRIAL 
PORCELAIN ENAMELED 
YARDLIGHTS REFLECTORS 


8972-8974-8976 YARD LIGHTS 

When the call is for Yardlights, sell JACKSON. They 
are impervious to wind and weather and truly last a 
“life-time.” Made of one-piece heavy gauge steel 
finished in three coats of Vitreous Porcelain Enamel. 
Completely wired and assembled. Good Quality—Good 
Appearance. Listed by U. L. Approved for R. E. A, 
installations. Send for catalog 


Make SURE Your Q-Light Infro-Red 


BROODER 


Customers get Jackson for Farm: or 
... the Lifetime Yardlight 
a 


Manufacturers of 


e Reflectors 
e Yardlights 


e Vaporproof Units Brooding capacity 20 sq. ft. — ac- 
commodates 300-350 chicks. Wafer 


thermostat automatically controls two 

e Weatherproof of four lamps and can be adjusted to 
regulate temperature so that lamps 

Sockets burn as needed. 18” dia. steel Re- 
flector — Infra-Red Baked 

Enamel finish — 6 ft. ap- 


JA CKSON ELECTRICAL COMPANY FERiisihisi estan 


1.910 W. VAN BUREN STREET CHICAGO 7. ILLINOIS 
* 














and concrete addition of 30,400 square 


| feet to the Jefferson Electric plant. 


The added facilities are required, ac- 
cording to Edward J. Bennan, execu- 
tive vice president, to meet increased 
demand for the company’s line of 
transformers. The new building will 
cost $850,000 to construct. Initial 
manufacturing processes are scheduled 
to begin in the new addition on April 
Ist. 


|G. E. Adds Lamp 
| Service District 


CLEVELAND, OHIO — A new 


| service district has been added to its 


nationwide lamp distribution organi- 
zation by General Electric's lamp di- 
vision. The district, which will begin 


| operations in late 1953, is designed 


to provide more ana e“icient service 
in the lamp division’s New York and 
Atlantic sales districts. 

Construction of the new building, 
located in Glendale, Long Island, 
started in November. The area to be 
served includes Brooklyn, Long Island, 
The Bronx, Westchester County and 
that part of Manhattan north of 
Twenty-first Street. 


| Square D Coach 


Heads West 


LOS ANGELES, CALIF.—Square D 
Company's display coach, which has 
been used in the East to show electrical 
distribution and control equipment to 
customers, began its western trip in 
January. The mobile unit is being 


| viewed by architects, engineers, con- 


tractors, utilities, distributors and in- 
dustrial accounts in eleven western 
states 

Delwyn V. Lindfors, a graduate of 
the University of California and with 
Square D since February, 1952, is in 
charge of the operation. 





TRADE-WIND 
CLIPPER VENTILATORS 


Ceiling models 
for kitchen — 


[= 


— laundry 


Cabinet model — 
ventilates both 
top-of-stove and 
ceiling 


FTRADE-WIAD woron449s (40 
5724) S$. Moin St Los Angeles 37 Cali 
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Name General Manager For 


Presque Isle Electric 

ERIE, PA.—Joseph Lengel, Jr., for- 
merly sales manager of the supply divi- 
sion of the Commercial Electric Co., 
Toledo, Ohio, is the new general man- 
ager of Presque Isle Electric Inc. 

The new concern, a subsidiary of 
Commercial Electric Co., has purchased 
and taken over the offices and ware- 
house of the former Pennsylvania Sales 
Co., located at 823 E. 8th St 


Want A 10 Lb. Ham? 
NEW BRITAIN, CONN.—Landers, 


Frary & Clark's distributor salesmen 
selling 10 dozen or more Universal 
food and meat choppers between Janu- 
ary 23 and March 21 will receive a gift 
of a 10 Ib. Easter ham as part of the 
firm's housewares spring promotion. 
The drive is aimed at selling more 
standard food choppers and the re- 
stocking of dealers’ shelves in advance 
of increase advertising appropriations 


Unusual Motor Design 
Course Inaugurated 


SPRINGFIELD, OHIO—Electrical 
engineering students at Cleveland's 
Case Institute of Technology this 


Millions of Steel 


Specify 
MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 
materials and con- \ 


trolled manufacture SE 
have built ‘‘top-service qW 
and longest life” into < 
Mineraliac Electrical Spe- 

dalties. That's why the elec- 

trical industry ‘‘prefers Miner- 
aliec”...in steel and Everdur for 
banging pipe, conduit, BX cable, etc. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 


25 Worth Peoria Street — Chicago 7, Illinois 
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TO HANDLE ANY MATERIAL 
DISPENSED FROM A REEL 


AUSTIN 
No. 600 
REEL 
ROLLER 


OUTSTANDING ADVANTAGES: 


1 Ramp makes loading fast and easy 

2 Five adjustable slots take various ree! diameters 
3 Thumb screw locks front roller for ree! removal 
4 Single unit takes reels up to 30° wide 

S Bolt two units together for reels up to 64° wide 


@ Higher back roller prevents ree! from coming off 
roller when material is dispensed 


7 Reel rolls on grease packed flanged ball bearings 


8 Bright orange finish makes ree! readily visible — 
helps to eliminate accidents 


@ Use on the job, truck, or in warehouse 


MAKIMUM 
CAPACITY: 4000 185 
WEIGHT: 75 (8S. EACH 


“/he VA ry Pustinu Company 


NORTHBROOK, I LINO/S 





America’s most complete line 
of newly-designed plates... 


No matter what your customer moy require, you can 
look to Sierra to meet the need. We'll gladly mail you 
a copy of our latest 52-page Catalog and Price List, 
which clearly demonstrates the remarkable completeness 
of the Sierra line. Send us your specifications when you 
need a really unusual plate — if we can't supply it from 


stock, we will make it for you. 


SIERRA ELECTRIC AND MANUFACTURING CO. 
544 EAST THIRTY-FLRST, LOS ANGELES 11, CALIF. 





e 


,@ 
STAINLESS « 


STEEL te og 
8 ete 2 








February will have the opportunity to 
enroll in a new motor design course 

EVERYONE wherein their own design efforts will 
HAS A USE FOR actually be incorporated into manufac- 


tured motors. Normally such design 
FOR USE courses are limited to “paper work” 
LIT E WITH PAR 38 that cannot be checked by actual tests 
LAMPS for performance and manufacturing 
practicability 

Under the plan, small groups of stu- 
dents will work together in designing 
motors from 1 to 714 hp. Their specifi- 
cations will be sent to Robbins & 
FURNISHED WITH SIX FEET OF \ Myers, Inc., where the motors will be 
RUBBER COVERED WIRE & AT- built at no charge. The company will 
TACHMENT PLUG. SOCKET IS A. ? deliver the motors to Case where the 

PROTECTED FROM WEATHER BY i : 
PERMANENTLY FIXED GASKET. students may check their work by mak- 
HOUSING IS ONE PIECE DRAWN 
STEEL, THOROUGHLY PLATED. 
PACKAGED ONE TO A CARTON, |cedure. The motors will become the 
CAN BE FURNISHED WITH ' property of the Institute as an adjunct 
SPIKE FOR TURF MOUNTING ee ee to their regular laboratory equipment 


|ing actual tests that are seldom, if 
ever, possible in normal classroom pro- 


CAT. NO. 800 . 
AVAILABLE WITH LENS HOLDERS Erickson Changes Name 


ee EL MONTE, CALIF.—Loring E. 
Winters, new president of Erickson, 
Inc., manufacturers of electrical fit- 


a | tings, ha: ed that th f 
CUO CLOUT MOMMIMOME Ce coun as been changed to 


4223 W. LAKE ST CHICAGO 24 | WES* WIN Mfg. Co., Inc., and that the 
| trademark will become WES*WIN 








Peaslee-Gaulbert Corporation of 


: Dallas, Tex., has been appointed the 
Wedge- Gus ait new distributor of Crosley appliance 
p33 |and electronic products for northeast 


CONNECTORS j Texas and three adjoining counties of 
Arkansas 


$C-12K, $C-6 ana Many sales people in the electric 


3C-6X heve entre appliance business did not enter it un- 
reinforcing plote for 


edditionel treed til the post-war period, says T. J. New- 

Streng ; he . . 
comb, Westinghouse Electric appliance 

division sales manager. As a result, 


On many connections 


where you have made | 
Now At New a slow, bothersome MODERNIZE 
Lower Prices! soldered splice or used 
“4 more expensive con- 
Write today for up-to-date nectors en = YOUR SIGNS 
rice list or quotation “Wedge-Grips.” These 
They're n> nt lng .. V corru- handy aoe EXIT e FIRE ESCAPE 
gations clamp wires securely... yee — oo STAIRWAY e ELEVATOR 
no separate parts... screw- a ocp coms Cove MEN e LADIES 


; ; f , high 
driver, wrench or pliers only re- caaiceleiie. herd (SEE LONG LIST) 


quired to install. Sizes to fit drawn copper with 3 BEAUTIFUL WRINKLE FINISH WITH 
B & S Wire from 2-20 to 2-2. score CHROME TRIM 
EASILY INSTALLED & SERVICED 
ALL SIZES, MOUNTINGS 
ANY FIRE CODE REQUIRED 
13th YEAR MAKING SIGNS 


TUR 
NETTIE CREEK, mich KELLY SPECIALTY CO. 


ELECTRICAL FITTINGS re aa 


FOR WIRE and CABLE 
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one of the basic problems is that few 
salesmen understand the transition 
from a seller's to a buyer's market and 
have little training to cope with it. 


Sylvania Electric will ship its tele- 
vision tubes in “factory-sealed” carton 
which is designed not only to permit 
easier and safer handling but which 
will provide a distinctive appearance 
in dealers shops and customers homes 


Bendix TV and Radio division of 
the Bendix Aviation Corp., has started 
full scale production of highly styled 
clock radios. In addition to the stand- 
ard timing device on the clock radio, 
the new radio has provisions for the 
automatic operation of any electrical 
appliance including a TV set, with 
or without turning the radio on at 
the same time. 


Admiral Corporation will make its 
Midwest Manufacturing Corporation 
subsidiary the largest plant in Gales- 
burg, Ill. It was announced that the 
previous 385,000 square feet of floor 
space at Midwest will be nearly dou- 
bled by next spring. The plant is ex- 
pected to employ 1,200 persons in 
1953, a new record. 


ELECT OUR 
QUALITY FITTINGS 


#901 


Non Metallic 
Connector 


#523 


Entrance 
Cap 








MIDGET BELLS 


SMALL SIZE! LOUD RING! 


By the ORIGINATORS 
of UNDERDOME Bells 


Greater sound carrying power combined with 
clear, distinctive tone is created by the “Slow 
Stroke” action plus the prolonged vibration of the 
bell shell. This effect has been proven to be greatly 
superior to the buzzer like action of ordinary 
bells. Only one moving a“; (the plunger) mini- 
mizes wear. Polarized . . . no contacts to spark, 
arc, stick or wear. 24%” or 3” diameters, for opera- 
tion on standard A.C. voltages; with adapter 
plate for mounting on standard outlet boxes. Also 
available in a variety of mounting arrangements 
and finishes for use as components on original 
equipment. 
Write for literature MB-5 
Sold through Electrical Wholesalers 


Oe /, a SIGNALS 
Wheels 


at SIGNAL 


dsl che dyiphh tape: 
+ WE 


4 
Open back models designed fer 
semole brackel mourting on strap 
or chev 





— 
Enclosed bock with edapter piote 
wwiteble for divect mounting on @ 
4” round o eo tagona! bes 








4 


Enclosed beck with terminal block 
for “rew connections 











LOW COST TIME CONTROL 
With Higher Value Service Features 











ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 
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RELIANCE Model "400" 


The RELIANCE Model “400” 
time switch offers features us- 
ually found only in higher-priced 
switches. The precision gear 
train is driven by a standard, 
heavy-duty motor, with gears 
oil-sealed for lifetime operation. 
Pit-resistant silver-to-silver con- 
tacts, and entire mechanism are 
housed in a one-piece deep- 
drawn steel case. 


RELIANCE AUTOMATIC LIGHTING CO. 


1911 MEAD STREET . RACINE, WIS. 


TYPE 401 5S.P.S.T. 
20 Amps.—125 Volts 








PEOPLE IN THE NEWS 


Glenn E. Seidel has been elected 
a vice president of Minneapolis-Honey- 
well Regulator Co., in charge of engi- 
neering in the company’s Minneapolis 
plants 


D. T. Marvel, previously sales 
manager of Olin metals division, has 
been appointed vice president for sales 
of Olin Industries, Inc 


Carleton M. Holden is manager of 
the commercial engineering depart- 
ment of the Champion Lamp Works, 
Lynn, Mass 

TRINE answers the demand for POSITIVE i 
clectvic contacts in push buttons. ¢ Kenneth L. Ross has been named 


All TRINE Push Buttons having unit “snap-in” ; IN York distsi ail ie 
backs are now equipped with NEW, exclusively TRINE, 5 central IN€w YOrK district radio-tele- 
copper alloy, self wiping twin contacts. Contacts touch 
at two points insuring positive, trouble free performance. : house Electric Supply Company. His 


And . . AT NO EXTRA CHARCE! re headquarters are in Rochester, N. Y 


Write for catalog sheets 


vision sales manager for the Westing- 


Gene Kelley recently joined the 


WORLD'S LEADING MAKER OF Cam Norton Co., manufacturers repre- 


KEI DUALITY 
ELECTRIC PUSH BUTTONS Oe sentatives, Cleveland, Ohio 


SINCE 


i/ ; aC | > 2 
e=K EIL z= MANUFACTURING CORR Warren E. Scoville, Jr., has been 
a? NEW YORK 61, N. Y. appointed assistant manager of the de- 
/ velopment department of United States 


Rubber Company's plant in Passaic, 


N. J. 


Arthur L. Chapman, a member of 
Sylvania Electric Products Inc. since 
1933, has been appointed to the newly 
created post of vice president in charge 


of electronics operations 


Robert W. Daleen has been ap- 

Hf | HH if i | pointed field engineer for the BullDog 

Mf i HH Bi Electric Products Co., Detroit. Leo H. 

yf Wit i Lipscomb, sales manager, announces 

WALL SWITCH PLATES it i H I TT that Mr. Daleen will work with J. W. 
hy | Rae in serving the Kansas area and 

Lowes? cost to yeu will make his headauarters in Wichita, 

Kan. Charles F. Foster, who recently 


Industry-standard colors, Ivory 
or Brown 
Established * 


Strength with flexibility 3 ul T ] \ ] i 

Complete line, smartly designed : noe - 

Fit all standard wiring devices Py . . f M | 1) W FE S$ T 
Immediate deli i ’ \ 

mmediate delivery i y] Ding | \ | ; COVERAGE 


For Manufacturers of Electrical Products 


Four Salesmen 


2 en; ; ( y 
Lif \ 
— 4 ml i 8000 Sq. Ft. Ground Floor Warehouse 
: Truck-load Dock Facilities 
All plates packed in individual envelopes nt ELECTRIC 
SALES, INC 


with brown or ivory enameled metal screws 
2323 W. 18TH STREET 


__- MOLDED PLASTICS, INC. to match. Write for low prices and catalog CHICAGO 8. ILL 
“som 335 Barton Street, Pawtucket, R. | sheet showing all Reliance standard plates. 
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joined the Philadelphia district sales 
office, will have his headquarters in The 
Wilford Building, at 33rd and Arch 
Sts., Philadelphia. 

William E. Tallman is district 
sales manager for Thermador Electrical 
Manufacturing Company's southwest 
district. His territory consists of Okla 
homa, Arkansas and Texas 

Ray Thompson, former district 
sales manager of the Chicago area for 
The O. A. Sutton Corp., Wichita, 
Kan., has been named national service 
manager. 


J. Warren Russell succeeds S. | 
Lasner as vice president and general 
sales manager for the Anchor Distrib 
uting Co., Pittsburgh. 


Thomas P. 
president and general manager, Federal 
Electric Mfg. Co., Montreal, has been 
elected assistant vice president of Kel- 


Leddy, former vice 


log Switchboard and Supply Co., Chi 


cago 


M. R. Brice has been announced by 
P. S. Jones, vice president in charge of 
sales, Cutler-Hammer, Inc., Milwaukee, 
Wis. as division manager, industrial 
control sales. Mr. Brice will be respon- 
sible for the company’s control line 


Glen Galles has been appointed to 
the newly created post of personnel 
manager for the Minneapolis-Honey 
well Regulator Company. He has been 
a member of Honeywell's personnel 
department since he joined the com- 
pany in 1946. 


Harold J. McCormick, as New 
York district sales manager for Gen 
eral Electric’s receiver department, is 





SALES REPRESENTATIVES 
WANTED 


The Miller Company is expanding its field 
sales force and agency contracts are avail- 
able in the following territories: 

Houston, Texas Territory 

Lubbock, Texas Territory 
Representatives interested on an agency or 
commission basis are invited to communi- 
cate with 


The Miller Company 
99 Center Street 
Meriden, Connecticut 
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Preverit Costly Burnouts 


with 


VAP-OIL-TITE 


Fouled contacts cause costly 
burnouts and down-time. Use 
VAP-OIL-TITE FITTINGS 
with Plastic Covered Flexible 
Metallic Conduit for Sure Seal- 
ing of wiring on oil, water, dust 
and vapor tite equipment. 
VAP-OIL-TITE’S exclusive 
threaded bushing not only 
insures positive grounding but 
also makes fitting easier to install 


FITTINGS 


because a collar covers metal 
edges making burring unneces- 
sary. Furnished in numerous 
types with body sizes from 
34” to 2". Write or wire today 
for bulletin 4/MT-104 giving 
types, sizes and prices. 


SIMPLET ELECTRIC COMPANY 


3600 Potomac Ave Chicago 51. Hline 


11 Park Place « New York 7, New York 





NEW: NEW:WEW-NEW*WEW-WEW 


Patent 
Pending 


NO BATTERIES—NO EXTRA WIRING 

bell rings and signal shows automati 
cally if power fails .. . here at last is truly 
inexpensive “insurance” against the haz 
ard of costly power failure. Plugs in any 
110 volt outlet. Counter card available 


Suggested retail $7 95 


only 


AFCO-LITE CORP. 


AFCO 


POWER FAILURE 
ALARM 


Protection for all 
electrical equipment 
Pumps 

Refrigerators 

Fence Controllers 
Greenhouses 

Dairy Equipment 
Lighting Devices 
Poultry Brooders 
Heating Controls 
Elevators G Hoists 
Chemical Machinery 
Mining Machinery 
Laboratory Equipment 


++ e+ + + + ee 


ALARM is a must with 
Write, wire 


The AFCO 
every electrical jobber 


or phone for complete information 


Chicago 22, Il. 


NEW: NEW: NEW 'NEW:‘NEW ‘NEW 





1234 N. Paulina St., 


Nails to Studding 
Evenly, Accurately, 
in a Matter 
of Seconds... 


For use in Old 
or New Wiring 


Write for descriptive 
price sheet No. A-1-a 


Faster Installation! 

Nail holes in box sides pro- 
vide fast, easy installation. 
Saves money by eliminating 
bracket. Nail heads driven in 
tight—box is never out of line. 


Perfect Alignment! 
3 nubs facing outward on 
each side of box prevent box 
from tilting. First nub is 7/” 
from front of box to permit 
adjustment for wallboard or 
plaster. 


The UE. Austin Company 


NORTHBROOK ILLINO 











— 
46<' 


IRON Fi 


SHELVING 


Pat. Pending 


BENCHES 


AND 


BENCH 
Bath 


i 
. 
* 
; 


TOOL 
SEU LES 


AND 


TOTERS 


ROOM 
Equipment 


responsible for the sale of G. E. radios 
and TV receivers to distributors in 
metropolitan New York and New 
Jersey 


John A. Pierson succeeds the late 
C. P. Ballinger as district manager in 
the hardware and vacuum goods divi- 
sion of Landers, Frary & Clark. His 
headquarters will be in Baltimore, 
Maryland. 


James E. Woodall replaces the late 
Robert F. Tucker on Vice President 
Ralph C. Stuart's staff at Westing 
house’s Bloomfield, N. J. division. Mr 
Woodall had been manager of the 
division's plant at Fairmont, W. Va 


F. J. Meyer has been appointed 
Cutler-Hammer, Inc., division manager, 
heating device sales. Mr. Meyer joined 
Cutler-Hammer in 1949 upon gradua- 
tion from the University of Wisconsin. 
In 1951 he assumed the responsibility 
as specialist in electric heating devices. 


William Wight has been appointed 
director of public relations of Philco 
Corp. His headquarters are in the com- 
pany’s executive offices in Philadelphia. 


Alfred V. Simpson, comptroller, 
General Electric Supply Corp., Bridge- 
port, Conn., has been elected to mem- 
bership in the Controllers Institute. 
Established in 1931, the Institute is 
a non-profit organization of controllers 
and finance officers from all lines of 
business—banking, manufacturing, dis- 
tribution, utilities, transportation, etc 
The total membership exceeds 4,000 
persons 


Adrian L. Knox has been appointed 
vice president and works manager for 
NuTone, Inc., Cincinnati, O. Glenn E. 
Weist is now vice president and works 











AURORA 
pLaetwors 
1458 SPRING GARDEN AVE., 


SPRAIRIE © PHONE: AURORA 923) PITTSBURGH 12, PA. 
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L. MELVIN GRAWEMEYER is the new 
vice president in charge of sales of the 
illuminating division of The Miller 
Company, Meriden, Conn. He has been 
associated with the company since 
1927 and has had broad experience in 
lighting sales. Mr. Grawemeyer has 
been a representative in field sales 
capacities in the Georgia and Pennsyl- 
vania territories and since early 1951 
has been illuminating division sales 
manager 





engineer and Henry Mann has been 
appointed director of personnel for the 
company. Robert Nagle has been ap- 
pointed credit manager; Walter Spear 
has been made vice president of Nu- 
Tone’s fan and heater division and 
Bruce Corbett, at present midwestern 
sales manager, has been promoted to 
vice president, midwest sales division. 


Malcolm Mitchell has been pro- 
moted to the position of national sales 
training director for the American 
Kitchens division of the Avco Mfg. 
Corp. 

John B. Ottman, former advertis- 
ing manager of the Stewart-Warner's 
Electric division, has been appointed 
television-radio sales promotion man- 
ager for the Admiral Corporation 


Scott Campbell has been appointed 
vice president and general manager of 
the Clark division, McGraw Electric 


SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., INC. 


6701 Bryn Mowr Ave. 
Chicago 31, U. S. A. 
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CASH IN 


~ | BROODER 
F LAMP 


Is made of sturdy 26-gauge galvanized steel 

Baked-on enamel finish 
MADE Comes complete with Double Guard . . . 
TO RETAIL Rubber-covered weather-proof cord . . . 
AT NEW Keyless Porcelain Socket for 250-watt infrared 
heat lamp . sturdy hanging bracket 


LOW PRICE .- Highly recommended for chicks, poults and 


lambs. 


Please order through your jobber Dept. EWH-6 


MANUFACTURING CO. 


Beatrice, Nebr. 


6 SIZES 
*14-1000 MCM 


COPPER TUBE AND PRODUCTS, INC. 


5746 MARIEMONT AVE. © CINCINNATI 27, OHIO 





v 
You ll Make For Safety and 


Ease of Use, One of 
the Prods Mounts 


Mor e Repeat in the oo 
Sales Easier 


THE NOP me 
Voltage Testers 


Have 5 Safety Features se. §S Open or closed; magnitude of voltage 
between 110 and 600; a-c or d-c, pure or 


Many Uses rectified; 25 or 60 cycles — for testing old 
and new circuits, fuses, locating grounds, etc. 
You'll make more sales, your buyers are Some of the nation’s 
happier — when you sell the pace-setting largest utilities, after 
Knopp Voltage Tester. Your customers say testing all brands use 
“Goodbye to risky, time-wasting fuss in test- Knopp Voltage Testers 
ing’ because of the 5 main safety features: by the hundreds 
(1) original Prod-mounting Socket in housing So sell the ‘widely- 
making this tester easier, faster, and safer used, reliable Knopp 
to use, and ending time-wasting “three- Voltage Tester with the 
handed” testing; (2) protection through Dual original, time-proved GOOD SELLER! 
indication of voltage by solenoid and neon  Prod-Mount. and other The Knopp Phase 
lamp working independently; (3) positive safety features. Write Sequence Indicator 
scale readings; (4) signal by hum and for illustrated. free. new raph 7% ous ang 
vibration; and (5) thorough insulation descriptive Bulletin No. .,.Metating indicator 
throughout, even to the sharp point of each 425 prices and dis- er CLO AN Licht.” 
prod. counts. Sis time caver. 
Well-built and shock-proof in a LAMI- 
NATED Bakelite housing, the Knopp Voltage ELECTRICAL FACILITIES INC. 
Tester tells immediately and simply if circuit 4283 Holden St., Oakland 8, California 


in signals and systems 


want the best there 


Your customers 
push button to 


is—from a simple t 
a complex signal system. For more 


than 77 years Faraday has supplied 
home and industry with the finest 
electrical equipment. Consult your 
electrical wholesaler for details on 
the complete Faraday line. 

UNI-PACT BELL 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTI FARADAY INC. aoeian, mice. 


BELLS - BUZZERS - HORNS © CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 


Co. Frank B. Knight is vice president 
in charge of production. 


Ivan R. Steinberg is manager of 
the new Norwood, Ohio, branch of 
Steinberg’s, Inc., Cincinnati 


Glenn Clark was appointed direc- 
tor of management development of the 
Whirlpool Corp. Juel Ranum has been 
named personnel director 


William B. Doyle has been ap- 
pointed sales manager of Admiral 
Corps., new home freezer division, 
William P. Mackle is sales manager 
of the new range division. 


Roger E. Gay, president of The 
Bristol Brass Corporation, Bristol, 
Conn., and Edward T. Gushee, vice 
president of the Detroit Edison Co., 
Detroit, have been re-elected president 
and vice president respectively of the 
American Standards Association 


William H. Boedeker, Jr., was 
named assistant to Louis J. Collins, di- 
rector of sales of the Capehart-Farns- 
worth Corporation, Fort Wayne, Ind 
Prior to his promotion, Mr. Boedeker 
was employee services manager in 
Capehart’s personnel department. Be- 





ELECTRIC SOLDERING TOO 


PENCIL TYPE 
Standard tip, 
Vg", 3/16", Ve" 
special tips 

also. 


Weight 
7 oz. 

Length 
8% . 


For the pin point 

soldering of  instru- 

ments, meters, gauges, 

small radios, printed 
circuits: or any fine solder- 
ing, especially where space 
is cramped or where there 
is little clearance. 


VULCAN ELECTRIC CO 
Danvers 9 Mass. 


TRAOE 
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fore joining the company in 1952, he 
played professional football in the All- 
American Conference and National 
Football Conference, including four 
seasons with the world’s champion 
Cleveland Browns 


F. P. Williams is zone manager for 
television and radio in the Kansas City 
zone for the Crosley division of Avco 
Manufacturing Corp. He succeeds John 
Caviezel who has been given special 
assignments for development of new 
television markets with Crosley. 


Charles P. Hayes has been ap- 
pointed manager of sales analysis and 
product inventory control for General 
Electric's major appliance division. He 
had been manufacturing engineer of 











“OT STUFF 








Another first from Marcus. one 

largest manufacturers in the world of 
dry type transformers exclusively: Marcus 
Transformers now ore wound with wire 
representing the first real odvancement in 
Class B insulated magnet wire in 12 years 
Heat resistance ond dielectric strength as 
high as 10 times present industry standard 
is obtained by combining Johns-Manville 
Quinterra with DuPont Mylar and Dacron 
Turn-to-turn and loyer-to-layer insulation 
failure is viturally eliminated 


Capacities 1} to 3000 KVA, to 15,000 volts 


Representatives in Principal Cities 


the manufacturing services division in 
Schenectady, N. Y. since December, 


1951 pysteruTtOm oct 
a guneba’ eve \ 
ait sot - 

° Hid ‘ 
th : 
& 


Endicott Newhall, a member of PRONEERS te THE PAELD OF ORY TYPE TRANSFORMERS 
the Sylvania Electric Products Inc 
since 1931, has been appointed sales 
manager of the electronic transformer 














TRANSFORMER C0., 1x. 
32-34 MONTGOMERY ST. 
HILLSIDE 5, NEW JERSEY 


department 


Harry J. Holbrook, director of the 
consumer durable goods division of 
the National Production Authority, 
has ended his association with that 
agency and is now vice-president in 
charge of marketing of Universal 
Major Electric Appliances, Inc., Lima, 
Ohio 


“FLOATING SOCKET” 
LAMPHOLDER! 


Bert P. Cain has been appointed 
zone manager for Crosley television 
and radio sales in the St. Louis area 


Accomodates Physical 
Variations in Lamp— 
Assures Positive Contact— 
Eliminates Breakage 


Fred Vorlander has joined Lumi- 

nous Ceilings Inc., Chicago, as eastern 
manager. He was formerly manager of ne | 
commercial engineering for the Cham- 
Patent Applied for 


Cat. No, CLD-150 for 150- 
watt lamps. 
Cat. No. CLO-35 for 300 


SALES REPRESENTATIVES | « and $00-watt mogul base Floating socket moves for- 

WANTED ’ age ward or side to side in an 

The Miller Company is expanding its field eccentric plane to compen- 

2 3 Aluminum alloy. Completely — : : 

sales force and sales positions are open in wired. Heatproof, weather- sate for variations in size 
the following territories: proof gasket. Removable re- 

8 Soleo dine Gee eum coches and shape of lamps, sockets 

and castings. Insures tight 


Southern Indiana and Kentucky ‘ replacement. 
Western Michigan and Northern Indiana i 
Under All Conditions! seal and positive electrical 
cum contact, 





Chicago, Illinois 
Representatives interested are invited to 
communicate with - \ - ft 


The Miller Company 4 J = : —! l) 
99 Center Street ¥ R 


THE M. B. AUSTIN COMPANY 
iden, - ; SHORT ECCENTRIC 
Meriden, Connecticut LAMP LAMP NORTHBROOK, ILLINOIS 
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Be ready to give your 
customers the BEST: 


CLIFTON 
E.M.T. 


When you sell CLIFTON E.M.T. 
you sell the best electrical met- 
allic tubing on the market— 
because CLIFTON E.M.T. has 
double the zinc protection of 
ordinary nakes. And CLIFTON 
E.M.T. will not flake or chip, 
because it is hot-dipped galvan- 
ized by a special process which 
bonds the zinc coating to the 
steel tubing. 


Ample Supply 
CLIFTON E.M.T. is available for 
immediate shipment. You can 
get all you need to meet any 
demands. 

OTHER CLIFTON PRODUCTS 
include Rigid Conduit, Flexible 
Steel Conduit, Armored Cable 
and Pierceway Plastic Duct Wir- 
ing Systems. 
Listed by 
Underwriters Laboratories, Inc. 


DISTRIBUTORS—A limited num- 
ber of distributorships are avail- 
able. Write for full details. 


WE MAKE NO BONES 
ABOUT IT... 


CLIFTON PRODUCTS 
ARE THE BEST 
IN THEIR FIELD 


CLIFTON 


CONDUIT CO., Inc. 


General Offices 
Montgomery St 
ey City 2, N 


y Baltimore, Md 


A Heevy 
Zine 


pion Lamp Works. Mr. Vorlander’s 
office is in the Little Building, Boston, 
Mass. 


David W. Frazier, a Navy veteran 
of 17 months during the Korean War, 
has joined the Cleveland sales staff of 
BullDog Electric Products Co. Mr 
Frazier, who also served in World War 
II, will assist Paul E. Morgan, Cleve- 
land district manager 


MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


National Electric Products Corp., 
has appointed the Southeastern Sales 
Co., P. O. Box 263, Savannah, Ga., as 
manufacturers representative to handle 
its line of TV antennas, TV masts, 
mounting accessories and special wires. 
Paul Hayden handles the NEPCO line 
in North Carolina, South Carolina, 


| Georgia, Florida, Alabama and Missis- 


sippi. 

Columbia Cable & Electric Corp., 
255 Chestnut St., Brooklyn, N. Y., 
manufacturers of armored cable and 
electrical conduit, announces the ap- 
pointment of the Robert R. Prussia 
Co., San Francisco, as sales representa- 
tive in that territory. 


Dulane Inc., has named George E 
Hyde, Jr., as representative in Denver, 
Colo. Mr. Hyde was formerly with 
General Mills 


Tomic Sales & Engineering Co., De- 
troit, announces the appointment of 
three new representatives for their line 
of thinwall connectors and couplings 
Wetmore Co., Inc., 1310 Tremont, 
Boston, Mass., will cover Massachusetts, 








HARRY J. KAHN 
ELECTRIC SALES CO. 


564 W. ADAMS STREET 
Chicago 6, Illinois 


A Sales Organization 
Representing Electrical 
Manufacturers 


@ 4 SALESMEN COVERING 
MIDWEST AREA 


e@ WAREHOUSE FACILITIES 














Sell 
PARAGON 


de-frost-it"* 


Biome 


- - for accurate, 
dependable 
time switches 


dehumidifier 
timer 


Insure consistent, reliable no 
performance by recom. r=3 
mending Paragon 300 

Series time switches ~ 
(shown above). They pro- Attic & 
vide proved performance Window 
for controlling signs, com- Gon Tine 
mercial lights, stokers, 

burners, valves, motors or 

other equipment. As either 

original equipment or re- 

placements, they guarantee 5 
long trouble-free service 
with minimum adjustment. 
No wonder more and more 
contractors and wholesal- 
ers say “install a Paragon 
and you can forget it.” 


Time-Pressure 
Defrost Control 


Water-Spray 
Defrost Control 


700 Series seven day cal- 
endar dial Time Switches 
— provide individual 
program settings for 
each day in week. 


Designed for automat- ’ 
ic control of heating, 

ventilating and air 

conditioning systems. 


© 1953 


PARAGON ELECTRIC COMPANY 
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The BESTis now 
BETTER than ov: 


THE NEW No. 420 


vane 


say + ate 
lugs cannot shea?. 


, es) 

type 
3. New nose design for gripping 
small objects. 4. Patented design 
of tension edge eliminates stress 
concentration at channels. 5. New 
interlocking design minimizes 


stress on joint bolt. 6. Precision 
machined interlocking surfaces re- 
sult in perfect fit, distributing 
pressure evenly. 7. ‘‘Rite Angle’’ 
teeth guarantee maximum bite 
and minimum wear. 


Here is a plier that will last for 
years! Channellock Pliers—made 
only by Champion DeArment Tool 
Co., Meadville, Pa. 


Channeliock pliers are listed in 


the Yellow Pages of most Tele- 
phone Directories under ‘‘Tools” 


ESIGN ry 
A 
* nsoreres Att ore, 


CHAMPION DeARMENT makes 


CHAMPION DeARMENT TOOL CO . MEADVILLE, PA 
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Rhode Island, Vermont, Maine, and 
New Hampshire; Albert J. Shapiro, 
305 57th St. Brooklyn, N. Y., will 
cover New York City, Westchester 
County, New York, and northern New 
Jersey; Wynne Snoots Co., will cover 
the state of Texas. The Wynne Snoots 
Co., is located at 2nd Unit, Santa Fe 
Building, Dallas; 2009 Fannin St. 
Houston; and 3709 23rd St., Lubbock 


OBITUARIES 


Don C. Crane 
Crane, 55, tormer owner of 


Don ¢ 
the Electrical Equipment Co., Erie, Pa., 
died on December 31st, in his home 
after a long illness. He is survived by 
his wife and his mother 


Samuel E. Doane 


Samuel Everett Doane, 82, interna- 


tionally known lamp and lighting pio- 
neer and former General Electric lamp 
division executive, died December 9th 
at his home in Pine Orchard, Conn 


Mr. Doane was for many years chief | 


engineer of the lamp division at Nela 
Park, Cleveland. He joined G. E. in 
1892 as assistant engineer of the Harri 
son Lamp Works, Harrison, N. J 


Frank P. Larson 


Frank P. Larson, president-treasurer 
of the Central Electric Supply Com 
pany, Hickory, N. C., died January 15 
He was 62 years old and had been in 
declining health for several months 

Mr. Larson founded the firm in 1945 
Previously he had been with the West 
inghouse Electric Corp., for 17 years 
and with the General Cable Corp. for 
+ years 


Mrs. Arthur Loeffler 


Mrs. Cecile Gertrude Loeffler, 50, 
wife of Arthur Loeffler, president of 
Loeffler Electric, Inc., Toledo, Ohio, 
died November 19th after a long ill 
ness 


Raymond W. Vonasch 


Raymond W. Vonasch, manager of 
federal and marine sales for the Ward 
Leonard Electric Co., Mount Vernon, 
N. Y., died suddenly on December 2nd 
Mr. Vonasch, who was 40 years of age, 
was with Ward Leonard since 1936 

During World War II Mr. Vonasch 
was active at the company’s Mount 
Vernon office on contracts for vital 
military control equipment. From 1946 
to 1949 he managed the Newark, N * 
office 


NEWmnmz 


INTERLOCKING DEVICES 


% RODALE 


Interlocking, fully interchange- 
able TuRN-TyTE Cord Connectors, 
Caps and Receptacles are your 
answer to any wire-connection 
problem. They save you time, 
money and trouble EVERY 
TIME! , 


Turn-Tyte 
2-WIRE ARMORED CORD 
CONNECTOR BODY 


Molded bakelite with armored 
base and cord clamp. Corrosion- 
resistant coating on bronze 
contacts. 

222100 — 10-15 amps « #2200 — 20 amps 


2-WIRE ARMORED CAP 
WITH CORD CLAMP 


Bakelite with brass blades. 
21026 — 10-15 amps « 21226 — 20 omps 


* 
Alse Available: 3-Wire, Polerized and 
Grounded. 10-15 Amps ond 20 Amps. 
IMMEDIATE DELIVERY! 


‘‘a TWIST of the WRIST and THEY’RE LOCKED!”’ 


es 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 
* 


For information on how YOU 
can benefit from this profitable 
new TURN-TYTE line, write 


“ RODALE 


MANUFACTURING CO., INC 
EMMAUS PENNSYLVANIA 





When Life's at 
S7 CY 


Show the familiar Klein trade- 
mark to the old-timer on the 
pole and he'll tell you—“that’s 
the equipment I've been using 
ever since I was a grunt.” 
Yes, workmen just naturally 
feel safer when the equipment 
is Klein—recognized for qual- 
ity “Since 1857.” 
ASK YOUR SUPPLIER 


Foreign Distributor: International 
Standard Electric Corp., New York. 


Write for your free copy of the 
Klein Pocket Tool Guide today! 


tT ETN & Sons 


3200 BELMONT AVE, CHICAGO 18, iLL 


| C. J. Hanemann, 
| conditioning and ventilation; R. J 


| publicity; 


KANSAS CITY, MO.—C. P. Haas is 


the new president of The Electric As- 


| sociation of Kansas City. He succeeds | 


John D 


Hilburn of Boese-Hilburn 
Electric Co. Mr. Haas is on the sales 


| staff of General Electric's lamp divi- 


sion. C. M. Anderson was re-elected 
secretary-treasurer and John McDer 
mott continues as executive manager 
John F. Bell, apparatus and supplies 
manager of the Continental Electric 
Co., was elected vice president of the 
Electrical Supply Wholesalers division. 
C. E. Barnickel, Lee Wholesale Co., 
vice president of the Electrical Appli- 
ance Wholesalers division. 
Distributors named as directors of 
the Association are: J. R. Foley, vice 
president of the W. T. Foley Electrical 
Supply Co.; Robert F. Janda, Graybar 
Electric Co.; John W. Puckett, General 
Electric Supply Co.; Floyd G. Conk- 
right, Lee Wholesale Co.; and De 
Lancey A. Smith, vice president of the 


| Superior Distributing Co 


Guidroz 


NEW ORLEANS—J. R. 


succeeds Walter J. Barnes as president 


| of the Electrical Association of New 


Orleans. Other officers installed in- 
cluded: George D. Sims, executive vice 
president; A. B. Paterson, Jr., vice pres 
ident, representing wholesalers, utilt- 


ee , . 
ties and manufacturers; C. B. Raborn, 


vice president, electrical contractors; 


vice president, air 


Magoni, vice president, radio and tele- 
vision; W. E. Clement, director of 
E. H Mowen, secretary; and 
I. W. Tufts, treasurer. 

Members of the executive commit- 
tee are W. P. Massey, R. E. Brugier, 


E. N. Avegno, A. A. Demarest, C. C. | 
Langwith, Al Levin, J. B. Dunn, J. N. | 


and Mr 


Roos, Charles Pearson, Jr., 
Barnes 


OMAHA—David B. Larson, factory | 
representative in Omaha for the Sun- | 
was elected President of | 
the Nebraska-Iowa Electrical Council | 


beam Corp., 


and will serve in that position until 
October 31, 1953. 


| RICHMOND—Robert W. Fishburne | 

is president of the Electrical Manufac- | 
| turers Representatives of Virginia, Inc., 
for 1953. He succeeds W. E. Sullivan, | 
Leo A. Roach, } 


Jr. Other officers are: 
vice president; John H. 
and C. “Judge” 


Hoagland, 


treasurer; Bennett, 


Let e}-) may 1 8 3 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
With a Greener 
Bender one man in 
but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to §”. 
Compact, portable 
Saves hours, 
Saves materials. 


HAND BENDERS 

FOR TUBING, PIPE, 
CONDUIT 

Quickly form small- 
radius bends without 
flattening or kinking 
Especially designed to 
make neat ben 
sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many jobs 


das tor 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, easy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi- 
nets, panels. Various sizes 
and models for making open- 
ings for conduit sizes from 
16” up to 3!4”. To operate, 


simply turn with a wrench. 


HYDRAULIC 

KNOCKOUT PUNCH 

DRIVER 

Portable hydraulic unit 

for driving GREENLEE 

Knockout Punches. 

Speeds jobs... easily 

operated. Develops over 
11 tons of pressure so that conduit openings 
are cut in 10-gauge metal with ease. 


CABLE PULLER { 
AND BORING | | 
TOOLS 
Specifically de- 
signed to save 
time, speed jobs... 
eliminate tedious, heavy 
work. Companion tools to ‘ 
many other Greenitee timesavers for the 
electrician. 


PTTIV ENLEE 


Write for new Electrical Tool Folder, Greenlee 
Tool Co., 1842 Columbia Ave., Rockford, Ill 


Vsooseour 


ao 


secretary | 


ELECTRICAL WHOLESALING—February, 1953 





PORCELAIN 
INSULATORS 


Fit all your customers needs 


Universal Insulators have uniform 
density of body, high dielectric and 
physical strength, resistance to tem- 
perature extremes, moisture, fumes, 
smoke and most acids. Here are 
the insulators that put Quality First. 











8 UNIVERSAL 
8) 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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MORE FACTS 
ON PRODUCTS 


Control Centers—Three types of con 
trol centers are described together with 
illustrations of the various electrical 
components that make up typical units 
in a new control center booklet issued 
by Westinghouse Electric Corp., 
burgh 30, Pa 


Pitts 


Corrosion Inhibitor—Oxide-penetrat- 
ing, corrosion-inhibiting compound is 
for electrical connections 
A 5 oz. tube comes with 
full directions printed on both the tube 
and the carton. A spout facilitates ap- 
plication of the compound. Also comes 


involving 
aluminum 


in pint, quart and gallon cans. Burndy 
Engineering Co., Inc., Norwalk, Conn 


Heavy Duty Reel—Adjustable for all 
coil sizes, the heavy duty reel is de- 
signed for handling drop wire, large 
bulky coils of cable and for all around 
use. HyKon Mfg. Co., Alliance, Ohio 


Electrical Tapes—A 12 page booklet 





MANUFACTURERS: 


Established Los Angeles Agency 
Seeks Additional Line. 


Territory: Southern California, 


Arizona and New Mexico. 


RA 5418 Electrical Wholesaling 


1111 Wilshire Bivd., Los Angeles 17, Calif. 








SALES MANAGER 


Experienced in Selling Jobbers and 
Contractors in Electrical Field 
Real opportunity for promotionally-minded 
man who will be responsible for sales poli- 
cies, building and holding factory rep. 
organization, correspondence G& sparking 
promotions. We're a fast-growing, well- 
established Chicago firm, manufacturing a 
competitively priced line of power and light- 
ing distribution transformers and arc weld- 
ing equipment. Some traveling nec. Good 
salary, expense account, and bonus. Send 
full details in first letter. Replies confi- 

dential. 


SW 6504 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 





LPTECRAFT 








ARCHITECTURAL FORUM 
HOUSE AND HOME 
INTERIORS 

INTERIOR DESIGN 


CHAIN STORE AGE 

HOTEL MONTHLY 
INSTITUTIONS 

LIVING FOR YOUNG HOMEMAKERS 


Send today on your 
Catalogues 
craft Line 


etterhead for FREE 
lustrating the complete Lite 


+ 


MAIN FFICE AND SHOWROOMS 


8 East 36th Street, New York 16 


wes AST ©3396 West Jed Stree! Los Angeles 





Easy-To-Use — 
_ Super-Spotlights 
BRIGHTEST VALUES | 
in display lighting! 


Long life, sturdy con- 
struction, engineering 
brilliance—all com-" 
bined in GoldE Spot- 
lights of the most 
modern design. 


GoldE features for more lighting value: 
Brilliant, ring-free light—instant beam con- ’ 
trol, flood to spot in a moment—positive. 
lock-tilt—heavy, non-tip base—non-tarn- 
ishing reflector—chrome heat guard— 
4%" Pyrex-Type Fresnel lens—extra 
length asbestos cord. » 








ECONOMY 


500 WATT 
BANTAM 
SUPER SPOT 
Price (less lamp) 


$1900 


SUPER SPOT 
Price (less lamp) 


$3100 


FOR COLOR 
IN MOTION 


ROTOCHROME 

500 WATTS 

S'x beautiful howing col- 
» ors for attractive display. 

Dependable, long-life 

motor. Compact. Just 

plug in—like an electric 

clock. 

Price (less lamp) 


$2975 


Spotlight accessories include: Pipe clamps, ceiling 
hanging brackets, color wheels, diffusers, barn doors 
—moke GoildE Super Spots world’s most flexible 
lighting. 

Write for complete literature, name of nearest dealer. 


GOLDE MFG. CO. 


Brightest Name 
in Light Projection 


4888 N. CLARK STREFT 
CHICAGO 40, ILLINOIS 


discusses the use of plastic electrical 
tapes Nos. 21, 22 and 33 in industrial 
and house wiring, appliance repair, 
underground cable splicing and other 
heavy-duty applications. Information 
on glass cloth electrical tape No. 27 is 
also contained in the booklet which is 
available from the Minnesota Mining 
and Manufacturing Co., St. Paul 6, 
Minn. 


Portable Radio—Three way opera- 
tion on a.c., d.c. or self contained bat- 
tery is the feature on a new portable 
radio. It has a three gang condenser 
and a balanced tone system. The same 
plug must be used for both battery and 
house current operation. The back of 
the set opens easily for replacement of 
the battery without tools. RCA Victor, 
Camden, N. J. 


Lighting Fixtures — More than 30 
types of fluorescent and incandescent 
lighting fixtures are illustrated and de- 
scribed in a 4 page reprint from Sweet's 
Architectural File. Copies are available 
from Gruber Lighting, 125 S. First St., 
Brooklyn 11, N. Y. 


Control Center—Three types of con- 
trol centers are described together with 
illustrations of the various electrical 
components that make up typical units 
in a new control center booklet issued 
by Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 


Incandescent Fixtures—A _ counter- 
balance allows for free, fingertip ad- 
justment of the Scandinavia design 
incandescent lighting fixtures. The 
machined counterweight maintains the 
fixture at any desired height from 40 
in. to 62 in. from the ceiling. A bulle- 








WANTED 
MANUFACTURER'S REPRESENTATIVES 
FOR ELECTRICAL POWER AND 
LIGHT TRANSFORMER LINE 


Recently expanded production facilities enable us to 
accept applications for several choice territories. Ex- 
clusive assignment will be made to qualified repre- 
sentatives thoroughly acquainted in the electrical job- 
ber and contractor field. 

We are a fast growing, well established organiza- 
tion, manufacturing a complete, competitively priced 
line of light and power transformers. From 3 to 150 
KVA. Prompt deliveries, lucrative commissions and 
full factory cooperation is assured. Inquiries invited 
from aggressive sales organizations handling related 
lines. Give full details in first letter. All replies 
confidential, 


RW 6640 Electrical Wholesaling 





520 N. Michigan Ave., Chicago 11, Ill. 


SUBJECT TO PRIOR SALE 


3000 Ft. 250 MCM RHW WIRE 
3000 Ft.1/0 RHW WIRE 
1000 Fr. 500 MCM TW WIRE 
1000 Fe. 4/0 RR WIRE 
1000 Ft. 250 MCM RR WIRE 
1000 Fe. 500 MCM RR WIRE 
4000 Ft. #4 RR Stranded WIRE 
3000 Ft. #6 RR Stranded WIRE 
10000 Fe. #8 RR Stranded WIRE 
10000 Ft. #10 RR Stranded WIRE 
10000 Ft. #12 RR Stranded WIRE 
20000 Ft. 2" Flexible Conduit 
15000 Ft. 34” Flexible Conduit 
800 Lbs. #4 MHD TBWP 
1200 Lbs. #6 MHD TBWP 
2000 Ft.2/0 MHD TBWP 
2000 Ft. 4/0 MHD TBWP 
1500 Ft. 500 MCM AVA WIRE 
300 Ft. 6" Galvanized Conduit 
400 Ft. 5°’ Galvanized Conduit 
1000 Ft. 4 Galvanized Conduit 


Plus Large Stocks of other items 


We also buy your surplus wire. For 
fast action and cash on the line 
send us your surplus wire list. 





AMERICAN CONDUIT SALES CO 
700 Berriman St. * Brooklyn 8, N.Y 


Might 








SS... 


YOU CHANGE 
YOUR ADDRESS 


Be sure to notify us at once so 
future copies of ELECTRICAL 
WHOLESALING will be de- 
livered promptly. 


Also make certain you advise 
your local Postmaster so other 
important mail doesn’t go 
astray. Both the Post Office 
and we will thank you for your 
thoughtfulness. 


Send your new and old address to: 


Subscription Dept. 


ELECTRICAL 
WHOLESALING 


330 W. 42nd St., N. Y. 36, N.Y. 
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tin is available from Litecraft, 8 E. 36 | is 
& St., New York 16, N. Y. MAR = 
(ERICSON) Commercial Lighting—lIncandescent 
commercial lighting catalog includes 


data on product illustrations, perform- 

ance statistics, lighting calculations, METERS 
mechanical construction with cross 
section drawings, installation methods, 
application suggestions and general 
engineering information. The 60 page 
pS catalog is available from The Art 

ELECTRIC Metal Co., Cleveland 3, Ohio 

CORD Storage and Display Equipment— 
Items such as work benches, catalog 
REEL racks, steel shelving and bins, heat run 





A really heavy duty racks, manual racks, trucks and test 


product—and we mean that! Level stands are described and illustrated in 
winding, non-kinking, non-fraying, a new 8 page catalog. All the equip 
non-shorting, non-binding; constant 


x 7 > > y >, 2c ver , alec. 
retracting speed; universal bracket; ment, designed especially for the elec 


heavy duty cord resists water and oil. tronics industry, is finished in olive for 


Very easy to clean or service. Com- green polymerized — shock-resistant ee ” 
ate Fong yd other reel. Just one enamel. The catalog may be had from | PUBLIC TRY 3 

1 naan . . . ee . . 

Complete C & E Line the Equipto division of Aurora Equip 


* Reels ¢ Maltiple outlet cords ment Co ’ Aurora, Ill. APPLIANCES 
° Plugs © Inspection lights 
. va a ene adipose Industrial Lighting—Information on 


* Broken lamp base removers 


—and many other products. various types of industrial lighting 
ERICSON MFG. COMPANY equipment and wiring devices is con 
5000 Badid dveecs CGiecad 3 tained in a folder issued by the Multi 
Electric Mfg. Inc., 4223-43 West Lake 
St., Chicago, IL 











Here's a dependable, always- 


MANUFACTURERS of ending edie, cole ane 
TV, typewriters, sun lamps in 


We Cover the East Coast. gyms, tennis court lights, tourist 


s camp lights and similar installa- 
We Sell Wire to Jobbers. tions . . . it collects the coin, makes 
the electrical circuit, and breaks it 


We want 2 related lines at the end of the pre-set time 
that we can sell with our me ila a ae 

e " rk-time oin ers are 
BX Cable, Building Wires, slotted for dimes and quarters — 


either may be deposited without 
etc. the other. Standard timing is 20 
minutes for 10 cents, 1 hour for 25 


WHAT HAVE YOU? cents; other timings ranging from 
RA6667 Electrical Wholesaling 3 ratio. 


330 W. 42nd St., New York 36, N.Y. Head assembly and timing 
mechanism only are available for 


special applications. 


ELECTRICAL DATA 


UL approved 
3400 series—standard unit—AC only 
20 amperes, 125 volts; 10 om- 


peres, 250 volts 


3200 series—special unit ~ AC-DC — 
10 amperes, 110 volts; 5 aom- 
peres, 220 volts. 

For drier use on 220 volt AC circwit, 


relay may be connected to Coin Meter. 
Well rated manu- Wiring diagram on request 


"CALLING ON facturer of exten- 
ELECTRICAL sion cords, garage Write today for catalog 


WRITE FOR lamps, and wiring sheet and full information. 
WHOLESALERS devices. Staple 


CATALOG 5iC | i | line - Commission M. H. RHODES, INC 
e e sy bd 


basis. Most territories 
KRUECER & HUDEPOHL 


open HARTFORD 6, CONN. 
236 VINE ST. * CINCINNATI 2, OHIO BOX 967, 1474 B'WAY, N.Y. 36, N.Y. ‘Ont ONAWA, Lin 
£ ERY GYROSCOPE OTTAWA, Limited 
3 Hemiltos %, Orewa, Ontario, Conede 
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NEW! 


ADDITIONS TO.... 


Jiffy Line 


OUTLET BOX COVERS 


Heavy Gauge Steel Electro- 
Plated 3%” round for Flat 
Blank — 4” round for Flat 
Blank, Flat 4” KO, Flat 
for Teg. Sw., Flat 

for Dup. Rec. — 

4” Square for Flat 

Blank and Flat 4” 

KO — Handy Box 

for Blank, Tog. Sw. 

and Dup Rec 


For reguiar and special 
applications — mounting 
hole arrangement makes 
for easy installation — 
screws need not be re- 
moved. For horizontal 
or vertical mounting. 


PERFORATED 
STRAP IRON 


Electro-plated or unplated rolls 

44” x 20 gauge x 10 feet. 
All purpose mounting facility 
— provides unusual flexibility 
for mounting conduits, boxes, 
and other electrical equipment 
Saves time on the job 


* Write for our new 
catalog 


SAVES age AND MONEY 


Cl. ClydeW Lint 


323 W. 18TH STREET + CHICAGO 8, ILL 


ADVERTISERS’ INDEX 


Abolite Lighting Div., 

Jones Metal Products Co. 
Acme Electric Corp. 
Adam Electric Co., Frank 
Afco-Lite Corp. 
All-Steel Equipment Inc. 
Allen Co., L. B. 
American Conduit Sales Co. 
Anaconda Wire & Cable Co. 
Appleton Electric Co. 
Atlantic Conduit Fittings Co. 
Austin Co., The M. B. 117, 


Berko Electric Mfg. Corp. 

Berns Mfg. Corp. 

Blackburn Prod, Corp., Jasper 
Blackhawk Industries 

Briegel Method Tool Co. 

Buffalo Forge Co. 

BullDog Electric Prod. Co. 
Bussmann Mfg. Co. Fourth Cove 


Certified Ballast Mfrs. 

Champion DeArment Tool Co. 

Champion Lamp Works 

Chase-Shawmut Co., The 

Circle F Mfg. Co. 

Clifton Conduit Co., Ine. 

Columbia Cable & Electric Corp. 

Conduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Inc. 


| Conduit Pipe Products Co. 


Crescent Ins. Wire & Cable Co. 
Curtis Lighting, Ine. 
Cutler-Hammer, Ine. 99, 


Diehl Mfg. Co. 


Economy Fuse & Mfg. Co. 
Electrical Facilities Inc. 
Equipto 

Ericson Mfg. Co. 


Fullman Mfg. Co. 


Gedney Electric Co. 
General Electric Co., 
(Lamp Dept.) 

GoldE Mfg. Co. 


| Greenlee Tool Co. 
| Guth Co., 


The Edwin F. 


Hazard Ins. Wire Works Div. 
Heinemann Electric Co. 


Ilsco Copper Tube & Products, 
Inc. 


I-T-E Circuit Bre aker Co. 


Jackson Electrical Co. 
Jefferson Electric Co. 


| Jones Metal Products Co. 


Kahn Elec. Sales Co. Harry J. 
Kees Mfg. Co., F. D. 

Kelly Specialty Co. 

Killark Electric Mfg. Co. 
Klein & Sons, Mathias 

Knox Porcelain Corp. 
Krueger & Hudepohl 


Lint Electric Sales, Inc. 
Litecraft Mfg. Corp. 


M & W Electric Mfg. Co., Inc., 
The ll 

Marcus Transformer Co. 

Midwest Electric Mfg. Co. 

Miller Co., The 

Minerallac Electric Co. 

Minneapolis-Honeywell 

Monarch Fuse Co. Ltd. 

Multi Electric Mfg. Inc. 


National Electric Products Corp. 


National Steel Cabinet Co. 
Nutone, Ine. 


Okonite Company 


O.Z. Elec’] Mfg. Co., Ine. 


Paine Co., The 

Paragon Electric Co. 

Pass & Seymour, Inc. 

Penn-Union Electric Corp. 

Pierce Renewable Fuses, Inc. 
Pittsburgh Standard Conduit Co. 
Plymouth Rubber Co., Inc. Third c over 
Precision Welder Mfg. Co. 11 
Pyle-National Co., The 48 
Pyramid Instrument Corp. 37 


Reliance Automatic Lighting Co. 
Reliance Molded Plastics, Inc. 
Revere Electric Mfg. Co. 
Rhodes, Inc., M. H. 

Ridge Tool Co., The 

Rodale Mfg. Co., Inc. 

Rome Cable Corp. 

Royal Elec. Co. ; 

Russell & Stoll Co., Ine. 


Sherman Mfg. Co., H. B. 

Sierra Electric & Mfg. Co. 

Signal Engineering & Mfg. Co. 

Simplet Electric Co. 

Spang-Chalfant (Div. of The 
National Supply Co.) 

Sperti Faraday Inc. 

Square D Co. 

Sylvania Electric Products Inc. 


Thomas & Betts Co., Inc., The 96, 97 
Trade-Wind Motorfans, Inc. 116 
Triangle Conduit & Cable Co., Inc. 19 
Trine Mfg. Corp. 120 
Trumbull Department, General 
Electric Co. 10 


United States Rubber Co. 21, 
Universal Clay Prod. Co., The 


Van Cleef Bros., Ine. 
Vulean Clectric Co. 


Wall Mfg. Co. 106 
Ware Fuse Corp. 8 
Western Ins. Wire Co. 103 


Westinghouse Electric Corp., 


(Pittsburgh) 82, 83 


Leader Electric Co. Second Cover 


Lint, Clyde W. 132 Yorkville Metal Products Co. 112 
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PiyMourn 


CONVENIENT FIVE-PACK 
PACKED INDIVIDUALLY Five 30-ft. rolls, %” wide in 
One 66-ft. roll, %” wide in handy container. 
single pocket-size metal can. 


COUNTER DISPLAY FOR THE DEALER 
18 10-ft. rolls, one-half inch wide 


SLIPKNOT Frccteore TAPE 


The result of more than 

fifty years of manufacturing integrity... 

truly the perfect pedigreed tape ... 

sold in counter display cartons, individual bores 
and ten-roll dispensers. 


THE LARGEST SELLING TAPE 
IN THE WORLD — Because 


@ It will not dry out 
@ It won't ravel at the edges 
Sold Only Through @ It exceeds all specifications 
Recognized Wholesalers 





You too, can 


profit from 


the 10 point 
protection 
Fusetron 
fuses give 
by telling 
your fuse 


users of 


Mr. Van Reeds 





What stronger proof of 
merit can you get 
than the actual 
experiences 

of users. 


lowing 
USes of Motor 

Protec ton Size, 
“We Were 'Nclined to 
believe Something Was 
With the fuses 


Wrong 
Checking with 


~ hur after 


an ; 


“If the Fusetron fuses had 
Nor “Pened, the 
"Ndoubred)y have 
Our, 


for Would 
burned 


€Nerator | Inits 
rs 


on the fuel 
Pump, 


and the air 


Bussmann Mfg. Co. 
"RUSTWopr 


St. Louis 7, Mo. c 
Electric - 
WY Names in Division McGraw 
"lCraica, PROTECTION 








